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The ee at me penne echaagr — CHECK THESE APPLETON 
manufacturing standards for dependable performance — gygisty FEATURES .. . 


now make available a wide selection of rugged, service- 
able pressure cast aluminum fittings to give your 
customers easier electrical installations . . . faster, Easy to use--roomy « Lightweight— durable e Taper 
more economical! Tapped threading « Precision hub alignment e 

They are available now. The complete line includes Chamfered hub edges « Pressure cast smoothness 
eReinforced points of stress « Easy-to-read cast 
identification « Attractive, practical design « Low 
cost—high quality « Wide assortment of covers 
available 


PLACE YOUR ORDERS NOW 


," 


seven of the most popular types in !9”, 3,” and 1” 
sizes to meet most job requirements. When your 
customers use them they will agree . . . Form 85 
Unilets are outstanding*in every respect—from design 
to manufacturing excellence. 

Contact your Appleton field engineer or write for bulletin No. AL 60. It includes details for the entire 
aluminum product line by Appleton: Form 85 and larger sizes in Form 35 Unilets, FS and JB fittings 
and V-51 lighting fixtures. 

Sold through franchised distributors only 


Also manufacturers of: 
Explosion Proof f ra 
Lighting i } . 
Fixtures ty 


Industrial Lighting Outlet Boxes, 


e/ectric company — ies 


1701 Wellington Avenue, Chicago 13, Illinois 
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7 Requires no separate Duct or Conduit 
a in any environment \_ | 





The revolutionary C-L-X Continuous, Corrugated, Light- 
weight, metallic sheath, that Simplex introduced to this 
country two years ago, is now available in Aluminum, 
Copper or Bronze as well as the enormously successful Steel. 

Simplex C-L-X pliable cable systems provide unexcelled 
ease of installation and mechanical protection. 

The corrugated metal sheath combines pliability for ease of 
installation with very great strength and seals the cable against 
penetration by oil, chemicals and moisture. 

Depending on the environmental conditions of the instal- 
lation, these power, control and communication cable systems 
can be furnished with or without plastic jacketing. 

Light, and pliable, C-L-X cables are easily installed, and 
require no special reels. 

Now, with corrugated Aluminum, Copper or Bronze 
sheathed C-L-X cable systems, the low resistance of these 
metals permits designs where the sheath may be used as a neu- 
tral or ground. These metals also permit the use of single as 
well as multiconductor cable assemblies in a-c power systems. 

For complete details on C-L-X sheathed cables, contact 
your Simplex Engineer, or write direct. 








WIRE & CABLE COMPANY 
79 Sidney Street, Cambridge, Massachusetts 
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memo 


TO OUR DISTRIBUTORS 


You're going to 1ike what you read in the QO Tandem 
announcement ad which appears on the reverse side of this 
memo. This new addition to the QO circuit preaker line 
means increased business for Square D distributors 
because it solves the price problem created by so-called 


"half-sized" preakers.- 





"Half-sized" preakers have not offered all the circuit 
protection an s available in their full-sized 


da feature 
companions - But you'll notice that the_new 0 Tandem, 
e same 


by combining two full-sized preakers in th space 
occupied by one single pole Qo, retains all the features 
of the regular preaker -~ Qwik OPEN flash protection, 
quick-make , quick-break operating mechanism, ambient 
compensation, and trip indication. In addition, it has 
an entirely new and exclusive design of push-in terminals 
_- making QO the fastest wiring line available: 


The QO Tandem prings quality to the lower priced 
"half-sized" market - It's another powerful reason why 
Qo is the easiest line to sell. 

Join us in the national promotional program we pian to 
have later this year: Your field engineer will give you 
the details soon: 


sincerely, 


w. J- Moriarty 
Manager, Distributor Relations 














HERE'S THE (1) NEWS 
IN CIRCUIT BREAKERS! 


Square D’s 
New QO Tandem 


combines 
Two Full Size Breakers 
IN ONE 
SPACE-SAVING UNIT! 


Still Maintains 
2 ALL the QO Features 
9 RN May PLUS 
ann | these NEW ONES! 
“nase 


quality to save 
space and money 













A 
NEW AND EXCLUSIVE DOUBLE DOUBLE POLES 
PUSH-IN CONNECTORS Doubles the number of 15 and 20 
: - Fast, positive connections. Holds amp double-pole breakers. Uses 
QO1-POLE QO2-POLE QO3-POLE on 5000 amp shorts. QO handle tie. 


15-50Amp 15-70Amp 15-50 Amp 


the New QO 
TANDEM 


15-20 Amp 





~ QWIK-OPEN SAVES SPACE AND MONEY 

a ane bape THERMAL-MAGNETIC More circuits in same space. Lower 
f Magnetic opens on first flash. Ther- device cost. Save up to 20%. 

mal holds on overloads. No known 

protection is faster. 


Write for latest QO Bulletin which tells the complete story of the finest breaker ever built 
Address Square D Company, Mercer Road, Lexington, Kentucky 


SQUARE J) COMPANY 








wherever electricity is distributed and controlled 
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Credits and Collections 


ANOTHER’ month—another _ issue 
packed with articles full of practical 
information and ideas you can use 
in your daily efforts. 

Designed to give your thinking cap 
a twirl is the lead-off article, “Credit 
and Collections—Today: How Delin- 
quent Can You Get?” This 5-page 
special report portrays the current 
coast-to-coast story on a _ Situation 
that has reached a critical point. Un- 
like Mark Twain’s “weather”, EW has 
found that distributors aren’t just talk- 
ing about the headache—they’re doing 
something about it. “Get-tough” tactics 
are rapidly becoming the rule. For 
details, see page 43. 

Electric heat—a good potential for 
distributors a few years back—is a 
profitable reality today. At Morristown 
Electrical Supply, Morristown, N.J., 
they've gone from peanuts to profits 
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in just a year with smart promotion 
and hard selling (page 48). 

Want to liven up your sales meet- 
ings? You'll find some practical ideas 
in “They're Putting ‘Meat’ Into Sales 
Meetings” (page 56). 

“Leave It to the Gal” seems to be 
the idea at Twin State Electrical Sup- 
ply, White River Junction, Vt. To see 
how the distaff side attains better bill- 
ing, see page 60. 

Continuing its new series on the fun- 
damentals of electricity, “The Sales- 
man’s Technical Notes” this month 
discusses “Circuits.” Turn to page 62. 

As a bonus in this issue, you'll find 
a foldout interview guide to be used on 
each of your industrial customers to 
gain a quick picture of your potential 
market for industrial electronics. It 
will prove invaluable in helping you 
“to be, or not to be” at this crucial 
time of decision (see page 69). 


Happy — and profitable — reading! | 





how often 
could you 
| have sold... 





OOO 


2 MODELS: No. 43H curved nose and No. 42H 
straight — NATIONALLY ADVERTISED 
individually packaged for sale and display 
in attractive transparent boxes 


XCELITE, INC. * ORCHARD PARK, N. Y. 


Canada: Charles W. Pointon, Ltd., Toronto, Ont. 





LETTERS TO THE EDITORS 





Hence, out of fairness, we make th 


is offer: if warehousing agents believe their 


stocks are justified by economic need, that they contribute to marketing efficiency 
and that they serve the best interests of distributors, we'll give them space to state 
their case. All they need do is submit a statement to us for publication. If we’re 
flooded with statements, we’ll publish the best of the lot or excerpts from all those 
received. The net result will be as many pages in EW expressing the warehousing 
agent viewpoint as there have been recently questioning it. 


Some More Agents Have Their Say 


S a result of EW’s invitation in the 

June issue (reproduced above), 
letters are arriving from electrical 
manufacturers’ agents expressing their 
viewpoint on the subject of agents’ 
stocks. Several of these letters are 
published here. One of them departs 
from this subject to discuss what’s 
good about the electrical industry (and 
we should note that we get the au- 
thor’s drift). All of these letters are 
highly readable and they make impor- 
tant points. We recommend them to 
your attention—along with the article, 
“The Case for the Area Warehouse” 
(EW—July ’60, p.48), in case you 
missed it. 


Crux of the Matter 


Dear Sirs: 

I commend you on the service that 
you are performing for electrical dis- 
tributors by focusing attention on 
agents’ warehouse stocks, which, like 
slums, juvenile delinquency, parking 
and traffic problems, are particularly 
peculiar to the larger cities and met- 
ropolitan areas. 

Having been affiliated with the H. 
G. Anschuetz agency in Philadelphia 
since 1947, I gratefully accept your 
generous offer to respond to the is- 
sues on warehousing agents. However, 
because my activity has been confined 
to Philadelphia and its environs in 
New Jersey, Pennsylvania, and Dela- 
ware, I concede that I am qualified 
to speak only for that territory, for 
while there are certain common de- 
nominators which are inherent and 
universally applicable to the industry, 
I feel that certain nuances must pre- 
vail in different parts of the country. 

On my entry into the business in 
1947, we operated solely from an of- 
fice; all material which we sold was 
shipped from the factories which we 
represented because — our economy 
then being in a war-to-peace transi- 
tion—the problem was in getting 
enough material to fill the orders 
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without trying to fill a warehouse. As 
the economic gears shifted into peace- 
time operations, competition returned 
with its accent on “price-and-deliv- 
ery.” Although we were reluctant to 
do so (I believe that any agent with- 
out having to take an ounce of truth 
serum would frankly admit that he 
would rather operate his business 
without a warehouse), competition 
forced us into warehousing to “keep 
up with the Jones’s.” 

The Korean War brought another 
interlude of scarcity; we all recall too 
well the high prices and delivery de- 
mands of those years, the aftermath 
of which brought another adjustment 
period. But during all of this time, 
lest we forget, that insidious vampire, 
inflation, was draining “blood” from 
us all. Not only the new wholesalers 
with limited capital, but also the old, 
established houses (though they often 
decried the newcomers patronizing 
warehouse stocks) resorted to ware- 
house addiction themselves to stretch 
their capital as far as possible. Thus, 
your comment that “there is too of- 
ten a tendency among distributors 
to preach one thing and practice 
another,” is particularly noteworthy 
and pertinent. The malpractices 
among agents of breaking cartons, of 
cutting wire, and of selling lines pro- 
miscuously have also helped to create 
a stigma on agents’ warehouses to 
the point where they have become a 
“plague on both our houses.” 

Despite this degeneration of ware- 
housing which might be associated 
with the general moral decline in so- 
ciety, which has been so much dis- 
cussed lately, I still feel that with 
proper policing and policies, ware- 
housing definitely has a_ legitimate 
function in servicing loyal and legiti- 
mate distributors of a line. Just as the 
culpability for the conditions cannot 
be placed on any one group of per- 
sons or causes, so the cure must be 
effected by the concerted efforts of 
manufacturers, their agents and the 
jobbers themselves. 


High costs of material, labor and 
transportation, plus the innumerable 
costly items in a jobber’s inventory, 
not only vindicate agents’ stocks but 
also necessitate them where they serve 
as an adjunct to a legitimate distribu- 
tor’s stock. Insofar as possible, an 
agent’s stock should be a supplemen- 
tary stock of mostly odd and expen- 
sive items in a line to accommodate 
bona fide distributors when they need 
such items so that they can be com- 
petitive with price and delivery. 

Again, to borrow an excerpt from 
your article, “the wholesale distribu- 
tor performs many important func- 
tions, but maintaining a stock of goods 
is the most important.” This is the 
crux of the whole matter, and the 
sooner that the industry determines to 
put its house in order by abiding by 
that principle, the sooner the industry 
will return to a wholesome perspec- 
tive. Whether we like it or not, I be- 
lieve that keen competition and high 
costs of operation are going to en- 
force selective distributorships and a 
much more ethical use of agents’ 
warehouses during this decade. The 
pendulum is swinging the other way. 

FRANK MEYER II 
PARTNER 
HARRY G. ANSCHUETZ 
PHILADELPHIA, PA. 


Not Stocking Enough? 


Dear Sirs: 

In response to your editorial invi- 
tation relative to warehousing agents, 
I would like to submit my comments. 

I feel you have almost answered 
your own question in your statement 
that the “electrical wholesaler too 
often has a tendency to preach one 
thing and practice another.” 

I feel all agents recognize the fi- 
nancial and warehousing problems 
faced by the wholesaler, but if he is 
to perform his normal function these 
should be run-of-the-mill insofar as 
his stock and service are concerned. 
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I believe most of us do not care to 
warehouse as it is costly and offers 
too many problems not relative to the 
normal functioning of the manufac- 
turers’ agent. We are forced, how- 
ever, to do this warehousing because 
of the reluctance on the part of the 
wholesaler to adequately stock our 
products. 

A major problem not to be over- 
looked is that of freight charges. 
The manufacturer prepays or allows 
freight and the high cost of these 
charges may decide if he can sell in 
a distant market or not. 

This can be alleviated by shipping 
in large quantities by car or at a 
much lower freight rate by ship, 
rather than in smaller quantities to 
the jobber. This is done in most cases, 
the jobber paying a small handling 
charge when picking up at the agent’s 
warehouse. 

Time and again we experience the 
problem of a stocking jobber with his 
stocks at a fairly high level finding 
himself faced with an order for one 
item on which he has had a run. He 
cannot make up enough weight to get 
it prepaid without overstocking for 
his normal turnover. 

This often happens when the job- 
ber’s customer “needed it yesterday,” 
and in order to service his stocking 
jobber, the agent releases it from his 
warehouse. 

Sincere thanks for your interest in 
this problem. 

LYNNE STANLEY 
STANLEY SALES CORP. 
SAN FRANCISCO, CALIF. 


Focus on What’s Good 
Dear Sirs: 

So many articles have been written 
and speeches made about what is 
wrong with the electrical industry, one 
might believe he is in this business 
due to falling-in with evil companions 
in his youth. 

There are continual harangues on 
the price cutters, the design copiers, 
the makers and sellers of shoddy ma- 
terial, the distributors who don’t know 
their costs from third base (or what- 
ever it is people usually don’t know 
from third base), the customers who 
buy only on price, the contractors 
who cheapen the job, and on and on 
until it would seem nothing as evil as 
our business could exist—except under 
a rock. 

I have been in the electrical indus- 
try for 37 years and do not believe it 
is a Draculian monster. Certainly, 
there are fakers among us, just as 
there are fakers in every business. 
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But you don’t judge an entire indus- 
try, organization or even a govern- 
ment by the stupid within the group 
—if you did, the Congressional build- 
ing in Washington would have to be 
renamed the Hall of Idiocy. 

There are many manufacturers of 
quality material, and there are scores 
of distributors who sell (not just take 
orders for), contractors who sell and 
install, customers who purchase this 
quality material. These manufacturers 
respect the system of distribution, 
more than do some distributors who 
are critical of those who sell directly 
to the contractors and customers and 
who will purchase their material from 
the “direct sellers” when expediency, 
the excuse of the dishonest, so directs. 
The “poor policy” manufacturers are 
in the minority and will continue to 
be, as there has never been a time 
when an honest product, honestly 
sold, didn’t out-sell and out-live those 
of the manufacturers of poor prod- 
ucts, poorly sold. Certainly, those 
“P P” people are a blot on the es- 
cutcheon of the industry, but you 
don’t judge a whole summer by one 
rainy day. 

There are many complaints about 
the distributors who “carry every line 
but stock none,” but these complaints 
are most frequently made by those 
who sell every distributor. A manu- 
facturer cannot expect any distributor 
to stock and promote his line if every 
other distributor can capitalize on the 
efforts of the “stocking” distributor. 
Again, both of these types are in the 
minority, and I have found that most 
distributors will cooperate to the full- 
est with the manufacturers who will 
cooperate with them—only the unrea- 
sonable would ask for any more than 
that. 

The distributor is a necessary ally 
of the manufacturer and not, in any 
way, the leech on the industry some 
people accuse him of being. However, 
if the manufacturer expects the dis- 
tributor to handle his line on a five 
percent basis, the manufacturer, not 
the distributor, is the leech because he 
is living on the losses of another. 
There are hundreds of good distribu- 
tors, and the cure for the few bad 
ones is for good manufacturers to 
avoid them—it is as simple as that. I 
have practiced this policy for years 
and, as with everything else, if I can 
do it, so can anybody. So, let’s quit 
picking on the distributor; he’s a pret- 
ty good fellow in my book and it is 
time we stressed his good points which 
far outnumber his bad ones. 

I also know more good contractors 





EW welcomes expressions of opin- 
ion from readers. Address all cor- 
respondence to: The Editor, ELEC- 
TRICAL WHOLESALING, 330 
W. 42nd St., New York 36, N. Y. 








than bad ones; so do you, if you will 
be honest about it. Let’s quit griping 
about the contractor who chisels the 
distributor for every last dime, does 
shoddy work, buys cheap material— 
the architects, engineers and owners 
will catch up with him, and he will 
either be out of business or be doing 
only the kind of work really reputable 
people do not want their products 
sold in, to, or for! But, don’t expect 
the good contractor to cooperate with 
you if you are going to finance his 
competitors by credit concessions but 
expect him to discount his bills. Too 
many jobs are lost by good contrac- 
tors due to somebody giving a break 
to a contractor who, aciually, had no 
business bidding the job. 

It is not the distributor’s function 
to be in the finance business and, al- 
though I am a firm believer in help- 
ing anybody and everybody I can, 
there is never any basis for helping 
any person at the expense of your 
friends—and the good contractors are 
your friends. If they were not, good 
manufacturers and good distributors 
would starve to death. So, focus your 
articles and your speeches on the good 
contractors; the bad ones are like an 
ache in your joints—the more you 
talk about it, the more it hurts! 

Now let us consider the ultimate 
consumer—the man who really bears 
the brunt of all the misdeeds of the 
wicked. Some people are always mak- 
ing remarks about some customer 
who “looks for the cheapest material 
at the cheapest price.” There aren't 
very many of these customers and 
those few there are were probably 
educated to their point of view by 
those who continually offer “some- 
thing just as good for less money” of 
which there is not, never was and 
never will be any such thing. Most 
consumers are fully aware of quality 
and know such material cannot be 
sold at shoddy material prices. 

The purchasing agents do not ex- 
pect you to do business at a loss, but 
if you quote them at give-away prices, 
you cannot expect them to say; “You 
aren’t making very much on this or- 
der, here’s a couple of extra dollars.” 
The P.A. also knows that those who 
give him the cheapest prices also 
give him the worst service. He is will- 

Continued on next page 
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ing to pay for service but you be sure 
he gets it. Customers have been made 
wary by those whose policies include 
caveat emptor and high pressure—the 


RAWLINSON ENDORSES TORK’s first is the excuse of a swindler, the 


second ignores the personal dignity of 


SELECTIVE DISTRIBUTION the individual; there is no place in 


this or any industry for those who 
POLICY | practice either or both of these poli- 
cies and the few bad cutomers are, 
very likely, good customers who were 

| spoiled by the fakers. 

As with all other factors of our 
industry, there are more good custo- 
mers than bad ones. So, see to it your 
attention is focused on the former; 
the latter will soon learn he has much 
to gain by joining the clan. 

As an incurable optimist (reputedly 
a pessimist with his brains knocked 
out), I believe we should do more 
pointing with pride and less viewing 
with alarm. Certainly, evil does not 
disappear by the mere ignoring of it 
but it is not cured by continual em- 
phasis. The way to make a delinquent 
is to keep telling him he is a delin- 
quent he finally believes you and 
tries to live up to your opinion. If 
we continue stressing the delinquencies 
of the electrical industry, it will be- 
come the shambles the scandal mon- 
gers claim it is—and we will deserve 


Percy Rawlinson (right) likes the inquiries and sales leads given him by TORK : : 
it unless we make some effort to ac- 


Sales Representative Paul Matthews. Providing local leads and national pro- 
motion are all part of TORK’s backing for its selective distributors. centuate the positive, eliminate the 
negative from our talks and articles. 





“I’m all for selective distribution” said Mr. Rawlinson, leading Dallas, There may be some who read this 
Texas, electrical distributor. ““And”, he continued, “I’m all for TORK’s | (if anybody does read it) who will 


policy of selective distribution. It pays off for me.’ say: “The person who wrote this is a 


“TORK and I feel that honest and correct relationships with legitimate Pollyanna and does not know the 
distributors are the only way for a manufacturer to do business. It’s facts of life.” I am a manufacturers’ 
made for a closer relationship, in both investment and promotion, be- | agent who has had his share of fast 
tween myself, the distributor, and TORK, the manufacturer. For ex- | deals, sharp practices, throat cutting, 
ample, when my salesmen promote the line, I know they’re not wasting | etc., by manufacturers I have repre- 
their time — for we're protected by TORK.” | sented, competitors, distributors, con- 
Paul Matthews added: “TORK isn’t interested in diluted distribution. tractors and customers. The gripers 
And, we work closely with and for our distributors. Non-stocking dis- | might even say I have had more than 
tributors, who must bid on TORK specs, are referred to Rawlinson. | my share. But I have had far more 
Leads and inquiries, developed by TORK’s national advertising and | good experiences with those of a high 
promotion, are turned over to Rawlinson Electric Supply — as with level of integrity. intelligence and in- 
all our distributors.” tentions than I have had wrong ex- 
“The TORK line and selective distribution is truly a ‘profit package’, periences with the sharpies, and I be- 
Mr. Rawlinson concluded. The true completeness of the TORK line lieve anybody but the sharpies can 
makes for better customer service. We get the benefit of TORK’s good sav the same for this electrical indus- 
profit line ... plus protection by the manufacturer ... plus support ; 
by the manufacturer — and we at Rawlinson wind up with an unbeat- 
able combination as TORK’s stocking distributors.” 





try, if they will be sincere about it 
This is a rainy Sunday and this earth 
would be a sorry thing if all Sundays 
were condemned because of one fifty- 
second of the whole. 

The only thing really wrong about 
the electrical industry are those who 
@ SELECTIVE DISTRIBUTION see only the wrong within it. Even 
@ BETTER CUSTOMER SERVICE the worst of us has some value—if 
@ WIDELY SPECIFIED only for the purpose of serving as an 


@ TRUE COMPLETENESS OF LINE example of what not to be. But, if 


my estimate of the industry is in error 
—it is going to take me more than 
these 37 years to find it out and it’s 


TIME CONTROLS, Inc. ae , al 
| 2) a Kk getting a bit late to learn 
MOUNT VERNON, NEW YORK PauL E. BOWERS 


MANUFACTURERS AGENT 


in Canada: Dominion Electric Manufacturing Co. Ltd., Toronto BUFFALO, N.Y. 
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TYPE SAHD 
Heavy Duty 

30 to 1200 amps., 
240-v.—600-v. AC 
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Levers in Kamklamp Fuse Holders grip knife-blade ters 


Ss minals between vise-like case hardened steel 


ile terminals under tightly drawn steel be 


TYPE SCSD 
Standard Duty 

30 to 200 amps; Kamklamp Fuse Holders—exc/usive in Frank Adam 
240-v.—600-v. AC Switches—lock cartridge fuse terminal immovably in 
position, and provide tight, flexible connections under 
constant tension that will not become loose and heat up. 
Overloads cause heat and expansion, then subsequent 
cooling and contraction, which loosens ordinary con- 
tacts making them flash and burn. Kamklamp Fuse 
Holders help eliminate this major cause of trouble. 


Another Frank Adam exclusive is the rugged Shutibrak® 
switch mechanism that won't arc or pit. Pre-shipment 
testing under loads twice the rated voltage plus 1000 
volts—front handle operation that permits space-saving 
side-by-side installation—one piece molded pole units— 
these are only a few of the features that make Frank Adam 
Safety Switches the industry's best buy. Write for catalog. 


RANK INCE 1891 
DAM ELECTRIC COMPANY 


BO 





t + pane/lboards + switchboard 


safety switches + load center 





TIMES and TRENDS 





“The Worst Ever’ 


The best argument today against direct selling by manufacturers is the credit 
and collection problems with which distributors are wrestling. In the judgment 
of some long in the wholesale business, the current situation can be summed up 
simply and succinctly: “the worst ever.” 

This statement is suggestive of crisis, and in view of the crisis-ridden headlines 
we read in our newspapers every day, perhaps such an appraisal of a phase of 
our industry should be avoided. Yet we cannot help but view with alarm the 
present credit and collections situation, as reported by distributors across the 
country, because it is alarming (page 43). 

As every distributor knows, the solution is quite simple—though possibly one 
that is easier to state than to effect: get tough, or at least be firm. 


Pinpointing Electronic Buyers 


Industrial electronics has reached the stage of market development and demand 
where it is ready for wholesale distribution. But nothing much has happened so 
far in the way of cutting wholesale channels of distribution. For distributors— 
many kinds—it is literally a market that is up for grabs. 

Things are beginning to stir in several channels. Some electronic parts whole- 
salers presently serving the dealer trade are reshaping their organizations to serve 
what is a new type of customer for them—the industrial. Some appliance and 
television distributors are sensing a new opportunity. Some industrial distributors, 
no doubt, are considering the possibilities, too. And who knows—perhaps even a 
plumbing wholesaler or two is studying the industrial electronics field. 

The wholesale channel best fitted to handle industrial electronics is the electrical 
A&sS distributor. This fact is being increasingly recognized. 

To assist electrical distributors in determining and exploiting their own electronic 
market potential, ELECTRICAL WHOLESALING has prepared a special survey form 
for their use (see fold-out—page 70). Why not try it out? 


Policing for Warehouses? 


Amid the heat and smoke created by the recent raising of the issue of agents’ 
warehouses and stocks, some new shafts of light are beginning to shine through. 
A number of agents, notably Duke Imholt in the July issue (page 48) and Frank 
Meyer in this issue (Letters—page 6), have presented points that are drawn from 
practice rather than theory, fact rather than fancy, logic rather than emotion. This 
has not been true of all the rebuttals we have read or heard about. 

In part, Agent Meyer writes: “. . . Despite the degeneration of warehousing . . . 
I still feel that with proper policing and policies, warehousing definitely has a 
legitimate function in servicing loyal and legitimate distributors of a line. Just as 
the culpability for the conditions cannot be placed on any one group of persons 
or causes, so the cure must be effected by the concerted efforts of manufacturers, 
their agents and the jobbers themselves. High costs of material, labor and trans- 
portation, plus the innumerable costly items in a jobber’s inventory, not only 
vindicate agents’ stocks but also necessitate them where they serve as an adjunct 
to a legitimate distributor’s stock. Insofar as possible, an agent’s stock should be 
a supplementary stock of mostly odd and expensive items in a line to accommodate 
bona fide distributors when they need such items so they can be competitive with 
price and delivery... .” 

While local warehousing, in our view, is a function that is pre-eminently if not 
completely the province of the wholesale distributor, we must admit-—in terms of 
the conditions that exist and apparently will continue to exist—this proposal for 
a “cure” rates consideration. Among the ingredients for such a cure, Mr. Meyer 
suggests, are “proper policing and policies.” 

Just what should these be? We're open to suggestions—for publication. 
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MAKES SUPER 


Twist-Lock | 


WIRING DEVICES 


cat. NO. 3323 
SUPER TWIST-LOCK 
ARMORED BODY 


20 AMPERES, 250 VOLTS, AC OR DC 


10 AMPERES, 600 VOLTS, AC ONLY 


Super Twist-Lock devices 
are smaller, more compact 
and lighter in weight than 
regular Twist-Lock units. 
On the surface they look 
very much like their con- 
ventional brothers but ac- 
tually they incorporate 
important construction fea- 
tures that place them in a 
class by themselves. Both 
the cap and connector body 
feature screwless pressure 
grip terminals which sim- 
plify and speed wiring and 
a revolutionary 2-piece 
dead front construction 
that seals out dust, dirt, 
lint, metal chips, etc. Ter- 
minals are pressure locked 
between the two independ- 


poaicsd 


cat. No. 3321 


SUPER TWIST-LOCK 

ARMORED CAP 

20 AMPERES, 250 VOLTS, AC OR DC 
10 AMPERES, 600 VOLTS, AC ONLY 


ent sections so that all wir- 
ing is completely enclosed 

. the ultimate in wiring 
safety and security. 


All units in the Super 
Twist-Lock line can be 
interchanged with regular 
Twist-Lock connectors of 
equal rating. This is most 
advantageous in industrial 
plants where regular Twist- 
Lock devices are now in- 
stalled on machine tools or 
other equipment. 


For complete informa- 
tion on Hubbell Twist-Lock 
devices, see Hubbell Cata- 
log #29 or check Sweet’s 
File 3lb/ Hu. 


HARVEY 


INCORPORATED 


BRIDGEPORT 2, CONNECTICUT 


in Canada: 
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Scarborough, Ontario 
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engineering 
news 


HARVEY HUBBELL, INCORPORATED 


Engineering Department 


Super Twist-Lock incorporates many 
advantages that contribute to sub- 
stantial savings in installation time 
and effort. Tests also prove that it is 
the safest, most rugged unit of its 
type ever produced. 


Improved Cord 


rips 
PROVIDE PULL-PROOF, 
PRESSURE-GRIP 

ON CABLE 


Convenient Knurled 


Strip Gage 
SPEEDS WIRING. 


Cap Shell 


Keyed 

DIFFERENTLY FROM 
CONNECTOR BODY 
SHELL TO POSITIVELY 
PREVENT 
INTERCHANGE 


ENGINEERED TO 
MAINTAIN POLARITY 


Broad Pressure 
Pilate Contacts 


Completely Dead 
Front 

WITH NO EXPOSED 
WIRE ENDS TO COVER 
WITH FIBRE DISC 


(DUST PROOF—DIRT 
PROOF, ETC.) 


Greater Blade 
Rigidity 


ALWAYS IN 
ALIGNMENT, THUS 
MAINTAINING BETTER 
ELECTRICAL CONTACT 


Positive Polarity 
Captive Holding 
Screws 


CAN'T FALL our 
LOCKWASHERS 
PREVENT LOOSENING 


Heavy-Duty 
Bakelite 

RESISTS VIBRATION 
AND ROUGH USAGE 


Key Slots 

IN BAKELITE 
ASSURES PERFECT 
ALIGNMENT OF 
SPRINGS WITH SLOTS 
IN FACE. BLADES IN 
CAP FIT PERFECTLY 
AT ALL TIMES 


Screwless Pressure 
Terminals 
SIMPLIFY WIRING 
AND PERMIT 
GREATER WIRING 
UNIFORMITY 


Connector Body 


Shell 

KEYED TO PREVENT 
INTERCHANGE 
WITH CAP 


~ Stee! 
AE INNER 
CONSTRUCTION 


Twist-Lock is a registered trademark of Harvey Hubbell, Incorporsted, 








TOP OF THE NEWS... and its significance to you 





G.E. W Top Officers 
Named in Philadelphia 


Minnesota Mining 
Charged By FTC 


Price Stability 
Being Sought 
in Housewares 


Not One, But Six 


Steel Output 
May Rise 


GE Negotiates with IUEW 


Gas Attack 





Like an old-time movie serial with a new thriller each week, the 
government's investigation of the electrical industry continues to 
produce developments loaded with sensation. For example: in an- 
swering the request of Westinghouse and General Electric for de- 
tails in the power switchgear indictment, the government submitted 
a bill of particulars charging that all directors of both companies— 
including G.E.’s Chairman Ralph J. Cordiner and President Robert 
Paxton and Westinghouse’s Chairman Gwilym A. Price and Presi- 
dent Mark W. Cresap, Jr.—had “authorized, ordered or did” the 
alleged acts of conspiracy. In another development, I-T-E Circuit 
Breaker Co., which earlier had pleaded guilty to an indictment in- 
volving power switchgear, took advantage of a substitute indictment to 
change to a not guilty plea. This left Allis-Chalmers Mfg. Co. stand- 
ing alone in pleading guilty to price-rigging charges. 


The busy axe of the Federal Trade Commission has swung at the 
Minnesota Mining & Manufacturing Co. with the charge that the 
firm is now in a position to manipulate prices as the result of its 
acquisition of Prehler Electrical Insulation Co. of Chicago, and In- 
sulation and Wires Inc., Fort Wayne, Ind. (for more details, see page 
116). In another recent FTC charge, the commission has started an 
anti-merger case challenging Kaiser Steel Corp.’s 1958 acquisition 
of 45% of the voting stock of Allison Steel Manufacturing Co. 


Efforts are being made to determine the feasibility of the proposed 
Madden Quality Stabilization Bill on the wholesale level. The pro- 
posed legislation is supported by major electric housewares manu- 
facturers and provides: the prohibition of bait-switch merchandising 
tactics, the prohibition of any product misrepresentation, the right 
of manufacturers to set specific retail prices, both minimum and 
maximum, and correction of retail violations by the deprivation of 
the brand name. 


Six meetings in one—is the agenda of the Second Annual NAED 
Eastern Region meeting, at Atlantic City, N.J., August 21-24. 
Under the theme: “Operation Management,” NAED easterners and 
manufacturer guests will participate in six separate Workshop Ses- 
sions On six separate phases of electrical distributor management. 
The sessions will be small-group discussion periods of an hour-and- 
a half each, designed as “idea swapping sessions.” For the entire 
program see page 106, 


Steel output, presently at around 50%, is expected to increase but 
not before September. Hopes are depending on the demand of the 
auto makers for the start of the 1961 model production. 


The General Electric Company has begun formal talks with the 
International Union of Electrical Workers on negotiations for a new 
contract. The current five-year pact expires October 1. The com- 
pany’s major appliance division has announced it will lay off 900 
additional workers this month “in an effort to balance inventories.” 


“Flameless” is the word the Edison Electric Institute has adopted 
for the “Live Better Electrically” program. The program’s promo- 
tion will emphasize the “flameless” factor of electricity to stem gas 
competition. 
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Another seecteste Exclusive... Two Circuit Souchette’ 
DIM...MEDIUM...BRIGHT ILLUMINATION 
...at the Touch of a Button 
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U.S. Pat. Nos. 2,820,113 2,928,920 2,933,579 Can. Pat. No. 588,449 Other Patents Pend. 


WILL CONTROL THREE-LITE LAMPS 
FROM CONVENIENT WALL SWITCH 


New Touchette ends the groping or stretching 
now in evidence with 3-lite fixtures. Touchette 
affords the welcome convenience of switching 
from an easy-to-see, easy-to-use standard loca- 
tion wall box. And, unlike rheostat-type 
switches, only the useable wattage is consumed. 
Perfect for dining room fixtures, ceiling fixtures 
and window displays. 


Sold only through electrical wholesalers. 
Or for further information and prices, 
write Rodale direct. 
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Cat. No. 


WILL CONTROL 2 SEPARATE BANKS OF 
LIGHTS ON TWO SEPARATE CIRCUITS 


Excellent for illuminated ceilings as well as many 
other commercial and industrial installations, 
Touchette two circuit wall switching will control 
alternate banks of lights . . . Switch will carry 
1800 Watts at 120 Volts and 4100 Watts at 277 
Volts. Convenience and economy are afforded 

. . in addition to requiring just half as many 
switches, at least 25% of initial wiring is saved. 


manufacturing co., inc. 
odale re dept.EW8 emmaus, pa. 








NEW PRODUCTS 





Transformers 


Said to be smaller and lighter than 
conventional types 
New type electrical transformer is 
said to be smaller and lighter than 
standard models with identical oper- 
ating characteristics. Unit, called 
“Flexi-Core,” ranges from 2% to 30% 
smaller and lighter. Suitable for small 


Heat Panel 


For commercial and industrial ap- 
plications 
Type QRP, panels are equipped with 
quartz tube elements. Designed to 
provide long terminal and _ resistor 
life and maximum serviceability from 
quartz heat source. Dimensions, 1-ft 
x 4-ft. Four and 6 kilowatt panels 
available for 208- and 240-v, while 
240-v elements may be connected in 
series for operation on 480-v. For 
large radiation areas, type QRP panels 
may be mounted horizontally at any 
angle, end to end, and edge to edge 
on '2-in conduit stems. Each unit 
equipped with steel grille. Heat loss 
through panel is inhibited by insulation 
between reflector and panel back. e 
Infrared Div., Edwin L. Wiegand Co., 
Pittsburgh, Pa. 


Conduit Wrenches 


Two new types introduced for use 
in tight quarters 


Two models, No. C-14, handles up to 
2-in pipe and fittings; No. C-18 up 
to 2'2-in pipe and fittings. Wrenches 
feature fast, ratchet-like action in 
either direction and from either side. 
Chain gives tight grip without crush- 
ing on all round, square or irregular 
shapes. Tempered steel link chain has 
large finger ring for fast adjustment. 
e The Ridge Tool Co., Elyria, Ohio. 
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distribution systems and other indus- 
try applications. Weight 18.2-lbs. Size, 
4¥%-in x S5¥%-in. x 6%-in. Output 
power, 1,000-w. Heart of unit is form- 
ed core that consists of nests of lami- 
nations, or layers, of fabricated steel 
strips from a continuous roll. ¢ Syl- 
vania Electric Products Inc., Ipswich, 
Mass. 


Time Switch 


Seven day unit has 55-amp ca- 
pacity 
Switches equipped to handle heaviest 
lighting loads, and, with reserve 
power, assure automatic control on 
schedule in event of power failure, 
maker says. 55-amp capacity per pole 
is said to eliminate need for contac- 
tors on many installations. Individual 
On-Off lighting schedules for each day 
of week can be set on 7-day dial. 
Units may be ordered without case 
but with bracket, or in flush enclosure, 
for panel-board or recessed wall 
mounting. e Tork Time Controls, Inc., 
Mount Vernon, N.Y. 


Direct drive attic fan has quiet 
operating features 
New 30-in direct drive attic fan elim- 
inates all belts and pulleys through use 
of %4-hp permanent split capacitor 
8-pole motor. Designed to operate 
smoothly at 835-rpm. Features in- 
clude: full venturi to improve static 
pressure performance; protective 
baked enamel finish; sturdy steel 
blades; and extra-large junction box 
for fast, easy wiring. Ceiling shutters 
that open and close automatically 
with operation of fan are also avail- 
able. ¢ Emerson Electric Mfg. Co., 
St. Louis, Mo. 


Starter 


Size 00 magnetic starter is avail- 
able in small size 
5% -in wide x 7-in high x 4*4s6-in deep. 
Designed for use with polyphase and 
single phase motors, and available as 
open type or in NEMA Type | en- 
closure. Cover control offered con- 
sists of “reset” only; “start, stop-reset” 
and three position selector switch. 
Choice of 2 or 3-coil adjustable over- 
load relays. e Cutler-Hammer, Inc., 
Milwaukee, Wis. 


Ceiling Heaters 
Two new units install like fixtures 

Bathroom ceiling radiant heaters in- 
stall like fixtures—flush mounted to 
ceiling—to 3-in or 4-in junction boxes. 
Available in two units—models 294 
and 295 in 1,000 and 1,250-w, 120-v; 
model 298 in 660-w, 120-v. Models 
294 and 295 are 10-in wide x 4%-in 
deep. 298 is 10-in wide and 5%-in 
from ceiling. ¢ Markel Flectric Prod- 
ucts, Inc., and La Salle Products, Inc., 
Buffalo, N.Y. 


Touch Switch 


New 15-amp, 120-277-v ac unit is 
l-in in depth 
Touch switch can be installed in any 
position and will provide non-stalling 
action from any angle. Unit has 
heavy silver contact points, and is 
side-wired for convenience. Has large 
brass terminal screws which accom- 
modate up to No. 10 conductors. 
Interchangeable with any standard 
switch and wall plate. e Leviton Mfg. 
Co., Brooklyn, N.Y. 
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The men who really know... know Efcor 


Meet Bill Reynolds, a man with his head in the clouds and his feet planted firmly on the ground. 
Electrical General Foreman for Fischbach & Moore Inc. and L. K. Comstock & Co., a joint venture, 
Bill has over 33 years of skyscraper construction experience behind him. Ask Bill about electrical 
fittings and boxes and he’l] tell you he’s always glad to hear that Efcor’s on the job. That’s his 
assurance of products manufactured with the engineering, the quality and the features that mean 
greater efficiency and a better job done for Bill and his men. Like Bill Reynolds, all across the 
country you'll find the men who really know . . . know EFCOR. 


ELECTRICAL FITTINGS CORPORATION - WOODSIDE 77, N.Y. 








NEW PRODUCTS 





me 
Infra-red Heaters 


Two new plug-in 
models introduced 


One unit, 450-w (model 30911-121) 
is for areas up to 30 square feet, and 
second unit is 800-w version (model 
30910-121) for areas up to 50-sq ft. 
Special tip-over switch prevents heat- 
ers from operating in any position 
except wall-mounted way. Automat- 
ically turns current off if it should fall 
from wall, maker says. e Hanovia 
Lamp Div., Englehard Hanovia, Inc., 
Newark, N. J. 


wall-mounted 


Starter Housing 


All-aluminum unit for use with size 
0 and size | starters 


Housing for magnetic motor starters, 
GMSM series, can be used in both 
hazardous and non-hazardous loca- 
tions and is adaptable to custom hub 
arrangements. Units are furnished 
with front operation for start-stop 
and reset buttons, or with reset button 
only. Nameplate permanently attached 
to assembly gives complete data. e 
Killark Electric Mfg. Co., St. Louis, 
Mo. 


Push Button 


Push button is lighted and has 
"“turn-to-test" feature 


New “turn-to-test” lighted push but- 
ton saves panel space, installation 
time, and reduces total control costs 
by combining push button and pilot 
light in single unit, maker says. But- 
ton provides test to determine if lamp 
is burned out. Before pushing button 
to start motor or other equipment, 
button is given half turn. This ener- 
gizes lamp circuit without affecting 
control circuit and shows whether or 
not lamp lights. Unit has heavy duty 
contacts. @ Arrow-Hart & Hegeman 
Electric Co., Hartford, Conn. 
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Duct System 


Two new underfloor distribution 
systems introduced 
Units made of 14 gauge steel are in 
2 sizes; No. 3, 1%-in deep x 3-in 
wide; No. 6, 1'2-in deep x 6'%-in 
wide. Both ducts manufactured in 10- 
ft lengths with 2-in pipe size threaded 
outlets spaced every 24-in. Zamac 
outlets are l-in high and capped to 
prevent moisture and concrete from 
seeping into duct. Outlets of special 
heights available. Complete line of 
junction box units and component as- 
sembly parts is included. e Wheat- 
land Electric Products Co., Pittsburgh, 
Pa. 


Receptacle 


Duplex dead-end type designed for 
flush wall mounting 


Unit has dead-end contact feature, 
which confines arcing within the plug 
combustion chamber of the receptacle. 
Dual protection is provided by elim- 
inating any live contacts exposed to 
hazardous area atmospheres, Type 
“CPSH” units are sealed and have 
temporary steel cover fastened to 
housing to protect them from dirt 
and foreign substances. Three 
threaded %4-in hubs are cast into 
heavy malleable iron Unilet body; two 
on top and one on bottom. Each unit 
has 2-wire, 3-pole circuit for single 
phase, 20-amps, |-hp, 115-v or 230-v, 
and 60 cycle ac. e Appleton Elec- 
tric Co., Chicago, Ill. 


Fixture 


New unit features low brightness 
readings 
Called “Chelsea,” plastic enclosed unit 
measures nearly 13-in wide. Comes 
equipped with either acrylic or poly- 
styrene shielding. Available in 2, 3 
and 4-light units. May be surface- 
mounted with top reflectors, or pend- 
ant-mounted with a high percentage 
of uplighting. e Smithcraft Lighting, 
Chelsea, Mass. 


Ballast 


Unit is two lamp 1500 ma rapid 
start type 
Unit, No. 930-X, is for use with any 
two PG, SHO, or T10J rapid start 
lamps in 72-in and 96-in lengths on 
120-v, 60 cycle lines. Features include 
starting down to a low ambient tem- 
perature of -—20-deg F for both 
72-in and 96-in lamps. e Universal 
Mfg. Corp., Paterson, N.J. 
ead 
Fixtures 

Three new units feature compact 


styling 

Units designed to conform to low- 
ceilings due to trim and shallow pro- 
file. Specifications call for combina- 
tion of 18 and 20 gauge construction. 
Shieldings offered include “poly-blok” 
louvers and color-stable polystyrene 
in smooth opal or clear prismatic 
wrap-around. Series supplied in 2- 
lamp, 40-w, rapid start; 4-lamp, 8-ft 
tandem RS or 2-lamp, 8-ft slimline 
models. Available with or without top 
plate. e Keystone Electric Mfg. Co., 
Philadelphia, Pa. 


Dimmer 


First of a series of four controls 
now available 


Electronic budget dimmer, No. P 
8762, suitable for any residential use. 
Unit has 3 positions, “Hi”, “Mood” 
and “Off’. For incandescent fixtures 
and lamps only, 300-w capacity. Dim- 
mer replaces standard wall switch 
without changing wiring or wall plate. 
e Progress Mfg. Co., Philadelphia, Pa. 


Beam Clamp 


Design for heavy piping, conduits 
and hanger irons 


Clamp mounts flush against channel 
and is said to keep conduit running 
straight. Unit also provides hidden 
method of holding conduits, pipes and 
cable above false ceilings. Features 
case-hardened, slotted, cup-pointed 
screw, which is said, makes installation 
faster and easier. e The Paine Co., 
Addison, Iil. 
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BOSS... COMPLETE LINE OF ELECTRICAL ENCLOSURES — 
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NEMA Type 12 Single Door 
NEMA Type 12 Double Door 


“The Line of Least Resistance”’ 


From NEMA Type 12 and J.I.C. Enclosures 
i for critical atmospheric conditions, through 
all types of Wireway and Fittings . . . 
stock or “specials” . . . BOSS offers you 
excellent quality and prompt delivery. 


The complete BOSS line is job-engineered 
for quick, easy installation. Enclosures are 
code gauge steel with smooth corners and 
firm, but easy knockouts. All are UL ap- 


Oil Tight Console 


proved. Durable gray baked enamel finish. 


Immediate delivery on stock items from 
central location. Sell BOSS for increased 
profits. Write for Catalog on the complete 
line of BOSS Electrical Enclosures. 


Sold thru leading distributors everywhere. 





Type “A’’ Box Screw Cover Pull Box Transformer Cabinet 
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nn a my | r the 

Ab, e . ee Ye 


1.1.C. langed Mage Cover Complete Line of Fittings 
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Flanged Hinge Cover 


THE HUENEFELD CO. 


2701 SPRING GROVE AVE. 





NEMA Type 1 a 





Heavy Duty Unit Enclosures 


ALC. Wiring Box 
and Panel 


Telephone Cabinet 


Flangeless Hinged Cover Lay-In 


J* a ; .——_ 


Flangeless Screw Cover 


ENGINEERED PRODUCTS DIVISION 


CINCINNATI 25, OHIO 


NEW PRODUCTS 





Space Heaters 


Ceiling-mounted heaters for use in 
bathroom and kitchen 


Units available in 3 different models 
—heater only, combination heater 
and light unit, and combination heat- 
er-light-fan. Indicator light glows 
when heater is operating, and built-in 
thermal protection device prevents 
unit from overheating. In combina- 
tion units, special wall switch provides 
separate controls for heater, lights, 
and fan. Heaters (combination mod- 
els) have capacity of 1,200-w. Model 
with heater alone rated 1,000-w. Two 
60-w lamps are included in combina- 
tion units, and 3-way heater has fan 
capable of moving 175-cubic ft of air 
a minute. e Westinghouse Electric 
Corp., Staunton, Va. 


Miniaturized Motor 


Designed for so where 


space is prime consideration 


Miniaturized motor designed to allow 
direction of rotation to be established 
by electrical control alone. Desig- 
nated as 42100 series commercial 
60-cycle ac timing motor. Length of 
motor is %-in. Available from 6 to 
230-v at 20-ma maximum. Unit’s 
rotor speed is 300-rpm with output 
speeds of 300-rpm to \%-rph. e A. W. 
Haydon Co., Waterbury, Conn. 


Fitting 

New type connects copper, plastic, 
or aluminum tubing 
New “Fast-Tite” fittings, according to 
manufacturer, makes connections 
without usual clamps required with 
an insert-type fitting, or flaring, bell- 
ing or soldering. By inserting tube in 
fitting with twisting motion as far as 
possible, leakproof connection _ is 
made, according to maker. Fittings 
made from nylon, cycolac, or poly- 
propalene resins. Connectors avail- 
able for use with standard tubing 
from % to 2-ins. ¢ D&G Plastics Co., 
Kent, Ohio. 


Switch and Circuit Breaker 


Unit is combination toggle switch 
and circuit breaker 


By combining both toggle switch and 
circuit breaker in one unit, need for 
replaceable fuse, fuse holder and 
switch holder is eliminated, maker 
says. Weighs less than 50 grams, and 
suitable for use in industrial electron- 
ics. Dielectric strength over 3,500-v, 
according to maker. Special magnetic 
assist causes split-second tripping at 
heavy overloads. yet due to inherent 
thermal time delay it is unaffected by 
transient overloads. Available in rat- 
ings from 5 through 50-amps. e 
Wood Electric Corp., Lynn, Mass. 


Condulets 


Above ground manhole condulet 
now available 
Units provide means for splicing main 
feeder cable and making branch taps. 
Type EAM, listed with and without 
terminal block. Suitable for voltages 
up to 600. Deep dome cover has in- 
ternal thread which provides an over- 
lapping junction which will shed rain. 
Condulet has two 4-in conduit open- 
ings in bottom, and can be furnished 
with maximum of four 1%-in branch 
openings adjacent to main hubs. e 
Crouse-Hinds Co., Syracuse 1, N.Y. 


Floodlights 


Feature high-output anodized alu- 
minum reflectors 
Units available open or fully enclosed 
with heat-resisting cover lens and re- 
silient neoprene-rubber gasket. One 
piece reflectors are concentrating spe- 
cular-type for higher intensity “punch” 
lighting or diffuse for wider area il- 
lumination. Fully adjustable reflector- 
floods accommodate 75-w-300-w gen- 
eral service lamps and are complete 
with heavy-duty plate for surface, 
wall or box mounting. e Stonco Elec- 
tric Products Co., Kenilworth, N. J. 


Load Centers 


Load centers are equipped with 
aluminum lugs 


Complete line of 100-amp QO circuit 
breaker and FSP fusible load centers 
with aluminum lugs are now available. 
Units permit use of aluminum or cop- 
per conductors. Lugs suitable for max- 
imum size 0 wire, either copper or 
aluminum. Also approved for double 
conductor applications. QO circuit 
breaker load centers available as 100 
or 125-amp main lug only and split 
bus devices in 6, 8, 12, 16, and 20 
circuit sizes. 12, 16 and 20-circuit 
main breaker devices also available 
for use with aluminum cable. e Square 
D Co., Lexington, Ky. 


Safety Switches 


Unit has visible double blade con- 
struction 
Switches feature positive, quick-make 
and quick-break operation; double in- 
sulation between blades and operating 
mechanism; optimum-size enclosures 
for maximum heat dissipation; safety- 
yellow operating handle. Called Bulle- 
tin 250-type ND (normal duty), units 
are 30-amp and 60-amp, 250-v and 
600-v, fusible and non-fusible. e Clark 
Controller Co., Cleveland, Ohio. 


Oven Hood 


Unit folds-away and has automatic 
fan 


Oven hood-fan goes on and off auto- 
matically when hood is raised or low- 
ered. When closed, hood is flush with 
oven front. As it is raised, fan turns 
on. 3200 series available in stainless 
steel or antique copper enamel. Sizes: 
24-, 27-, and 32-in. e NuTone, Inc., 
Cincinnati 27, Ohio. 


Portable Heater 


Designed to provide instant heat, 
maker says 


Portable, 9-Ilb, 1,320-w model 10H07 
heater radiates heat from nickel chro- 
mium ribbon element and wide-angle 
chrome-plated reflector. Stay-cool car- 
rying handle in rear and wire grille is 
designed to provide maximum safety 
in case heater overturns. Color: beige. 
e Arvin Industries, Columbus, In- 
diana. 


Control 


Photoelectric lighting control now 
available 


Called the Lamplighter, unit has in- 
jection molded plastic cover and base 
to provide high dielectric strength. 
Series of exterior ridges makes han- 
dling easier and facilitates installation, 
while twist-lock base, fits all standard 
receptacles. Unit offers fuse protec- 
tion in case of overloading. e The 
Acme Wire Co., Utility Products Div., 
New Haven, Conn. 
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PHELPS DODGE ARMO-LOK CABLE (TYPE ACV) 


The First To Be Listed by Underwriters’ 


Phelps Dodge Armo-Lok (Type ACV) is the first varnished cloth insulated, PVC belted, galvanized 


armored cable rated up to and including 5,000 volts to be listed by the Underwriters’ Laboratories, Inc. 


- 
‘ 
meyuavavenerre™ 
¥ 









This cable offers a most efficient method of power distribution for industrial plants and utilities. 
For information about complete Armo-Lok Cable systems, write to Phelps Dodge, 300 Park Avenue, 
New York 22, New York. 










PHELPS DODGE COPPER PRODUCTS 
CORPORATION 
300 Park Avenue, New York 22, N.Y. 
SALES OFFICES: Atlanta, Birmingham, Ala., Cambridge, Mass., Charlotte, Chicago, Cincinnati, Cleveland, Dallas, Dayton, Denver, Detroit, 


Fort Wayne, Greensboro, N.C., Houston, Indianapolis, Jacksonville, KansasCity, Mo., LosAngeles, Memphis, Milwaukee, Minneapolis, NewOrleans 
New York, Philadelphia, Pittsburgh, Portland, Ore., Richmond, Rochester, N.Y., San Francisco, St. Louis, Seattle, Tampa, Washington, D.C 
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* "MARKETS UNLIMITED” * 


3-PHASE POWER 


from 


SINGLE PHASE 


with 
idd-A-Phase ; 


HOME 
AIR CONDITIONING 
AND WORKSHOPS 


No three phase wiring 
necessary. The 
Add-A-Phase opens 
the air conditioning 

m market to you. 


INDUSTRY 


Location may make 
three phase wiring 
prohibitive. The Add-A- 
Phase permits use of 
3-Phase equipment 
without 3-Phase wiring. 


IRRIGATION 


Inaccessable locations 
dictate an Add-A-Phase. 
Modern “automated” 
farm may require 
multiple Add-A-Phase 

» installations. 


WATER WORKS 
... SEWAGE 


Rural expansion assures 
a growing market for 
the Add-A-Phase. No 
loss of workpower 

with the Add-A-Phase. 


OIL FIELDS 


* Years of constant 
oil field pumping 
proves durability of 
Add-A-Phase without 


Q@dd-A-Phase 
POWER CONVERTER 


100% rated load 
Unity Power Factor 


Balanced Currents 
No loss of Work Power 


Write for Complete Information 


r 


ADD-A-PHASE 


Div. System Analyzer Corp., Nokomis, Illinois 
| Stes tee cs slg, ee 
| Name___ a 
| Company_ 
Address 
| City 


SEE FOR YOURSELF... package 
includes many case histories of the | 
success of the Add-A-Phase... | 
years of trouble free use. IF YOU 
HAVE A SPECIFIC ELECTRIC POWER | 
PROBLEM GIVE US THE DETAILS | 
FOR RECOMMENDATION. 


cE aaa eseEen areas | 


20 





| CAPITOL CIRCUIT 


@ The Department of Justice has won indictments from a federal 
grand jury in Philadelphia against manufacturers of steam turbine 
generators and condensers. General Electric, Westinghouse Electric 
and Allis-Chalmers Manufacturing, plus four individuals, were ac- 
cused of giving each other “position” in bidding on a number of 
major steam turbine contracts, including nuclear power plants for 
Detroit Edison Co., Commonwealth Edison Co. and Consolidated 
Edison Co. also named as co-conspirators, but not defendants, were 
Carrier Corp. and Worthington Corp. 


* * * 


@ The Rural Electrification Administration has set up a special 
12-year, 2% treasury bond issue for its borrowers. The new issue, 
effective July 1, can be bought in $1,000 multiples, and is intended 
to offset criticism that co-ops have invested surplus funds—borrowed 
from REA at 2% — in higher-interest federal bonds, thereby making 
a profit on federal loans. 

REA borrowers purchasing the bonds would draw no more inter- 
est than what they must pay back to the U. S. treasury. 


* * * 


e@ The special August session of Congress will have several major 
pieces of legislation affecting the electric industry to deal with. 
Among these are: 

e The Public Works Appropriation Bill for fiscal 1961. Both the 
Senate and House of Representatives have passed their versions of 
the bill—the Senate bill totals $4,030,010,605, about $115-million 
higher than the House version. A joint Senate-House conference will 
be held to iron out these differences when Congress returns. Gener- 
ally, the Senate has slightly increased the funds to be spent on federal 
projects during the coming fiscal year. 

e Burns Creek Hydro Power project. This Senate-approved, $50- 
million, 90,000-kw project was stalled in a House interior subcom- 
mittee most of 1960, but was approved favorably just before the 
Congress adjourned in early July. It will face a neck-and-neck battle 
for enactment in the special session. First year construction funds 
were included in last year’s Public Works Appropriation Bill. Oppo- 
nents call it a federal power Project in reclamation clothing—costs 
allocated 98% to power, 1.8% to irrigation. The White House is 
backing it, however, as a part of the Palisades project. 

e Boggs Bill (HR-7123) to permit Federal Income Tax deduc- 
tions on most lobbying expenses. The measure is ready for debate 
on the House floor, but probably won't see action in the Senate this 
year. 

e “Headwater Benefits” Bill (HR-7201) also is due for debate on 
the House floor. This bill would permit co-ordinated hydro and 
power operations in river basins, and would require federal dams 
to pay FPC-determined “Headwater Benefit” charges to upstream 
reservoirs, as non-federal dams are now required to do. A “Head- 
water Benefit” accrues to the downstream dam, through improved 
stream flow or power output, as the result of the operation of an 
upstream reservoir in the same basin. 


* * * 


e Rural Electric co-ops are hoping to promote 25,000 gold medal- 
lion and 50,000 bronze medallion homes during 1961—a $100- 
million sales target—as part of the National Rural Electric Co-op 
Assn.’s Fourth Annual Power use program. Most of the new medal- 
lion homes will be created through modernization, rather than new 


construction. 
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ANOTHER 
CAROL = ae 


eee “Flush-Fit” 
FIRST! . 


\* 


~ RANGE and X 
DRYER CORDS 


Featuring ‘‘Flush-Fit'’ Molded-on Plug 


NEW COMPACT DESIGN! Special Carol molded-on plug 
only one-half the size and weight of ordinary types... 
fits flush against receptacle. 

NEW FLAT CORD! Parallel conductors . . . more flex- 
ible, easier to install than ordinary cords. Attractive, 
modern gray color. 


NEW ADJUSTABLE STRAIN RELIEF! Fastens cable securely 
to outlet box. 2-way locking design. 


NEW EXCLUSIVE PACKAGING! ‘‘See-Thru”’ vinyl] bags re- 
place ordinary sleeve-packaging ... cleaner, easier to 
stock . . . make eye-catching merchandising display. 


Cords also available in sturdy, reshipper cartons. All 
specifications— part number, gauges, ratings, length—on 
both types of package. Gauges also stamped on termi- 
nals for clear identification after unpacking. 







































Available in full range of sizes and ratings. 









Order now...and SEE the difference in sales! 









When you call 
for cable, 
call for.....- 













CORD 
; © Wotited 0 Cop > 
- * Ad pastas Sram | 
é ay 
* Crimpeal on 

Trams La 


COMPANY 


t Company, Inc., Pawtucket, Rhode Island 
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when YOU choose 
T&B COLOR-KEYED® 
CONNECTORS... 


YOU CHOOSE THE ONLY COMPLETE LINE 
THAT COVERS THE COMPLETE RANGE 


FROM #8AWG 1o 1,0000MCM — 
AND THE LOWEST INSTALLED COST! SPLICE 


Plus... 


THE NEW TBM8 HAND TOOL PIGTAIL 
The only hand tool that installs connectors 
from #8AWG to 500MCM. 








WITH THE MOST 
; EFFICIENT HAND TOOL 
Designed for Code Copper Conductors. There’s a complete line for yer ... TBM8 
All-Aluminum too! The COLOR-KEYED connector line is T&B Engineered 
for superior performance at Lowest Installed Cost. It is the only con- 
nector system with a full range of Tooling from pocket size hand tools 
to 40 Ton Hydraulic heads. T&B’s 65 years experience has proven that 


the correct tooling is as important as the correct connector. patented 


*C-TAPS —the newest addition to the 
COLOR-KEYED Line. 


WRITE FOR COMPLETE LITERATURE 


SOLD COAST TO COAST EXCLUSIVELY BY YOUR LOCAL T&B DISTRIBUTOR 


THE THOMAS & BETTS CO. incorporatepb 


Rae 6ELIZABETH, NEW JERSEY IN CANADA, THOMAS & BETTS LTD. MONTREAL 


ELECTRICAL WHOLESALING—August, 1960 





You get 
better 
iigemelale: 
or] 8) [= 
because... 








NEARLY EVERYONE AT CIRCLE’S AN 


Take Oscar Stangoni, braiding ma- 
chine operator at Circle. 

Mr. Stangoni doesn’t need to use a 
micrometer. Ordinarily, his foreman 
sets up the machine, checks with a 
“mike” at the beginning of a run and 
several times during a run to make 
sure that the O.D. is OK. 

But Oscar Stangoni uses one just the 
same—and he uses it often. Why? 
Maybe pride or a sense of responsi- 
bility—or maybe just because he 
feels better when he also knows the 


cable is absolutely right. 

This is just one of many ways in 
which Oscar Stangoni and hundreds 
more like him at Circle make sure 
that the wire and cable they turn out 
is as good as it can possibly be. 

And that’s another reason, we be- 
lieve, why Circle products have 
achieved their reputation for quality. 


Next time you specify cable, we sug- 
gest you ask for Circle. There’s no 
finer cable made. CIRCLE WIRE & 
CABLE CorP., Maspeth, N. Y. 


WIRE & CABLE 


a subsidiary of 


Cerro ve Pasco Corporation 


RUBBER COVERED WIRE & CABLE + VARNISHED CAMBRIC CABLE + PLASTIC INSULATED CABLE + NEOPRENE SHEATHED CABLE + CIRTUBE* EMT 





Why buy “married couples” when 














you can have the better half? 





PROGRESS 
WITHOUT 
OBSOLESCENCE 




















Twin...tandem...duplex—“togetherness” by any name cuts your 
operating flexibility by 6674 %. Only Federal Pacific gives you com- 
plete flexibility with one-third the cost in the first and still exclusive 
half-module, single pole 15 and 20 amp Stab-lok® circuit breakers. 
Mix them or match them in any combination—15-15, 15-20, 20-15, 
20-20. You'll find two “better halves” cut inventory and space costs 
of “married couple” breakers by two-thirds. Another demonstra- 
tion of the “leader look” from the Company that is celebrating ten 
consecutive years of continuing leadership in the industry. Ask for 
Bulletin FPB-1-1000. Federal Pacific Electric Co., Newark 1, N. J. 
rare. PACTEIC  ETECTRic. COMPANY 


growth through creative energy 














UNIT PACKAGING 


IMPROVES DELIVERY; CUTS INVENTORY AND COSTS! 


GéW’s unique Unit Packaging program saves you time and money. Every com- 
ponent, device, and accessory required for the installation of a G&W standard 
Pothead or oil-filled Cutout is quickly gathered from “off-the-shelf”, carefully and 
securely packaged, and sent to you complete in a single carton or crate. Once put 





into your inventory, it is a simple matter to take from stock as many individual 
boxes as required, load on a line truck, unpack right at the job site, and put the 
units into service in short order. You not only effect substantial savings on inven- 
tory control and handling, but materially cut installation costs. 


Unit Packaging is another benefit you gain from G&W’s constant development of 
cable accessories and switchgear. Further proof, too, that you are dollars ahead 
by relying on G&W’s 55-year record of dependability and quality. A G&W repre- 
sentative will assist you in solving any cable accessory or switching problem, or 
write us for full detailed information. 


GaW ELECTRIC SPECIALTY COMPANY 


3520 West 127th Street, Blue Island, Illinois 
CANADIAN MFR . POWERLITE DEVICES, LTD. . TORONTO, MONTREAL & VANCOUVER 
superior quality standards —inspired specialized design 











A standard capnut pothead 
ready for shipment as a 
typical unit package. 


three, gang-operated oil- 
filled cutouts are shown in 
this typical unit package. 


All components and oil for F 









CABLE ENTRANCE 





CABLE ENTRANCE 














G60-2 


~ | 
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There’s a Royal Flexible Cord for every service . . . made right . . . and pack- 
aged right... for fast, easy selling. Royal can fill FROM STOCK all your 
requirements for Rubber, Neoprene and Thermoplastic Portable Cords, Fix- 
ture Wires, Lamp Cords, Heater Cords, Machine Tool Wires, Thermo Cables, 


Bell Wires, and Coaxial Cables. Your nearby Royal representative is ready 


to give you full details, prices and prepaid shipping information. 


ROYAL ELECTRIC CORPORATION, Pawtucket, Rhode Island 





— — ww 
Jerectric/] 1S ine 
EXTENSIONS CaPsS AND FUSES WIRE AND CABLE WIRING Z 


CONNECTORS DEVICES oes OM Gssociate of ae 
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Better service to Cutler 
Hammer distributors, be 
cause this modern factory 
at Lincoin, Hlinois makes 
nothing but distributor 
products 














The only circuit breaker 
with modern styling, fin- 
ished in neutral sandal- 
wood, Cutler-Hammer Safe- 
tybreakers will blend with 
any decorative motif. 


Easy to install. Plenty of 
wiring room. Box-type lugs 
on terminals. Meets non 
interchangeability require 
ments. Easiest system of 
all to understand. 


Double protection. Both a 
magnetic trip for short 
circuits and a bimetal trip 
for sustained overloads. 








New, smart styling 
sparks sales boom for 
Cutler-Hammer Safetybreaker 


Contractors love the new C-H Safety- 
breaker. Best proof? Orders. More orders. 
Repeat orders! 

In Columbus, a 130-home development 
was switched to the new Cutler-Hammer 
Safetybreakers just two weeks after the 
product became available. 

In Milwaukee, six calls resulted in six con- 
tractors sold. This year with building down 
20%, Cutler-Hammer breaker sales are 
nearly doubled! 

Reasons for the ready acceptance of this 
new power center are many. It’s smart. 
Styled in handsome Sandalwood. Actually 
the first circuit breaker center ever designed 
for main floor installation! 


Easy to install. And at less cost to your 
customers. There’s plenty of wiring room. 
A simple, thfee-point keyhole mounting. 
Box-type lugs put an end to wire ‘“‘pretzel 
bending.”’ Simplest interchangeability sys- 
tem is a real plus. 

Best of all, from the contractor’s point of 
view, the C-H Safetybreaker is safe, fool- 
proof. The Safetybreaker lever is either 


* Trademark of Cutler-Hammer Inc. 


WHAT’S NEW? ASK... 


No intermediate tripped 
and 


‘on oF “UR.” 
position to cause housewife confusion 
costly callbacks. 

Right now, builders and electrical con- 
tractors are learning all about the many 
advantages of C-H Safetybreakers in na- 
tional magazine advertisements. We pre- 
dict you'll feel the groundswell soon. Call in 
your Cutler-Hammer man for the whole 
story. And send for Pub. ED 125-Q247 now. 


What's new from Cutiler-Hammer. 
The new Safetybreaker line is just one of 
the new developments that will help dis- 
tributors make more profit on Cutler- 
Hammer products. We've added sales engi- 
neers to give you more help in the field. A 
new stock item modification program cuts 
the time needed for many product modifica- 
tions from weeks to just a few days. An 
electronic computer is the brain of our auto- 
matic new stock replenishment system that 
backs your stocks with quicker service. 
Why not get acquainted with all the new 
things that make Cutler-Hammer a valu- 
able partner in the years ahead. 


CUTLER-HAMMER 


Cutler-Hammer Inc., Milwaukee, Wisconsin « Division: Airborne Instruments Laboratory «+ 


Subsidiary: Cutler- 


Hammer international, C. A. Associates: Canadian Cutler-Hammer, Ltd.; Cutler+Hammer Mexicana, S. A. 
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BLACKHAWK ADJUSTABLE BAR HANGER 
WITHOUT FIXTURE STUD 


560 used between joists from 12” to 18” 
561 used between joists from 18” to 26” 
The answer to residential wiring jobs. 
Lower in price. Allows more room in 
the outlet box. 


a 


BLACKHAWK ADJUSTABLE BAR HANGER 


WITH FIXTURE STUD 


iA UJ 
InION 


562 used between joists from 12” to 18” 
563 used between joists from 18” to 26” 


BLAGRRAWN ADJUSTABLE BAR HANGER 


— eliminates tightening with a 
screw or nut. Blackhawk’s exclusive “clipper” 
saves time and money. Slide box into desired position. 
Press clipper down until it rests securely on bracket 
arm. No screw. The box will remain in place. 


AVAILABLE WITH OR WITHOUT FIXTURE STUD 


Blackhawk Adjustable Bar Hangers are made of heavy 
gauge steel. Adjustable to required spacing. Support 
edges of hanger formed to act as plaster gauge. One of 
the fastest, easiest, neatest, economical ways to hang all 


ceiling light fixtures. No notching necessary. 


For complete information on Blackhawk products write 


for catalog. 





(Bastien? 
ic [gpesiries DUBUQUE, IOWA Where the new ideas come from 
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Instant warmth is 
provided by fast- 
acting nichrome heating elements. 
Quiet, powerful fan delivers full 
and convection 


HEATS: 


erates on 115 volts at 1450 watts 
to produce 4950 BTU/h. 


| ( HUNTER ) 


ELECTRIC HEAT 
/ta Matohloee 












LIGHTS: Brilliant 
®* general 


overhead illumination for the 


entire bathroom is provided 
by light of two 60-watt lamps. 


Alba-lite glass panels diffuse 


light to prevent harsh, eye- 
straining glare. 









uy BATHROOM UNIT 


Flush-mounted polished 
chrome grille has 
smart, modern design. 
Remote wall switch 
included with unit. 


One low-cost installation covers heating, lighting, ventilation 


Any combination is obtainable with this single, compact unit. . . 


WS 
VENTILATES: 


Highly efficient : 
exhaust fan quietly and 


flow 


thoroughly ventilates the 
bathroom. Removed air is 
discharged to the outsid 
hrough standard 4” duct. 


Hunter Division— Robbins & Myers, Inc. 
2478 Frisco Ave., Memphis 14, Tenn. 


Please send data on TRIO Bathroom Unit. 


Name 


Address 








Red Throat 
BM-21B 
Y." Connector 

BM-22B 
Connector 

BM-23B 

1” Connector 


BM-41 
Ya" Coupling 
BM-42 
%" Coupling 
BM-43 
” Coupling 


y,” 


wr 


RW 
» 


TONY aN 


NX \\\ 
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le} iS 





ALL BRIEGEL FITTINGS ARE U.L. 
APPROVED AS CONCRETE-TIGHT 


When setting E.M.T. in concrete you can 
make each job easier and more profit- 
able by using Briegel All Steel Indenter 
Fittings that have UL approval as 
Concrete-Tight. Contractors everywhere 
recognize their cost cutting qualities 
and the fact that they make each wiring 
job a better job. It is only natural that 
Briegel Fittings are the most widely 
used E.M.T. connectors and couplings. 


USED THE MOST 


ill 


BM-51 

Ya" Offset Connector 
BM-52 

%," Offset Connector 


BM Offset 
Connectors | 
showing how | 

wires are 
guided over 
box edge. 


SAVE IN SIXTY 


Save time and money with 


ORIGINAL 
INDENTER 
FITTINGS 


Here is the combination that is unbeatable when it 

comes to easier E.M.T. installation at less cost. New 

lightweight plier size indenters make setting up 

thin wall conduit a breeze. B-M fittings are neater 
too! No unsightly nuts or projecting set screws. 





A few more of the plus features of B-M fittings are 
Concrete tight—Vibration resistant—Extra heavy 
bright zinc plate, salt spray and acid drip tested 
for corrosion resistance—Extra heavy 
positive bonding locknuts—smooth 
rounded edges or bushed throat type 
connectors that prevent insulation 
damage—All steel construction with 


wy) extra ag gauge wall thickness, 
w Sas 


Wo 


All B-M indenter type 
fittings far exceed the 
requirements of U. L. 
file card E 10863 and 
Federal Specifications 


METHOD 


' Lf 


GALVA * ae 


BM PLIER SIZE NQ 
INDENTERS 


BM—No. 607 1/2" 
BM—No. 608 %4" 
BM—No. 609 1” 


FROM COA'ST TO COAST 
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THIS 


wont happen 









to your 
customers 
anv more... 


and neither will 


why ?.. 


because... — 





DRI-LOK BALLASTS 


NOW AVAILABLE 


FOR LIMITED DELIVERY TO DISTRIBUTORS! 


they're 
the solid 


fill ballasts 
that 

CAN'T 

DRIP 
COMPOUND 











Writth The following DRI-LOK models are now available 


for limited delivery to distributors: 
Vis 300-701: ........2 lamp, 40W, R.S. 
300-708: .........277V,2 lamp, 40W, R.S. 
300-951: .........1 lamp, 40W, R.S. 
APace 300-958: .........277V, 1 lamp, 40W, R.S. 


Check your Jefferson representative for details on 


(please) DRI-LOK ordering 





Jefferson DReMOKS New Biue FLUORESCENT BALLASTS 


JEFFERSON ELECTRIC COMPANY + BELLWOOD, ILLINOIS 














NEW FROM BRYANT! © 









THE ONLY 20-AMP 
GROUNDING 

RECEPTACLE WITH 
TWIST-PROOF : 
GROUNDING CLIP (item. v SIDE-WIRING WITH 


Bryant receptacles and caps meet | 3 BREAK-OFF FEATURE 
the new code requirements 
with lasting, positive grounding 


Now you can install 20-amp, 
125 volt grounding devices with 
grounding contacts that cannot 
be twisted out of shape. Notice 
the spring wire grounding-clip CATALOG #5352 
in the new Bryant receptacle. ay) 
This spring wire clip always 
maintains contact tension. With 
Bryant’s new twist-proof clip, 
you can always be sure of 
permanent, positive contact. 


The new Bryant receptacles 
and caps meet all the latest 
NEC requirements for the 
grounding of certain appliances, 
office machines and other 
heavy-duty equipment. This 
line of 2 pole, 3 wire devices 
meets all NEMA and 

ASA specifications and is 

UL approved. 


Your customers, too, will approve 
the additional features noted 

on the right. For details 

contact your Bryant distributor 
or write to Bryant directly. 


BB RYANT 


THE BRYANT ELECTRIC COMPANY = 
BRIDGEPORT 2, CONNECTICUT CATALOG #5374 499046 


DOUBLE-SIDED 
CONTACTS 





TWIST-PROOF 
GROUNDING CLIP 





2 GROUNDING 
TERMINALS 


OPEN-END GROUND 
ENTRANCES ELIMINATE 
LIP BREAKAGE 


== DURABLE BLACK 
RUBBER CAP 





UNIVERSAL CORD GRIP 
FOR ALL WIRE SIZES 
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special 
attention 
iS given 


fo 


RACEWAYS 


On 


HOT DIPPED 
GALVAN/ZED 


SMOOTH INNER RACEWAYS PERMIT EASY WIRE PULLING 


Laclede Rigid Conduit, produced in one of the most modern pipe 
mills in America, is designed to leave no inside seam. It is galvanized 
in 10’ lengths for maximum inside smoothness of zinc. A special pro- 
tective coating over the zinc reduces friction to make wire-pulling easy 
with ordinary fish tapes. Threaded ends butt in the coupling to form 


a snag-free raceway. 
...and look at these other quality features 


Made of Laclede’s own open-hearth steel 

Hot dipped galvanized inside and out 

Easy to bend without fracture of protective coating 

Meets Underwriters, A.S.A., State, and Federal specifications > \ 


Available from stock for quick delivery 


LACLEDE STEEL COMPANY 


SAINT LOUIS, MISSOURI a Producers of Steel for Industry and Construction 
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| Pve quit fiddling around 


4 
> 


mete. 


There’s a way of eliminating expen- 
sive paper work almost as easy as 
burning it. I discovered this after years of sweating 
out catalogs, salesmen, telegrams and phone calls. As 
you know everyone has a “deal.” But, it finally hit 
me that I wasn’t a bit ahead by scattering purchases 
instead of consolidating them 

Here’s a simple example. I used to buy wireholders, 
mast kits, Copperweld ground rods, and split bolt 
connectors each from a different supplier. Each pur- 
chase involved handling a separate purchase order, 
separate receiving report, separate invoice, separate 
check. Here are sixteen pieces of paper not includ- 
ing duplicates and triplicates. 

When I found Porcelain Products Co. carried not 
only these but 124 other electrical supply items I 


tried consolidating purchases, and on the above items 
alone reduced paper handling to four pieces. Think 
how this can add up in time saved alone, to say 
nothing of handling and freight 

Well anyway, I’ve learned my lesson. In addition 
to the above, I buy house brackets, racks, spools, 
clevises, wedge grips and many other items from 
Porcelain Products Co. They’ve been in business 
since 1894 and have the quality and service to prove 
it. Write or call their nearest representative or the 
home office. They’ll be happy to tell you the complete 
story of a long, high quality line. 

You know... Rome wasn’t built, but was burned in 
a day. Nero fiddled while... be that as it may, maybe 
today is the day you should start burning up paper 
work and start realizing some significant savings. 
PORCELAIN PRODUCTS CO. 225 NORTH PATTERSON ST., CAREY, OHIO 
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“ADVANCE FLUORESCENT 


SAVE OUR COMPANY 
KEEP OUR CUSTOMERS 


LAMP BALLASTS 
MONEY AND 
HAPPY”’ 


Wad 












John J. McLaughlin — Vice President 
KELSO-BURNETT ELECTRIC CO. 
Electrical Contractors, Chicago, Ill. 






“Fluorescent Lighting Units utilizing efficient, cool operating ballasts require 


a minimum of service calls that are so costly to us and such an inconvenience 
to our customers. Quality ADVANCE FLUORESCENT LAMP BALLASTS 
save our company money and keep our customers happy”. 


To avoid expensive call-backs and costly down-time for your customers, always demand 
ADVANCE dependable Fluorescent Lamp ballasts. Their efficiency and performance is 
proved in millions of lighting units. They are the choice of the nation’s leading Original 
Lighting Equipment Manufacturers and America’s foremost Electrical Contractors. Repu- 
tations are built and maintained on ADVANCE Fluorescent Lamp Ballasts . . . truly, 
“The Heart of the Lighting Industry”. 


“The Heart of the Lighting Industry,” 








: 2950 NO. WESTERN AVE. CHICAGO 18, ILL. U.S.A. 
Manufactured in Canada by: Advance Transformer Co., Ltd. 5780 Pore Street, Montreal, Quebec, Canada 


August, 1960—ELECTRICAL WHOLESALING 37 











You get 


PEAK 


lighting 
performance 


... When 

fixture ballasts 
wear this 
emblem! 


Because ‘'CBM Certified’’ means fluorescent lighting 

... And ballasts engineered for dependable service. They have 

to be... to meet CBM “‘specs’’! Result: Practical 

that's only benefits for you... that include longer ballast life 
one of ... Up to 2500 hours more lamp life... power 

the many ( r te Tl Fl ED : factor correction — and positive Starting. You 
get savings in installation, too, since fixtures 

advantages by with CBM ballasts mean fewer circuits needed. 
this emblem And you get the assurance of perfomance checked 
x TL by ETL test, plus UL listing. Ask for CBM ballasts on 
fixtures you sell or specify. And to keep up-to-date 

on ballast facts, ask us to send you “CBM NEWS”. 


assures you! 


Participation in CBM is open to any manufacturer who wishes to qualify. 


CERTIFIED BALLAST MANUFACTURERS, 2119 KEITH BUILDING, CLEVELAND 15, OHIO 6-60 
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SPANGIEAM 


the top-quality SPANG Conduit Line... 


... of SPANG rigid steel conduit and electrical metal- 
lic tubing has earned a reputation over the years as 


the top-quality conduit line for fast, efficient, eco- 
nomical and trouble-free electrical wiring protection. 


now includes SPANG Aluminum Conduit! 





Good news for you! SPANG now offers top-quality 
SPANG Rigid Aluminum Conduit to provide you 
with a new complete line of SPANG Conduit Prod- 
ucts. SPANG Rigid Aluminum Conduit, Couplings 
and Elbows are available in a full range of sizes 
from %2” through 6”, 

SPANG rigid steel conduit, electrical metallic tub- 
ing and rigid aluminum conduit are all produced 
under strict quality-control methods, thoroughly 
tested and inspected before shipping, and packaged 
for convenience and safety—assuring you of a top- 
quality, uniform conduit for every type installation. 





CONDUIT 
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For those installations where engineering dictates 
the use of rigid aluminum conduit, you can now 
give consideration to SPANG Rigid Aluminum Con- 
duit with the same confidence as you would consider 
any SPANG Steel Conduit product. They’re all top- 
quality! 

Your local SPANG Distributor is looking forward 
to providing you with one-stop service for all your 
conduit needs. He has the complete line of SPANG 
Steel and Rigid Aluminum Conduit Products, and 
he’s always prepared to give you top-quality service. 
Give him a call! 


THE NATIONAL SUPPLY COMPANY 


Two Gateway Center, Pittsburgh 22, Pennsylvania 
Subsidiary of Armco Steel Corporation we 
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Many orders to different manufacturers 


ONE ORDER TO REVERE 


Cut your paperwork and overhead by 
ordering all outdoor lighting from Revere 


Revere offers widest line of outdoor lighting 


No matter what the outdoor lighting job, Revere has the 
equipment for it. Revere offers a wide range of incan- 
descent, mercury and fluorescent lighting fixtures, cluster 
lights, hinged and rigid poles, transformers, and acces- 
sories. The complete Revere catalog is all you need to 
be in the profitable outdoor lighting business. 


Simplified ordering, pricing, billing 


You can save time and money by ordering all your out- 
door lighting equipment from one reliable source. With 
Revere, you can select all components from one catalog, 
place one order, have one price source, receive one 
invoice. Sales costs and clerical detail are kept to a 
minimum, and your overhead is reduced accordingly. 


Lighting layout service helps you sell 


Revere’s qualified engineering staff is always ready to 
give you professional outdoor lighting layouts — fast 
and at no charge. Into each Revere layout goes 30 years 
of concentrated outdoor lighting experience — you’re 
sure the lighting is engineered for peak efficiency. Send 
us specifications for your next outdoor lighting job. 


Matched units for trouble-free installation 


You can cut contractor call-backs by ordering all com- 
ponents for an outdoor lighting job from Revere’s 
matched line. This assures you that the equipment will 
fit right for proper installation. It means one delivery 
from one manufacturer — no wasted time co-ordinating 
and expediting deliveries from several suppliers. 


Write for Revere Outdoor Lighting Catalog 


OUTDOOR LIGHTING 


Revere Electric Mfg. Co. 
Long Distance Phone: Niles 7-6060 © Chicago Phone: SPring 4-1200 © Telegrams: WUX Niles 


7420 Lehigh Avenue e Chicago 48, Illinois (In suburban Niles) 


In Canada: Curtis Lighting, Ltd., Leaside, Toronto, Ontario 
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WEAVE 


Leading Electric Utilities 
Specify WEAVER 
Equipment for 
Long-lasting, 
Trouble-free 
Grounding 












Heavy, uniform copper cocting, molecularly bonded to 
o rigid steel core, assures permanent grounding. The 
copper is work-hardened and resists scarring in rocky 
soil, A special draw gives the core more rigidity and with 
machined point driving is easier . . . chamfered top 
eliminates mushrooming and splitting. 


Cast of high-strength, silicon aluminum bronze, 
yet cost no more than extruded types of clamps. 
Design guarantees perfect alignment between ground 
wire ond rod. Big half-inch screw with rounded 
point gives high pressure contact without damaging 
the copper on the rod .. . machine-cut threads 
withstand high torque without stripping or breaking 
Available with socket or square heads. 


Weaver Plates with 25% more copper area 
than other types of plates, provide better 
overload dispersal . . . yet cost no more. 
It is the only plate with a heavy duty cast 
bronze connector to give high pressure contact 
between plate and ground wire . . . assures 
long-lasting, safe grounding. 


Advertised in leading electrical publications and 
direct mail to your customers and prospects. 


S.A. WEAVER 


ay 2110 Howard Street * St. Lovis6,Mo. * GArfield 1-6336 
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Announcing Complete New Line 


~ 
\\\) 


Gedney Connectors 
with also available 


without 


insulated insulated throats 
throats 


MALLEABLE IRON 


Order these Gedney Connectors Added wire protection, faster and easier pull-through ... you can now 
with INSULATED THROATS get these added benefits on a complete line of top-quality malleable 
Liquid-Ti iron Gedney connectors. Gedney Insulated Throat Connectors eliminate 
iquid-Tite Connectors 
Conduit Nipples fraying and snagging . . . leave wire smooth and safe. 
oll tant cancel Gedney fittings are made from top-grade malleable iron. They’re un- 
ES re matched for toughness and are impervious to corrosion. Each Gedney 
No-Thread 90° Short Angle Connectors product must pass rigid inspections. 
No-Thread 45° Short Angle Connectors 
90° Special Conduit Entrance Elbows GEDNEY FITTINGS FIT 


No-Thread Connectors for 
Heavy Wall Conduit 


Watertight Connectors 
2-Screw Connectors 
45° Angle Connectors 





90° Angle Connectors 

90° Corner Adapters 

Bonding Bushings : . q : —————— 

Service Entrance Cable Fittings yy 
E.M.T. Connectors 

90° Short Angle E.M.T. Connectors 

90° Long Sweep Angle E.M.T. Elbows 

Offset Connectors AMERICAS BLDG. + RADIO CITY » NEW YORK 20 


Foundry, Factory and Shipping Point Terryville, Conn. 
Offset Nipples 
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ELECTRICAL 
Wholesaling 


Credit and 
Collections— 
Today: 


how 
delinquent 
can you get? 


Hearing rumblings about the worsening credit and 
collection situation, EW at the half-year mark 
sounded out distributors on current conditions via 
telephone, telegram and our network of news bu- 
reaus. Results: ‘the situation has never been as 
bad." But distributors have never been more deter- 
mined to correct the situation—through the use of 
"'get-tough" tactics that for some distributors have 
proven effective in bringing in past-due dollars. 


Turn page for coast-to-coast story 
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How Delinquent Can You Get? (cont.) 





Distributors Are 


CCORDING to some distributors, ever since World 
War II, the credit and collection situation across 
the nation has been barreling downhill. Contractors 
are becoming more and more delinquent in paying 
bills—money that belongs to the electrical distributor. 
There are many reasons why this situation exists and 
has grown worse in recent years. Stiff competition among 
contractors; “johnny-come-latelies,” who bite off more 
than they can chew; weakly financed contractors who 
nail down big jobs; bad weather, low profits—and so 
on. Couple these reasons with the fact that many con- 
tractors, as one distributor says, “are good wire twisters, 
but poor business men,” others are just plain sluggish, 
and still others like to hang on to the wholesaler’s 
money until he manages to get it away from them, and 
you have a credit and collection situation that is “tough,” 
in Chicago, “horrible,” in Cleveland, “out of hand,” in 
San Francisco. 
What are distributors doing about it? EW, together 


LOS ANGELES: Split Down the Middle 


This California city finds opinions expressed on the 
credit and collection situation split down the middle. 
Some electrical distributors say they see a slight trend 
towards more delinquent accounts. Others say the situa- 
tion is not bad but bears close watching. Those who 
find the slow-payment trend to be growing say: 

e “In the past six or eight months there has been a 
trend towards credit delinquency resulting from a money- 
slowing steel strike. Even though the Federal Reserve 
has let up some, we haven't felt the effect yet. Money 
continues to be tight. What are we doing? We are more 
wary of new accounts and extend credit with extra 
caution. We charge interest on loans and use the serv- 
ices of a collection agency.” 

e “There are more delinquent accounts these days 
because there are more accounts. However, in the past 
15 years, I see no great increase in the delinquency 
ratio. We do not charge interest and sometimes we 
carry an account. We don’t try and sell ourselves by 
being lenient with credit, but, on the other hand, being 
tough won’t get money either. Few accounts are de- 
linguent intentionally. We talk things over with our cus- 
tomers, then work out a solution.” 

e “We haven't had credit or collection problems. 
We watch the situation quite closely, of course. We do 
not charge interest on past due accounts and liquida- 
tion has been very satisfactory.” 

e “There is a trend towards slow liquidation of ac- 
counts; however, the situation is better now than it was 
three or four months back. The big trouble comes from 
the general contractors. Two months ago, we really 
toughened up our credit policy. We placed an interest 
charge on past due accounts and we stop shipping on 
these accounts when they are overdue.” 


DETROIT: Situation Is “Rough” 


Detroit, Mich. electrical distributors who are doing 
big business with residential sub-contractors say that 
they are having difficulties getting their money. 

e “Our credit situation is rough, slower than it was 
before. Part of the reason is a general tightness in the 


aa 


Becoming Terse, Tough, 


with its across-the-country network of news bureaus, 
put its ear to the ground and listened to the rumblings 
of dissatisfaction coming from electrical distributors. 

Distributors are fighting back. And—they are turning 
the tide in some areas of the country. In other areas, 
it’s too soon to tell because distributor “tough-tactics,” 
are fighting a situation that has gotten out of hand. Dis- 
tributors are doing everything from charging interest 
and/or service on past due accounts to clubbing a 
rare and isolated “stiff” with litigation for non-payment. 

It’s interesting to note that in certain areas of the 
country “be tough” is becoming a trend-word. Even 
the mild mannered distributor who formerly soft pedaled 
credit and thought that nice guys really do win ball 
games, has changed his tune. 

As one wholesaler says, “you cannot expect to al- 
leviate the situation unless distributors weed out the bad 
contractors who are breaking all the good contractors 
in town.” 


money market—everyone seems to be having trouble 
getting their money. The only thing to do is tighten 
both belts and credit policies at the same time.” 

On the other hand, those electrical distributors con- 
centrating on the industrial market said that the storm 
of credit and collection problems in that area has 
blown past them. Typical of how distributors in the indus- 
trial type market feel, one distributor remarks: 

e “Our credit and collection situation is very good. 
Not over 7 to 8% of accounts receivable are over 30 
days old. All in all, the situation is even better than 
last year.” 


ATLANTA: ” Many Shoestring Contractors” 


A definite trend towards tighter collections is seen in 
Atlanta. However, one electrical distributor says it’s the 
small appliance dealers rather than the electrical con- 
tractors who are caught in the squeeze. The only posi- 
tive method prescribed to combat the credit condi- 
tion in this southern city is “keep a watchful eye on 
the extension of credit.”” Turning accounts Over to col- 
lection agencies seems to be useless and possibly—taboo. 
Here’s what the Atlanta distributors are saying: 

e “It’s the small appliance dealers who are caught 
in the squeeze. Electrical contractors are paying up the 
same as always—some few ride an extra month, but 
the number isn’t increasing. We'll keep a close watch on 
how much credit we extend the small dealer. Collection 
agencies? Seldom get results. Besides, people will pay us 
when they get the money eventually.” 

e “Too many electrical contractors are operating on 
a shoestring. Therefore, they are slowing down in pay- 
ments. We still won’t turn delinquent accounts over to 
collection agencies; our attorney will collect. The only 
thing we can do is change our policy on the extension 
of credit. We have to be extra cautious.” 


SEATTLE: “No Great Change” 


The good ones are paying, the bad ones are slow, 
just the same as it’s always been. That’s the general 
consensus out West in Seattle, Wash. “Collections,” says 
one distributor, “are always a problem, but no more so 


now than at any other time.” 
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Tight on Credit 


e “There is a trend for electrical contractors to hang 
onto their money as long as they can while they’re 
trying to do business on the electrical wholesaler’s.” 

One firm in Seattle is enforcing a service charge for 
past due accounts. This firm always had the charge but 
it has not enforced it until recently. There is a 1% serv- 
ice charge after 90 days. Another distributor says pay- 
ments have slowed a little in the past 60 days but: “The 
reason for the recent slowing down in payments around 
here is seasonal—not serious. I'm talking tough to the 
slow paying ones, but I_ plan no further steps. There is 
no alarming trend in bill-paying delinquency.” 





“Where can you get your money so cheap?” 


SAN FRANCISCO: “Out of Hand” 


There is an industry-wide trend in the San Francisco 
Bay Area to charge interest on past due accounts. Also 
an industry-trend in that area, according to one dis- 
tributor, is the tendency for electrical contractors to 
look upon the electrical distributors as a finance agency, 
“and to use him as such.” The overall outlook, gleaned 
from distributor remarks on the problem, is “serious 
and out of hand.” 

e “The situation is no worse now than it was a year 
ago, and it was serious then. Electrical contractors are 
biting off more business than they can chew and it’s 
beyond their means to finance it. We’re charging inter- 
est on delinquent. balances.” 

e “Some contractors have finally (and as a last resort) 
gone to banks to get their money, rather than the dis- 
tributor. This is a slight improvement around here but 
there’s plenty of room for more.” 

e “In addition to charging interest on past due ac- 
counts, (it is in effect when the actual orders are taken) 
extension of credit at the time of order is very tight.” 

e “The situation has been out of hand for a long 
time. Whereas a few years back, some electrical con- 
tractors would be in arrears, now there are many—as a 
matter of fact, almost all are.” 

Some distributors think the reason for this, as well 
as the distributor quoted above is, that electrical con- 
tractors are acting as sub-contractors and the general 
contractor on a project is not getting the financing to- 
gether because of the tight money situation. 
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How Would You Answer These Questions? 


” 


1. What is the credit situation in your area like? 
2. If it’s bad, what’s the reason for it? 


3. What are you doing about it? 











VERMONT: “Wholesalers Are Financiers” 


The over-all view in Vermont is fair. A few large 
contractors with the big jobs are tying up large sums ol 
money. As far as electrical contractors are concerned, 
the electrical distributors have become financiers. 

e “There is a trend among electrical contractors to 
become more delinquent in paying their bills, where 
the contract jobs are concerned. If they don’t get paid, 
they see no reason why the electrical distributor should 
get paid. They also see no reason why the electrical 
wholesalers shouldn't finance the contractor’s operation.” 

e “Borrow more money, take our discounts and 
hope no one goes under! We are tightening up on the 
smaller accounts who go past due and require time 
and expense to collect.” 


NEW YORK CITY: “‘Worse and Worse” 


Typical quotes from electrical distributors in and 
around the New York Metropolitan area range from 
“poor,” to “worse,” to “worse and worse.” Whole- 
salers in the nation’s largest city also agree on the big 
reason for delinquency in paying the money that 
“belongs to the distributor.” It’s because electrical con- 
tractors are taking on too high a volume of work and, 
“they can’t handle it.” 

e “It’s tougher than ever to collect money these days 
and the trend is getting worse and worse. Contractors 
are taking on too much work. Charge ‘em interest? Try 
it and see how much business you get. The only thing 
you can do is to get pounding tough with them.” 

e “Little contractors are trying to horn in on the 
big boys. Electrical contractors take jobs for nothing 
practically. We won't take them on anymore. Not unless 
they are ‘A’ number one credit risks. I have an order 
on my desk right now for over $8,000. Know what? 
We're not taking it till I see the money.” 

e “The outlook seems poor to me. The trend in 
delinquency is a constant downhill thing right now. All 
you can do is stay on top of them or go under. We are 
not in the banking business, that’s why we don’t charge 
interest.” 

e “Charging interest means extra work and mainte- 
nance on the books, constantly keeping track of who 
owes and who doesn’t. Too much bookkeeping.” 


NEWARK: “Same Old Story” 


An opinion round-up in Newark, N.J., brought the 
following quotes from one distributor: 

e “It's the same old story. The individuals who are 
slow will always be slow (and possibly get slower) be- 
cause they work from the backs of their station wagons 
The contractors who are good will always be good be- 
cause they are smart businessmen.” 

e “You've got to keep on top of them—especially 
the stiffs. But you've got to remember to play it by ear 
There are some cases where you catch more coopera- 
tion with honey than you do with vinegar.” 

e “Right now the trend is pretty good and in the 
main, contractors are cooperative. There are isolated 
classes that have to be clubbed occasionally with litiga 
tion, and we won't think twice about charging 6% in 


CONTINUED 
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“We're Weeding Out Poor Accounts’ 


terest where the shoe fits—small accounts.” 


HACKENSACK: “It Didn’t Just Begin” 


A distributor in Hackensack, N.J., says that the trend 
towards delinquency did not just begin. “It’s been that 
way for a long time and will stay that way until elec- 
trical distributors decide to weed out the poor business- 
men who are ruining the industry.” Other distributors 
in the area voice the same opinion. They are cracking 
down on accounts, chopping them off and charging 
them interest. One distributor claims that it’s not only 
the contractors; industrials are guilty of the same thing. 
They might, “sit on a paper for a year before they find 
it and pay what they owe.” 

e “Right now I’m cracking down and separating the 
men from the boys. I weed out the bad ones and chop 
them off. Competition? Let them owe money to my 
competitors, not to me. True, we have dropped our 
contractor volume, but we feel it’s better that way.” 

e “For the tough nuts in bad shape, we slap them 
with 6% interest a year. It brings "em around.” 


HARTFORD: “You Have to Fight it’’ 


In Hartford, Conn., a distributor says that the situa- 
tion is bad, “but it hasn't hit us—we’re fighting it. The 
trend in that area,” he says, “is not a worsening one 
except in isolated cases where newcomers are taking 
on too much work.” What is this distributor's solution? 














“Tough,” is becoming a trend word. 


e “You've got to let your ‘yes be yes and your no 
be no.” You either do or you don't. We have a strict 
and tough credit policy that is followed through to the 
letter. We charge an interest rate of .5% a month or 
6% a year on past due accounts. It might seem ridiculous 
when it costs more to write the invoice than it does for 
an actual item, but it is a matter of principle. You 
have to stick to it if you want to be respected and 
trusted. Repercussions? Not one. Business has rather 
doubled. I ask you, where can they get money so cheap?” 


BOSTON: ‘Due for Relief” 


The situation in Boston, Mass. is spotty. Well-heeled 


contractors are no trouble to the electrical distributors 
in that area, but in the last three months the slow ones 
have become slower, due to a tight money situation. 
According to one distributor “if the electrical contrac- 
tor doesn’t get his money you can bet your business 
that you won't get yours.” Another wholesaler says 
the situation should be alleviated by the latter half of 
1960, however. Here’s how one wholesaler is handling 
the present problem: 

e “About a year ago we got rid of the contractors 
who were poor paying and not doing much volume. 
They were put on a strict cash basis. Our credit policy 
is strict and has been that way for the past year. Con- 
sequently, we do not have many big problems. In rare 
cases we have charged interest or put our customers 
on a notes-with-interest basis. I think if we did charge 
interest as a matter of policy, we would not lose busi- 
ness that we wanted. The intelligent customers realize 
what you're doing. They stay with you.” 


CLEVELAND: “Horrible” 

The situation in Cleveland looks ragged, according 
to a number of distributors. Here’s how it shapes-up: 

e “The situation is horrible. This is the worst I’ve 
ever seen. The number of past due accounts and the 
size of the accounts have never been larger. One half 
or better of our contractor customers are running 60- 
90 days.” 

e “The contractor is very, very slow and the mor- 
tality rate among them is tremendous. More are going 
bankrupt nowadays than ever before. Even the general 
contractor is slow.” 

One distributor says that the contractors are spread 
out too thin. The same distributor is also fighting back, 
“tooth and nail.” 

e “We're closing all accounts and allowing no more 
credit on accounts past 90 days. We're driving hard 
with letters, phone calls and personal calls to collect 
the bills. We use an attorney on all those accounts 
past 90 days that we can’t handle. There’s no margin 
on selling paper, and we won't do it.” 


DALLAS: Needed—a Magic Wand 


The situation in Dallas, Tex., has been described by 
some Texas distributors as the worst since the Second 
World War—and it’s increasing, they say. Reason given 
for the condition: (1) contractors are poor business men; 
(2) “building contractors are a strange breed—carpen- 
ters one day, contractors the next; they're over-ex- 
tended;” (3) lack of responsibility; (4) bad weather; 
(5) the contractor isn’t being paid; (6) electrical distribu- 
tors have few experienced men handling their credit 
and often credit is run by the sales end; (7) many 
distributors will take shaky credit to get volume. 

Distributors all over Dallas, even those who used to 
“soft pedal” credit, are getting tough. One-man cam- 
paigns are being started to protect good electrical con- 
tractors from the “misfits;” interest plus service charge 
is being collected on past due accounts; distributors are 
joining electrical credit groups; credit managers are 
being hired; distributors are insisting that contractors 
check the credit of their customers and distributors them- 
selves are becoming “unusually tight,” on credit. 
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e “It's hard to give percentages, but the situation 
here is getting worse. We're feeling it and the only thing 
we can do about it is to get out from underneath our 
credit problems as soon as we can. Right now, we're 
being very thorough in our credit checks.” 








“Good wire twisters, poor businessmen.” 


e “It’s pretty bad here. Rotten weather slowed down 
contractor work and the weaker ones were forced out 
of business. General contractors are expecting too much 
help from the electrical and sub-contractors. The trend 
is getting worse and worse. As it stands now it’s been a 
steep race downhill from the Second World War. 

“Solutions? I can’t wave a magic wand. That’s what 
this whole thing needs. We're dealing with good wire 
twisters who are poor businessmen. If they like the way 
a customer parts his hair—bingo!—they give him credit. 
Usually they’re so happy to get the job, they'll extend 
credit to anyone. In reality, we're becoming unusually 
tight on credit but try to help the electrical contractor 
with his problems. We insist the electrical contractor 
check the credit of his customer (it’s hard to check the 
credit of a small builder—you can’t use Dun and Brad- 
street—you have to rely on personal credit and moral 
intent).” 

One distributor, who calls building contractors a 
“strange breed,—carpenters one day, electrical contrac- 
tors the next,”—says that some of his competitors have 
put up their accounts receivable for loans. 

e “The credit situation has grown worse in the past 
90- to 120-days. Collections will become harder than 
they are now. I used to soft pedal credit, but I’ve seen 
the light. We’re going to get tough. It’s our money.” 


HOUSTON: Two Varied Views 

e “We are in better shape now than we've been in 
for years. We belong to an electrical credit group con- 
nected with the wholesale creditmans’ group. We meet 
every other Thursday to talk over our problems and 
accounts. True, the overall picture is pretty bad, but 
luckily, we got wise a couple of years ago. 

“One of the problems is that electrical distributors 
have few experienced men handling their credit. Often 
that department is run by the sales department. Many 
take shaky credit to get volume. We don’t do that. 

“We also collect interest and service charge on ac- 
counts past due and we haven't lost more than one or 
two customers—ones that we wanted to lose anyway.” 

e “It’s worse than it’s been in years. I am sending a 
letter to better paying contractors asking them to discuss 
their condition. I'm on a one man campaign.” 
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The letter reads, in part “The over-extension of 
credit by some electrical distributors to your less respon- 
sible competitors actually frightens me. What takes 
place here is this: distributors take your good money, 
turn around and loan it to your competitor to cut your 
throat with, at no interest rates, and sometimes at 
lower prices than they’re selling you. 

“I'd like to make a date to come out and talk with 
you about this condition, which, if not corrected, will 
eventually break every good electrical contractor in town.” 


CHICAGO: Many Problems 


Electrical distributors questioned in Chicago unant- 
mously agree that there is an ever-increasing trend 
towards delinquency of electrical contractors in paying 
their bills. Several reasons were given: (1) severe com- 
petition and tight money; (2) insufficient capital of 
contractors; (3) retainer fees withhold payments for up 
to 6 months; (4) contractors are making less profit on 
large jobs. Distributors are fighting the evils springing 
from these four conditions by various means: tightening 
credit; better credit follow-through; employment of 
credit managers; suggesting that contractors work 
through banks rather than distributors; past-due accounts 
go to attorneys (as a last resort); more forceful credit 
letters; more discretion in selection of customers; longer 
time payments. 

e “Contractors are taking their time about paying-up, 
and it’s getting worse by the month. Why? I'd say be- 
cause competition is rough and the profits aren't high 
enough when it comes to contracts for electrical in- 
stallations. The profits aren't large enough for the con- 
tractor to cover his overhead and get the surplus neces- 
sary for prompt payments.” 

e “It's been our experience that small contractors 
with a small capital structure bid on the large contracts 
and—the trouble is—secure them.” They pay their labor 
first and let the supplier wait. Another problem is this: 
many large electrical installations withhold a 15% retainer 
of the total contract after the completion of the job 
Sometimes payments are withheld for a period as long 
as six months.” 

e “We find that the only way to meet the situation 
is to treat each case as an individual one, and the dis- 
tributor must set a credit limit on each account. When 
that account reaches a certain period as to the age of 
the account, we either secure money or reduce further 
shipments.” 

e “There are too many inadequately financed con- 
tractors who take jobs outside their own capital structure. 
There are many large jobs these days and too many 
small contractors who are financially incapable of han- 
dling them.” 

e “We put strength into our credit department with 
a credit manager. We are using more discretion in se- 
lecting customers and we're selling the idea to our more 
well-fixed contractors, that electrical contractors should 
work through a bank—not through us. The bad risks 
are working via the banks, so that our good accounts 
still service us and balance the bad risk problems that 
we have.” 

e “There has always been a slight trend towards pay- 
ment delinquency. It has become increasingly greater 
in the last few years because of tight money and large 
jobs the contractors take on. We are tightening up our 
credit policies and becoming more forceful in our credit 
letters.” 

e “Many tough problems. Contractors are facing 
overheads that almost devour them. However, the con- 
tractor is the one who helped create the monster. We 
have lost business by cutting loose some of our custom- 
ers. But we'd rather have that than have bad accounts.” 
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HE ENTIRE electric heating 
sales pay-off has changed from 
peanuts to profits in the past year 

for Morristown Electrical Supply Co. 

of Morristown, N.J. 

“No longer do we talk about pea- 
nut sales or only supplemental heat,” 
Robert Hirsch, co-owner of the firm, 
says. “Through a series of events, we 
are now selling total electric heat in 
residences, in addition to realizing an 
increased amount of business for sup- 
plemental heating units in existing 
homes.” 
e A Necessary Aid—An important 
factor in the success of electric heating 
is the type of rate set by the local 
utility. Two utilities serve the Morris- 
town area New Jersey Power & 
Light Co., and Jersey Central Power 
& Light Co 

Neither had special rates for resi- 
dential use until about one year ago 
One of the main reasons for this, ac- 
cording to Hirsch, was a lack of in- 
stalled equipment. 

“No matter what type of promotion 
the distributor presents for electric 
heat, the issue is almost closed with- 
out the cooperation of the utility,” he 
“Until last year, about all we 
could do was to continue stressing the 
importance of electric heat to the util- 
ity, the contractor and the consumer. 
In this way, we believed the utility 
eventually would see the need for the 
heating product and change its think- 
ing. 

And this attitude finally paid off for 
Morristown Electrical Supply. New 
residential rates for electric heating 
were put into effect by the two local 
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Heat in One Year: 


Promotions to 


Prior to last fall, Morristown Electrical Supply was ob- 
taining only supplemental heating jobs. Now, through 
promotion and sales ability, the firm is realizing profits 
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HEATING LITERATURE Morristown mails to commercial, industrial and residential 
customers stresses not only the advantages of electric heat, but also lists a large 
number of benefits to be obtained from this product 


utilities. Although Hirsch believes the 
rates will be even better in the future 
with additional use of electric heat in 
homes, he feels this is a good begin- 
ning. 

Both utilities give the new special 
rates to consumers who own all-elec- 
tric homes—either new or remodeled. 
There is a standard monthly rate of 
$7.50. This includes the first 300-kws 
used. A rate of 1.8 cents per kw is 
charged for energy used in excess of 
300-kws. 

e Other Hindrances—Among other 
factors hindering the sale of electric 
heat by the distributor in the past, 
two were of great importance. First, 
Morristown Electrical carried many 


heating lines until last September. Be- 
cause of this, no line was stocked 
deep, and the firm was unable to sup- 
ply the complete requirements for in- 
dustrial, commercial and residential 
use. 

When this was the case, personnel 
were able to sell—at the best—only 
equipment for supplemental heat. 

Now, however, the situation is re- 
versed. When the local utilities put 
into effect the new residential rate for 
electric heat, Morristown Electrical 
Supply eliminated all but two heating 
lines. And along with this elimination, 
officials stocked deep to satisfy all 
needs for total heating requirements 
in homes and also for other areas 
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Profits 


By Robert S. Bush 


LAYOUT SERVICE is provided for customers by the Morristown personnel 


Above. 


President Robert Hirsch (left) studies heating plans with Ed Kayhart, president of 


the H. F. Vanderbeck & Co., Inc., 


BASEBOARD HEATING element is demonstrated by Hirsch to a contractor cus- 


tomer, Dan Cacchio 


Through Morristown’s assistance, contractors have begun to 


stress electric heating to their customers, who are striving to boost sales. 


In the second place, Hirsch com- 
ments that the attitude of the electri- 
cal contractor towards electric heat 
has changed tremendously in the past 
year. 

“Formerly, the contractor didn't 
know what he was talking about when 
he attempted to sell an electric heat- 
ing job,” he continues. “Many would 
even tell their potential customers not 
to install electric heat in residences 
because it was too costly and wouldn't 
do a good job of heating. 

“When we found this was the case, 
we started inviting contractors into 
our firm for meetings, where the story 
of electric heat was explained to them. 
Frankly, many of them were shocked 
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at finding out the low cost of the 
product, both in installation and in 
operating cost. Many explained to us 
that they realized they lost many 
sales from interested customers in not 
knowing the essential facts in selling 
this new product.” 
e A Program—Realizing something 
had to be done to educate the electri- 
cal contractor, Morristown Electrical 
Supply personnel began a series of 
meetings devoted to electric heat 
Usually, manufacturers’ representa- 
tives explained the benefits and selling 
techniques at these sessions in the dis 
tributor’s building. 

In addition, Morristown’s officials 
take contractors to factory schools 


electrical contractors 


and meetings for detailed and _first- 
hand information on the heating pro- 
ducts 

The results have been gratifying to 
officials at Morristown Electrical Sup- 
ply. Hirsch says that now, electrical 
contractors are coming into the sup- 
ply firm in increasing numbers re- 
questing salesmen to figure heat losses 
for potential jobs 

“After we have these 
losses for them three or four times, 
they are able to do it themselves,” 
Hirsch explains. “Often, when they can 
arrive at their own figures, they still 
bring these figures in for us to check. 
We're very glad to help them in any 
way because we want to interest them 
and keep them interested in selling 
and making profits on this modern 
heating product.” 

The Morristown official lists two 
methods by which he has found that 
electric heat can be sold successfully. 

1. Specialists 

2. Promotion 

Hirsch, who has specialized in elec- 
tric heating, does not believe the firm 
firm successful in 
heating trained per- 


calculated 


can be 


without 


or any 
selling 
sonnel 

“With this specialized product, it’s 
necessary to have a specialist who 
knows what he is talking about as he 
attempts to sell. He not only has to 
convince the contractor of the advan- 
tages, but more important, he has to 
see that all of the jobs for which he 
sells are done properly 

“Honesty to the consumer in ap 
proximately what heat will 
cost is vital, as is proper installation,’ 


electric 
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Hirsch continues. “One poorly in- 
stalled job will reflect directly on any 
future business we might—or might 
not—have.” 

e Promote Lines — For promotion, 
Morristown Electrical Supply person- 
nel send manufacturers’ literature and 
its own mailing pieces to potential in- 
dustrial, commercial and residential 
customers. This is done often to keep 
the name of electric heat and the dis- 
tributor synonymous and in the mind 
of the potential customer. 

Regularly, Hirsch obtains a list of 
future advertising scheduled by both 
local utilities. Because this list does 
not include what the advertisements 
will stress, the distributor calls the 
utilities once each month to find which 
advertisements will deal with electric 
heat. 

When he has this information, he 
plans his own advertising program in 
local newspapers. For instance, when 
a utility runs an advertisement on 
electric heat in a newspaper, Hirsch 
inserts an ad on the same or opposite 
page emphasizing the firm as head- 
quarters for electric heat 

At other times, Hirsch places ad- 
vertisements in several local newspa- 
pers, where the ad anpears several 
times throughout the same edition. 
This, he says, brings electric heat and 
the distributor to the attention of the 
consumer many times in the same 
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COOPERATION in the house is stressed to assist con- paper. 
tractors on supplement and all-electric heating projects. In following up inquiries from con- 
Here, Hirsch checks print with Irv Beer. 


sumers concerning electric heating 
jobs, Hirsch and his sales personnel 
always find out which electrical con- 
tractor the consumer might wish to 
use for the job. Both then not only 
work together on selling the project, 
but Hirsch also finds that many con- 
tractors called in under these circum- 
stances often return to the distributor 
as regular customers for apparatus 
and supplies. 

Hirsch emphasizes that total elec- 
tric heat means additional require- 
ments for electric service. This, he 
adds, provides an opportunity for the 
sale of more service equipment, in 
addition to more electrical conven- 
ience later for the consumer in being 
able to add additional loads safely. 

e Good Future—Morristown’s presi- 
dent feels that the growth potential 
for electric heating looks excellent. 

“To be successful, however, it’s go- 
ing to take a lot of promotion, quali- 
fied manpower and cooperation with 
utilities,” Hirsch says. “The contrac- 
tor will be able to realize from 400 
to 500% more of the available dollar 
on each house for electrical work, for 
instance. 

“We are expanding rapidly with this 
COUNTERMAN Bob Quinlisk (right) points out advantages of infant product. With the propes att 
one heating unit to contractor Harvey Winer. This contractor was tude, our sales and profits will grow 
one of many who became interested in electric heat recently. with the product.” 
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“All Our Orders Are Filled on Time’ 


Serving New York City is a tall order for 
Hobb Electrical Supply Co., Inc., but or- 
ders are filled complete and on time, due 
to an efficient delivery system. 


ELIVERING a customer’s orders on time can be a 
problem to many distributors, but not to Hobb 
Electrical Supply Co., Inc., New York City. “Not 

even the traffic congestion of the nation’s largest city 
causes a delay in orders,” according to Leo Siegel, 
treasurer. 

“We offer our 12-to 24-hour service. Although traffic 

congestion is terrific in New York City, we manage to 
get our commitments fulfilled,” Siegel said. 
e Lease Trucks—Hobb Electrical Supply has five-day 
a week truck delivery service throughout the New York 
Metropolitan Area, which includes: the five boroughs of 
the city, New York, the Bronx, Queens, Brooklyn, and 
Staten Island; Nassau and Westchester counties; and 
nearby New Jersey. For this “big city” operation, Hobb 
leases a fleet of delivery trucks on three-year contracts, 
from a New York truck leasing firm. According to 
Siegel, the company has just renewed a contract this 
year on five delivery trucks, which includes one pick-up 
type for short-haul and emergency deliveries and four 
heavy-duty units with hydraulic load lifts. 

In comparison to ownership of the trucks, Siegel main- 
tained, “Leasing allows for a more efficient operation. 
Although it is more expensive, it has less headaches.” 
He explained that the leasing firm is responsible for the 
maintenance, and storage for the trucks. 

Although Hobb Electrical Supply averages approxi- 

mately 500 deliveries a week, there is no charge for this 
service, Siegel said. The first delivery, each day, accord- 
ing to Siegel, leaves the shipping area at about 8:30 
a.m. The heavy-duty trucks are gone all day, and re- 
turn at about 5 p.m., he said. The trucks are then sent 
to the leasing company’s garage, where they are kept 
overnight. The next day they are picked up by Hobb 
drivers for daily deliveries. The light duty pick-up truck 
handles only short-haul and emergency deliveries, ac- 
cording to Siegel, and returns several times during the 
day for orders. 
e Systematic Shipping—In order to have the trucks 
leave on time, the shipments are ready the night before 
in the pick-up area of the shipping department, Siegel 
explained. “The driver with the shipping assistant loads 
the truck in the morning with the shipments for the 
day,” Siegel said. There is a crew of eight men in 
the shipping department, he indicated, which makes for 
an efficient operation. 

According to the Hobb spokesman, there is a mini- 
mum of errors and a maximum of efficiency due to a 
triple-check system used by the shipping department. 

As the orders are received, they are sent to the tran- 
scribing department, Siegel said, where they are in- 
voiced, and then sent to the shipping department. The 
order is filled in the shipping department, where it is 
checked by 1) a packer, 2) a wrapper, and 3) an audit 
clerk. Each man, according to Siegel, checks each item 
against a copy of the invoice order, before the order 
is shipped, in order to make sure it is complete. 

By using this system, “We fulfill our customer’s needs, 
more accurately and more quickly,” Siegel declared. 
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SUPPLYING customers with needed materials is easy at 
Hobb Electrical Supply with this fleet of delivery trucks. 
Light pick-up truck in center handles short haul and emer 
gency orders requested by customers. 





LOADING is made easier with hydraulic lift which is feature 
of this heavy duty delivery truck. Driver and shipping depart- 
ment assistant are checking loading 








Happy About 
Their New Home 


By Herb Cavanaugh 


HEN Reliable Electrical Supply Co., Newark, N.J., 

moved out of its old, cramped quarters and into a 

new multiple floor home on the other side of 
town, the firm not only kept the business it had, but 
increased it considerably. Why? Four big reasons. Mod- 
ern, eye-trapping showroom; huge 30-car parking lot; 
30-ft long counter; labor-saving facilities. 

Henry and Norman Krug, co-owners of the New 
Jersey electrical distributing firm, “went the limit,” in 
providing streamlined materials-handling systems, shelv- 
ing, lighting and customer-geared service facilities. 

According to the Krugs, they no longer have to worry 


SMILING Henry (left) and Norman Krug react to ques- 
tion: “How do you like your new house?” It has a host of 
labor-saving, money-saving, profit-making highlights. 


about whether or not customers will be able to park or 
get fast service at the counter. Merchandise is all under 
a 34,000-sq ft roof with plenty of cubic feet of space 
for expansion. There is plenty of space and light in the 
warehouse aisles; wide open doors that permit fast and 
efficient loading and unloading; high lighting levels in 
the offices and a spacious, attractive showroom with 
“top-notch” lighting and built-in sales personnel. 

e Showroom Area—The lighting and display areas are 
set up for 600 various types of lighting fixtures with 
ample back-up stock. Ceiling fixtures are located every 
square foot and are grouped together in 35 sections, 


SHAPING new-house ideas out of raw material, Ken Huck, Reliable’s engineer, works with architect during remodeling stage. 
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LIGHTING fixture manager Joe Siegel (left) and spe- 
cialist Dan Greenfield foresee new horizons for sales. 


Showroom Personnel 
and Counter Area 


each controlled from a wall-mounted switch. Fixtures 
are also displayed on two square columns (12 on each 
column). A recess in main showroom has various types 
of kitchen fixtures, built-in ranges and equipment. The 
showroom also has patio and garden lighting fixtures, 
outdoor porch lights and bathroom fixtures. Commercial 
fixtures are displayed in the different office areas. 

e Warehouse Features—Here are some of the high points 
in Reliable’s new warehouse: 

e Four functional doors. One near conduit area for 
loading and unloading onto contractor truck. One in 
back for general delivery (incoming bulk material to be 
palletized). One in elevator shaft. Elevator can be raised 
and lowered like hydraulic lift for shipping and receiving 
Door near packing desk for individual deliveries. 

Two modern reel racks: one for large wire and 
cable and one for lamp cord, thermostat wire, etc. Also: 
wire-cutting equipment. 

e Plenty of light, wide-aisle spacing, slotted steel 
shelving and a 3,000-lb capacity fork lift truck, capable 
of lifting up to 14-ft. 

e A mezzanine with 3,000-sq ft of space. Used for 
storage of residential lighting fixtures. 

e Service and Protection—A 225-amp capacity control 
panel (60-circuits) is used for showroom which is fed 


BIG Built-in section is part of showroom. Seen talking 


are built-in salesmen Al Randolph (left), Ed Frankel 


= 





NEW 30-ft. counter is within sight of engineering and 
executive offices. Right outside is 30-car parking Jot. 


by bus duct. Main service is 400-amp, 3-phase, four 
wire, and takes care of everything in the building. The 
burglar alarm system features internal audible and ex- 
ternal audible alarms on a dual protection system (2 
complete circuits). All lights around the building go on 
when there is a break in the main circuit. 

e Other Features—The office areas have 130-ftc of 
light, air-conditioning plus a 150-person capacity audi- 
torium for many different industry functions, 
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New Home (cont.) 





In the Warehouse .. . 


_.. And Here are Some More 


Views of the New House 


FULL RANGE of “zip” cord, thermostat wire, “S” and 
“SJ” cord, are neatly placed on new slotted-angle racks 
which can be tailored :o any variety of stock 





SPARKLING with colored lights on tum- 
bling fountain-water, Reliable’s garden and 
patio lighting area is one of big features 
in new fixture showroom 


SPACIOUS display area can accommodate 
many fixtures without clutter. At present, 
there are 600 fixtures set up—controlled 
by 230 low voltage switches 
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JOVIAL greeting plus handshake is given 
by Henry Krug to welcome Reliable visitor 
and well-wisher at open house 


EVERYTHING that’s needed for quick wire selection and 
cutting—from #14 TW or RH all the way to 500-mcm 
are few steps away from small wire racks in picture at left 


House Ceremonies... — ) 
ROOM ENOUGH for manufacturers’ men 


to set up displays—that's the story down the 


warehouse center aisle during open house 


THIRTY-CAR parking lot lies right outside entrance to counter area. Extra feature 
electric heat snow melting cables embedded 10 feet from customer service-door 
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By Following an Original Recipe: 


They re 


F MEETINGS were missiles, 
mans Supply Co., Inc., 
Cape Canaveral. 
Meetings, meetings, meetings—this 
is the formula that the Manchester, 
N.H. distributor has used to push s@es 
up, instill confidence in salesmat— 
and out well- 
informed, well-rounded, _ tightly-knit 
organization 
Three types of sales meetings have 
produce these 


Sea- 
would be 


inside and create a 


sales 


developed to 
results. They are: 

e Formal product meetings 

e Informal “cross - ventilation” 
meetings 

e Annual operation meetings 

According to Robert Seamans, treas- 
urer, Joseph March, president, 
three kinds of get-togethers develop 
selling knowledge in different ways. 


been 


and 


1. Formal Meetings 


The first category of sales meetings 
are the bi-weekly product meetings 
which are held every other Monday. 
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It's been going on for the past five 
years, but now it’s taken on a new 
glow. Every so often a “dinner prod- 
uct meeting” will be held in a nearby 
hotel, instead of on the Seamans 
premises. According to March, “they 
are dofie up pretty fancy,” running 
the entiré gamut of sales demonstra- 
tions, movies, slides and sales stories. 


Here’s the schedule of how these 
meetings are run: 
$:45—Dinner. The menu is prear- 
ranged. 
6:45—Meeting starts. Slides, movies 
presentations, demonstrations, hints 


on selling and technical aspects of 
product. 
9:00—Meeting adjourned. 

The meetings are usually conducted 
by manufacturers’ representatives with 
all male employees of Seamans invited 
to attend because “they are all poten- 
tial salesmen.” says March 

When they are not having a dinner 
meeting, product meetings are held 
on the Seamans premises every other 





Putting Meat 


Monday. These conclaves usually last 
from 7:00 until 9:00 p.m. 

e Results—The results have been out- 
lined by Messrs. March and Seamans 
as follows: 

1. Better educated outside and in- 
side salesmen and warehousemen. 

2. Inside employees can move into 
sales areas faster. 

3. Increases counter sales greatly 
because the men are not merely just 
clerks picking out goods. 

4. Over-all sales have increased sub- 
stantially. 

5. A constant renewal of enthusi- 
asm for a particular electrical product 
or line. 

In addition, manufacturers are now 
asking when they are next on the list 
to officiate at a dinner meeting. New 
lines are being decided upon, too. 

Cost? The New Hampshire elec- 
trical distributor says that the results 
of these have more than 
justified the cost incurred. 

The formal product meetings have 


meetings 
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FORMAL product meetings at local ho- 
tel include dinner, sales demonstrations, 
slides, movies, hints on selling a partic- 
ular product. Left to right are: Arthur 
Faut, sales manager, Alan McKernan, 
salesman, Connie Kelleher, Sylvania dis- 
trict manager, John Monnelly, salesman. 
This conclave and two other types of 
meetings have driven 


SALES UP as shown by graph line held 
by Robert W. Seamans (left) and Joseph 
March. Two other types of meetings are 
informal gatherings at President March’s 
house and the annual operational meet- 
ing. According to Seamans and March, 
the get-togethers are playing a big role 
in both inside and outside sales success. 


Into Sales 


also enabled the Seamans salesman to 
better train the electrical contractor 
in promoting products and on doing 
layouts for electric heat. 


2. Informal 

Recently, Seamans Supply started 
monthly-get-togethers at President 
March’s house. They are informal af- 
fairs. Their purpose is “‘cross-ventila- 
tion” for the sales force so they can 
coordinate their efforts with the pur- 
chasing and promotion departments. 
These meetings also keep the pur- 
chasing and promotion departments 
abreast of current market conditions. 

Although the goal of these informal 
meetings is coordination, the six men 
involved (outside and inside sales) 
are allowed to cover anything and 
everything that comes to mind and 
they often digress to any subject, 
penetrating into many areas. 

The meeting’s main asset lies in 
the fact that—like the London Coffee 
Houses of old—conversation covers 
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Meetings 


a multitude of things and acts as a 
catharsis that washes away differences 
and creates better understanding. 
For example, the evening may start 
out with an intense discussion on the 
wire and cable situation. Then some- 
one will say something that will touch 
off the spark on another subject such 
as lighting, electric heat, bidding, 
creative selling, etc. They talk into 
the night (sometimes they last till the 
wee hours) until it ends up on steel 
and wire again—but this time with 
a fresher outlook and solution. 
e Results—Here’s how Seamans out- 
lines the results of these meetings: 
1. Better appreciation by outside 
salesmen of inventory consciousness 
on the inside. 


2. Better understanding of prod- 
ucts stocked. 

3. Many sales problems—on how 
to sell products—are solved. One 


man’s problem may be solved easily 
by another. 
“At these meetings there is complete 








last for 
some time, but only because the sales- 


relaxation—no pressure. They 
men want it that way,” says March. 
“It’s a tribute,” he says, “that our sales- 


men look forward to these meetings.” 


3. Operational Meeting 


Ihe third type of meeting is the 
annual operational meeting which is 
held in the first week of January. All 
salesmen are taken off the road in 
late December until January 10th 

This meeting everything 
that other meetings during the year 
did and did not cover. It gives a 
history of the firm’s operational goals, 
sales quotas and an analysis of the 
previous year’s quotas. It is usually 
held in a resort area where the sales- 
men stay. The meeting is an intense 
search into the electrical wholesaling 
field and where the firm stands in it. 

Summing up, Seamans says that the 
firm is just following a belief that “a 
well informed 


better employees.” 


covers 


sales group become 
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istributor Enterprise 


ells Engineered Installations 


Townsend Hardware Co., Inc., Jackson, Tenn. makes 


a profitable specialty of alert, aggressive selling 


of engineered installations with no brakes on service 


HEN it comes to selling the “big 
stuff,” the electrical distributor 
must bring many talents to bear. 

Vital among these skills is enter- 
prise, and at Townsend Hardware Co., 
Inc., salesmen and management have 
made a profitable specialty of getting 
on the engineered installation scene 
“fustest with the mostest.” 

Typical of this electrical distributor's 

efforts along these lines was the sale 
to Lexington Metal Products (part of 
it pictured on opposite page and listed 
in box below). 
e Sniffing Sales—The sale actually be- 
gan with bird-dogging by Townsend 
Hardware salesman Brooksie Sander- 
son, who covers the Lexington, Tenn. 
area. Through initial contact with con- 
tractor J. M. Hunter, Sanderson 
learned that an industrial committee 
and local officials were negotiating 
with an unknown manufacturer to 
build a plant somewhere in the Lex- 
ington area. 

Though actual plans had not been 
drawn at the time, Sanderson and 
Julian P. Townsend went ahead and 
assisted contractor Hunter in prepar- 
ing a preliminary estimate of the cost 
of the electrical requirements for the 
building. The estimate was based on 
their joint experience on other jobs of 
like size. 

e Pinpoint Quotations—Three months 
later, Lexington Metal turned over 
building plans to Hunter and other 
contractors for formal bids. Townsend 
then supplied Hunter with quotations 
covering the _ specified materials. 
Charles Buttry, Walker division of 
ITE, coordinated the quotation of 
switch gear, panels, busway, etc. into 





TYPICAL of installations being 
sold by electrical distributor Town- 
send Hardware is this 750-kva 
general power substation, here be- 
ing inspected by Julian P. Town- 
send (left) and electrical con- 
tractor, J. M. Hunter, who did the 
installing at Lexington (Ky.) 
Metal Products plant. 


< 
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one packaged price from the various 
manufacturing divisions. 

Three days after bid opening, 
Hunter called Townsend to come to 
a meeting with the plant owners and 
engineers concerning contract awards. 
There was a problem. 

e Building Speed-up—Construction 
of the new plant was to begin imme- 
diately. The completion date: 4 months 
away. The most critical equipment: 
switchgear, panels, busway, etc. Power 
would be needed first for the produc- 
tion machines. 

As soon as he heard this, Townsend 
called ITE’s John Erb in Philadelphia 
and received verbal assurance of de- 
livery in time on the two indoor unit 
substations. Permission was obtained 
from Lexington Metal’s engineer so 
that normal channels to secure ap- 
proval were by-passed. 

Shop drawings were mailed to the 
distributor and to the engineers in 
Detroit at the same time. The ITE 
representative in Detroit contacted the 
engineers to work out any changes 
made to the drawings. Townsend then 
secured necessary approval from the 


WHAT THIS SALE INCLUDED 
1. 750-kva indoor substation 


1—15-kv fused switch 


500-kva indoor substation 
K-1600, main and one future 


6. 6 lighting panels (30 breakers) 


7. 1 lot of trolley duct 





contractor on dimensions, etc. and 
released the order for production. 

e Rolling Along—All! materials were 
ordered by Townsend and scheduled 
for shipment at a prearranged time. 
The distributor then helped the con- 
tractor set up delivery dates and 
followed up on orders prior to time 
of shipment. All shipping dates were 
verified at the time of placing orders. 

Completion of the work went pre- 
cisely according to schedule. And, 
says Julian Townsend, “This was a 
very profitable sale for us, since all 
the electrical materials were sold by 
us, plus the motor controls to the 
mechanical contractor.” 

Though the distributor handled 
much of the coordination, Townsend 
stresses that you can’t go it alone, 
especially with this kind of a job 
“The main reasons for this profitable 
sale were: good engineering by the 
architects, accurate scheduling of ma- 
terials, assistance from the manufac- 
turer, efficient follow-up by our sales- 
man. 

“As for price, our extra assistance 
was our only price concession.” 





1—750-kva askarel-filled transformer 


1—Switchboard with one K-1600 MO main and four K-600 
MO feeder and three future 


(same, 


Approximately 78-ft of 800-amp. 3-phase, 3-wire plug-in duct 
4. Approximately 600-ft of 400-amp, 3-phase, 3-wire plug-in duct 


5. 1 power panel (13 safety switches) 


except 500-kva and one 














7:30—Opens mailed-in orders. 


8:30—Credits all checks to various accounts. 


Six Steps to Better Billing 


Strict self-discipline, neatness, efficiency and the capac- 


ity to handle more jobs has made Mary Wheeler "'top- 


notch billing girl," at Twin State Electrical Supply 


ZY PHE BILLING must go out.” 
This is the motto of Twin State 


Electrical Supply Co.’s Mary 
Wheeler. And the billing does go out— 
at the rate of 100 typed and com- 
pleted invoices per day. 

Machine-made statements? Twin 
State doesn’t need ’em. According to 
the White River Junction, Vt., distrib- 
utor, Mrs. Wheeler is worth two 
people. “She gives us 100% cost con- 
trol and, given a half hour, can figure 
out sales expense, profits and costs,” 
says Robert B. Muller, president. 

President Muller says Mrs. Wheeler 
is a gold mine of valuable day-by-day 
information that management needs 
to run an efficient operation. “We 
know exactly how we are operating 
because she keeps us up-to-date,” he 
says. Starting with the company in 
1939, Mary Wheeler began as a clerk. 
Although her duties now range from 
billing and secretarial work to man- 
aging credit and taking care of the 
payroll, her official title is now treas- 
urer and director of the company. 
eTools to Success—Using a standard 
double-entry debit and credit book- 
keeping system, Mrs. Wheeler gets 
out all previous day’s billing by noon 
the next day. She is aided by another 
girl who types and does other billing 
tasks such as adding, filing and taking 
off commissions. What’s Mary Wheel- 
er’s secret? She says it’s a matter of: 
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Working ahead; 

Being neat; 

Putting things into categories; 

Placing pressure on herself in 
the form of time allotments for the 
various phases of the job. 

Although no day is exactly the 
same as a previous one (because of 
the wide variety of duties she has 
taken on), Mrs. Wheeler has set up a 
routine for the billing operation. 
Why? “Billing is my main project and 
I work everything else around it.” 

Here is how she has arranged a typi- 
cal billing day: 

7:30: Opens mail and distributes 
correspondence to proper depart- 
ments. The mail often contains orders 
from outside salesmen. The Twin 
State branch in Keene, N.H., sends 
the previous day’s billing in by mail. 

8:30: Cash-up time. Mrs. Wheeler 
credits all checks to the various Twin 
State accounts. Other girl totals 
checks and makes out deposit slips. 
Mrs. Wheeler then balances the books 
for the company’s Keene branch, the 
White River branch and Twin State’s 
appliance operation. 

10:30: All miscellaneous bills are 
paid. Regular bills are checked and 
accounts payable are posted. 

12:00: Billing is put in order by 
clerk (tickets that have been priced). 
Mrs. Wheeler extends it and costs it 
to pick up possible countermen’s er- 


rors. She then double-checks her 
extensions. 

3:30: Mrs. Wheeler takes all in- 
voices and gets one total in order to 
pick up her own errors. 

4:00: A tape is then run off to 
determine total billing and total costs. 
This is double-checked—once by a 
bookkeeping machine and once by an 
adding machine (the clerk handles the 
adding machine). 

According to Muller, “we normal- 
ly close billing three days prior to the 
end of the month. On the day we 
close, monthly billing statements are 
mailed to all customers, and I have 
a profit, loss and balance sheet on my 
desk before I go home.” 

Mrs. Wheeler says she is able to 

do this because she sub-totals all 
bookkeeping entries so that on the day 
of closing they can be totaled and 
drawn off to a trial balance. 
e Capacity for More—One of the 
big problems the distributor has in 
his billing operation is the compara- 
tively rapid turnover of personnel. 
“It’s very costly to train new help,” 
says Mrs. Wheeler, “and it takes up a 
lot of valuable time.” Personal inter- 
est in the work, one of the factors 
which has made Mrs. Wheeler be- 
come a valuable asset to Twin State, 
is necessary to create more “top notch 
billing girls.” 

The reason Mrs. Wheeler can han- 
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10:30—Checks bills and posts accounts payable. 12:00—Billing put in order. Costed, extended. 


dle so many different jobs (letters, 
consigned lamp stock reports, credit, 
payrolls, secretarial work) is this: “I 
started out as a clerk, gradually 
adding on duties one at a time until 
I could do each one swiftly and ef- 
ficiently enough to be able to intro- 
duce more tasks.” These added extras 
are done during the spare minutes she 
has between billing operations. 

e Neatness and Order—‘The big 
secret lies in neatness and order,” she 
claims. “It’s the first thing you have 
to strive for. If you know where 
everything is, then you can get to it 
that much faster.” 

Mrs. Wheeler says that a lot of 
assistance in maintaining this apple- 
pie-order condition has come from 
the location of the pricing depart- 
ment, which has its window right near 
her desk (see photo, upper right). 
“Our pricing man, Leon Adams, puts 3:30—Adds up all invoices and gets one total. 
it in my basket as fast as he prices it. 
All I have to do is reach over, pick 
it up, and put it in order—ready to be 
completed and sent out.” 

Twin State says that Mary Wheeler’s 
“terrific control over her job, has 
been one of the potent elements in 
the firm’s growing business.” 





Bs ‘ * 


Neatness counts 4:00—Tape is run off to get total billing and cost. 
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Pinpoints the Information You Need on... 





By J. F. McPartland 
And W. J. Novak 


HE FUNDAMENTAL require- 
ment for electrical utilization is 
the electric circuit. 

As stated previously, a circuit con- 
sists of a source of voltage (or elec- 
tron pressure)—such as a battery, a 
generator or any terminals across 
which a voltage exists—one or more 
“load” devices which will use the cur- 
rent provided by the source, and a 
closed conductive path—such as insu- 
lated wires—from the negative termi- 
nal of the source, through the load 
and back to the positive terminal of 
the source. This arrangement is es- 
sential to all types of useful circuits: 

1. The typical lighting branch cir- 
cuit gets voltage pressure from the 
busbars in the panel; wires are run in 
cable or conduit to outlets where load 
devices—fluorescent and incandescent 
luminaires — are connected to the 
source; and current flows when the 
circuit is closed by a wall switch. 

2. A motor circuit may get voltage 
from power panel busbars or from 
spliced connections to feeder conduc- 
tors; wires complete the path to the 
motor; and the motor is the load. 

3. A feeder circuit is any circuit in 
an electrical system which feeds a 
number of branch circuits. A typical 
example would be the conductors in, 
say, an Office building which run from 
the main switchboard in the basement 
up to a panelboard on one of the 
floors. In such a case, the terminals 
on the switchboard constitute the volt- 
age source, the conductors to the pan- 
elboard busbars make up the closed 
circuit path and the load is considered 
to be the sum of the loads of the 
branch circuits supplied from the pan- 
elboard. 

4. A supply circuit or service en- 
trance circuit to a building has the 
utility line terminals as the voltage 
source, the conductors connecting to 
the building service equipment as 
the closed circuit and all of the load 
devices in the building—lights, appli- 
ances, motors, etc.—as a single effec- 
tive load at the main switchboard in- 
coming terminals. 

Any of the above types of circuits 
might be direct-current circuits or al- 
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Circuits 


ternating current circuits depending 
upon the operating character of the 
voltage source, whether it is ac or dc. 
Such circuits might operate at any of 
the voltage levels in use today, rang- 
ing from below 50 volts for various 
signal and control circuits, through 
the common 120-, 208-, 240-, 277-, 
480- and 550-volt circuits used for 
lighting and power loads, to the high- 
er voltages—2,300; 4,160; 4,800; 13,- 
000 and up—used for distribution of 
large amounts of power. It should be 
noted that all of these circuits are 
normally operating, useful circuits. 
There is a condition which can occur 
in any circuit in which failure of in- 
sulation in equipment or in conduc- 
tors provides a closed path of current 
flow that is not through the load. Such 
a condition is called a “short circuit.” 
In any electrical circuit, the flow 
of current depends upon the character 
of the voltage source and the nature 
of the conductive path through the 
entire circuit. As a result, there are 
different types of current flow. 
Direct Current is current which flows 
through the circuit in the same direc- 
tion at all times and with almost con- 
stant strength. A direct current flow 
in which the strength is always the 
same, such as from a battery, is often 
called a “continuous” current. Direct 
current in which the strength of flow 
rises and falls during the time of flow 
is called “pulsating” direct current. 
This latter current is produced by a 
de generator, but if the amount of the 
pulsation is small compared to the 
overall value of the current, the 
current is effectively direct current. 
Alternating Current is the type of cir- 
cuit flow produced by a voltage source 
which alternates the direction of its 
electron “push.” Say a source has 
terminals marked | and 2. Then—on 
a fixed time schedule, say, 120 times 
per second—the source will exert 
pressure first from | toward 2, then 
from 2 toward 1. Naturally, current 
in the circuit will respond to this al- 
ternating pressure and will itself alter- 
nate direction of flow in time with the 
alternations of pressure. Electrons will 
quickly flow one way, stop, reverse 
direction, stop, reverse direction, etc. 
During the period between each re- 
versal of direction, the current starts 
from a value of zero amperes, rises to 
a Maximum value of so many amperes 


and then decreases to zero. This al- 
ternation is the basis of our modern 
60 cycles of current alternation per 
second. Each cycle consists of flow 
from zero-to-maximum-to-zero in one 
direction and zero-to-maximum-to- 
zero in the opposite direction. There 
are 120 half cycles and 120 reversals 
of flow direction per second. 

Although the characteristics of al- 
ternating-current circuits differ great- 
ly from those of direct-current cir- 
cuits (and will be discussed separately 
later), there are a number of funda- 
mental rules common to both types 
of circuits. One of the most important 
of these is Ohm’s Law and applies to 
ac and de circuits 

George Ohm, a teacher of math 
and physics in Germany, set forth a 
law in 1827 covering the behavior of 
electrical circuits. According to his 
law, a fixed relationship exists among 
current, voltage and resistance in a 
closed circuit. The law may be stated 
in three ways: 


1. The current flowing through a cir- 
cuit is equal to the voltage applied to 
the circuit divided by the total resist- 
ance in the circuit 
I E where 
R 
I—current in amperes 
E—voltage applied, and 
R=resistance in ohms 
If 120 volts is applied to a circuit 
containing a total resistance of 12 
ohms, a current of 10-amps will flow. 


2. The voltage applied to a circuit is 
equal to the current flowing through 
the circuit times the resistance of the 
circuit. 

E IR 
If a current of 30 amps is flowing 
through a circuit with a total resist- 
ance of 16 ohms, the voltage of the 
circuit is 480 volts 
3. The resistance of a circuit is equal 
to the voltage applied to the circuit 
divided by the current flowing through 
the circuit. 

R E 

! 

If a circuit has 240 volts applied to it 
and the current flow is 8 amps, the 
total resistance is 30 ohms. 


Next Month: Circuits Il 
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Class of 1960: 
Grad Gallery 


Lge SECOND graduating class of ELECTRICAL WHOLE- 
SALING’s “20-Hour Electrical Course,” which is pre- 
sented here, includes 35 men from most parts of the 
nation. This represents 10 more than were in the first 
graduating class earlier this year (EW—Feb. °60, p. 58). 

Among the graduates were nine distributor personnel 
from the same firm who met together to take the course 
(page 66). All who passed the test were distributors, 
with the exception of one power sales adviser of a rural 
electric cooperative. 

The overall opinion about the course was one of 
satisfaction. From answers to questionnaires concerning 
the course, most graduates expressed opinions that the 
content not only was valuable to the novice in the elec- 
trical industry, but that it was an excellent refresher to 
veterans. 

Those who took the course ranged in positions of vice 
president, advertising and sales managers, inside and 
outside salesmen and counter and warehousemen. All 
said that the course has assisted them to sell and serve 
customers better in the future. 

Of the 35 graduates, 31 are pictured on this and the 
following three pages. No pictures were available for the 
remaining four. These names and brief backgrounds are 
listed on page 66. 

[his course is currently being offered 


Daniel F. Conlin George A. Drummond 


As an outside salesman 
who sells all items that the 


George A. Drummond, 
assistant manager and pur- 
contractor or _ industrial chasing agent of Carr Elec- 
firm might use, Daniel F. tric Supply Co., Pittsfield, 
Conlin, Keystone Electric Mass., says the 20-hour 
Co., Inc.. Worcester, electrical course was well 
Mass., says the electrical worth the time and effort 
course “posed a wide range spent. “A good course for 
of practical electrical prob- everyone connected with 
lems that I, as a salesman, the electrical industry.” 
encounter every day.” Drummond is a member of 
With Keystone for two the Illuminating Engineer- 
years, Conlin has an E.E. ing Society. He is 44, 
degree from Worcester Jr. married and has a daugh- 
College. His hobby is elec- ter. Favorite spectator 
tronics. Favorite sports are sport: football. Favorite 
boxing and __ basketball. activity: bowling. He’s 
Conlin is 25, married with been with the New Eng 
three children—two boys land electric supply firm 
and a girl. for six years. 
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Walter E. Bishop 


Counter salesman Wal- 
ter E. Bishop, Basic Elec- 
tric Co., Columbus, Ohio, 
says the 20-hour electrical 
course gave him the op- 
portunity to “read and 
learn about a lot of tech- 
nical data that I would 
not have otherwise ac- 
quired.” Bishop has been 
with the Ohio firm for two 
years. His favorite pas- 
times are playing football 
and basketball “in the 
backyard,” watching base- 
ball and football and 
“working around _ the 
house.”” The counterman is 
30 years old, married and 
has a son. 


Harold Gilger 


Harold Gilger, outside 
salesman for American 
Electric Co., Wichita, 
Kan., specializes in small 
appliances, fixtures, ap- 
paratus and wiring devices. 
Gilger says that he has 
found the 20-hour course 
extremely helpful—both as 
a review and for new in- 
formation. With the com- 
pany for five years, Gil- 
ger is 37, married and has 
a son and a daughter. 
Golf, football and basket- 
ball are his favorite spec- 
tator sports. Actively, he 
plays golf. He is a mem- 
ber of the Masonic lodge 
and American Legion. 


Larry G. Bolan 


Having taken the elec- 
trical course, Larry G. 
Bolan, an outside sales- 
man with American Elec- 
tric Co., Wichita, Kan., 
finds it has “bridged many 
gaps and it is now easier 
to talk to electricians in 
their own language.” With 
his new fluency in the 
language of the electrical 
industry, Bolan expects 
additional sales in his spe- 
cialty of lighting and elec- 
tric heat. Married and the 
father of three boys, he 
has been with the com- 
pany seven years, and at 
the age of 29, enjoys 
water skiing and fishing. 


James Thomas Goslee 


Counter salesman and 
former electrician James 
(Jim) T. Goslee plays just 
about every sport in the 
book and likes to watch 
football and track. He spe- 
cializes in AM-FM built- 
ins, radio and stereo in- 
tercom applications and 
electric heat, for Mc- 
Cleery-Carpenter Electric 
Co., Columbus, Ohio. He 
feels the 20-hour course 
books are “the finest I’ve 
ever read in the field and 
I'll be reading them again 
and again.” Goslee is 31, 
married, with a son and 
daughter. His hobbies are 
reading and electricity. 
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Herman Borchardt 


“It was equal to the 
best available from col- 
leges, considering its 
scope, and was a rare op- 
portunity.” That’s what 
Herman Borchardt says 
about the 20-hour course. 
Borchardt is an outside 
salesman for American 
Electric Co., St. Joseph, 
Mo., and has been with 
the company for 36 years. 
He specializes in construc- 
tion materials. Mountain 
climbing, exploration of 
the U.S. National Parks 
and scenic areas, concerts, 
photography work, motion- 
pictures and music take 
up his leisure time. 


Melvin C. Graves 


“A wider and more 
overall understanding of 
electrical applications” is 
the income that Melvin 
G. Graves received from 
the 20-hour _ electrical 
course. Graves is a counter 
salesman for State Elec- 
tric Supply, Inc., Oakland, 
Calif. Nine years with 
State Electric, Graves is 
31, married and presently 
attending college. His pre- 
vious experience: electrical 
retail sales. In off-hours, 
he watches football, bas- 
ketball and baseball. 
Hi-Fi, gardening, photog- 
raphy and stamp collect- 
ing are his hobbies. 


Kenneth R. Burkhardt 


Kenneth R. Burkhardt 
has been employed with 
New England Electric Sup- 
ply Co. for 12 years. At 
present, he is an outside 
salesman with the Paw- 
tucket, R.I., firm. Prior 
to joining the electrical 
wholesaling company, 
Burkhardt attended the 
University of Rhode Is- 
land, where he received a 
Bachelor of Science and 
Electrical Engineering de- 
grees. “All these courses 
are very helpful,” the 
salesman comments. 
Burkhardt is 37, married, 
and has two children: one 
boy and one girl. 


Arleigh Herink 


As “power sales adviser” 
at Flint Hills Rural Elec- 
tric Cooperative Assn., 
Inc., Council Grove, Kan., 
Arleigh Herink says “the 
20-hour course is one of 
the most outstanding 
home study courses I 
have ever taken, and it 
would be a helpful tool 
to anyone in this indus- 
try.” With the company 
for 14 years, his specialty 
is promoting the use of 
electrical equipment. Her- 
ink is an IES and IAEI 
member. His favorite pas- 
times are golf and magic 
Herink is president of 
a local country club. 
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Alfred Cicconi 


As an inside salesman 
who handles contractor 
orders for Brady Supply 
Corp., Elmira, N. Y., Al- 
fred Cicconi found the 
electrical course was a 
good chance for him to 
brush-up on his 10 years 
experience in the elec- 
trical industry while af- 
fording him greater con- 
fidence for dealing with 
customers. Though he 
sells all items that an 
electrical contractor 
might use, Cicconi is most 
interested in motor con- 
trol. He is 33, married 
and has four girls and 
two boys 


Philip A. Hickey, Jr. 


Flying, horseback rid- 
ing, sports and _ portrait 
painting are the varied in- 
terests of outside salesman 
Philip A. Hickey, Jr., New 
England Electric Supply 
Co., Pawtucket, R.I. A 
graduate of the RI 
School of Design, Hickey 
does field application en- 
gineering, covering “a 
complete range of indus- 
trial electrical equipment. 
The 20-hour course,” he 
says, “was very beneficial 
to me.” While he’s busy 
with avocations and boy 
scout Hickey 
also spends time with his 
six children 


activities, 


Donald E. Clark 


Residential wiring ma- 
terials and lighting fixtures 
are the specialties of Don- 
ald E. Clark, counter 
salesman for Richmond 
Electric Co., Richmond, 
Ind. Clark started with the 
company over two years 
ago. He says, “I’ve used 
the knowledge _ gained 
through the course many 
times on the job. I have a 
richer understanding of the 
electrical field and am bet- 
ter able to serve our cus- 
tomers.” Clark is 25, mar- 
ried and has three chil- 
dren—two boys and a girl. 
He prefers baseball, foot- 
ball and fishing 


Dan Jach 


Dan Jach is an outside 
salesman with Westing- 
house Electric Supply 
Co Milwaukee, Wis., 
who found that the elec- 
trical course increased his 
knowledge of many new 
facts and applications and 
proved to be a good re- 
view of what he _ has 
learned since his associa- 
tion with the electrical in- 
dustry five years ago. Jach 
is 30, married and the 
father of a boy and a girl 
In his leisure, when he is 
not working on his hobby 
of photography, his pas 
times are golf, 


and tennis 


bowling 


CONTINUED 











Gallery of Grads (cont.) 











GRADS from Scott Electric are left to right; front row: 


Michael Spino, Larry Sabol, Sam Scott, Glen Miller. Second 


EVELOPMENT of knowledge at Scott Electric Co., 

Greensburg, Pa., goes hand-in-hand with its growth 
and profits, according to Lawrence Sabol, advertising 
manager of the company. Nine men, ranging in position 
from vice president to warehouseman, assembled together 
two nights a week and cracked the books of EW’s 20- 
hour electrical course. The lessons started with a one- 
hour period of study followed by a period of discussion. 
Personal experiences with customers were brought out 
in the latter phase. Says Sabol, “the results and general 
consensus of opinion concerning the course have been 
very favorable.” 

Here are brief biographical notes about the nine Scott 
men who were “graduated:” 

Leo Balcerek, counter salesman, has been with Scott 
Electric for 14 years. He’s 39, married and has five 
children—three boys, two girls. An American Legion 
member, Balcerek likes to play and watch “all sports.” 
Commenting on the course, he says, “I’ve found it very 
advantageous in my work.” 

John Brodak, Jr., warehouseman, has been with the 
company for about two years. He is 19, finds the 20- 
hour electrical course has given him a chance to con- 
tinue his schooling on an “interesting subject with three 
fine books as my teachers.” Brodak’s hobby is automo- 
biles. He prefers to participate actively in basketball 
and track. 

William Eicher, inventory clerk, says the course was 
a very good aid to him in his job. He’s been with the 
company for eight months, is 22, and his favorite pas- 
time is sports. 

Kenneth Lomicka, purchasing department, has been 
with the company for over 2 years. He is 22, likes 
music, stock car racing, baseball and golf. Lomicka says 
he found the course “very interesting and within the 
grasp of someone who has little electrical experience.” 

Glenn Miller, like his band leader namesake, enjoys 
good music. He also prefers photography, fishing, bowl- 
ing and sports. Miller is sales manager of Scott. He’s 
been with the firm for 14 years. Miller, who has worked 
as a coal miner, soldier and steel worker, is 32, married 
and has a daughter. He belongs to the American Legion 
and Holy Name Society. He says the course was a good 
review and helpful on layout and system’s design. 

Larry Sabol, advertising manager, has been with Scott 
for one year. He is 21, and has 2 years formal education 
at University of Pittsburgh. Hobbies: singing, youth 
work. Sabol likes sports, is an assistant scoutmaster and 
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row: Leo Balcerek, John Brodak, Peter 
iam Eicher. In the rear: Ken Lomcka 


Sewchek, Will- 


member of the Huntington Athletic Assn. He found the 
20-hour course “enlightening and very helpful in my 
everyday work.” 

Samuel Scott, vice president of the firm says the 20- 
hour electrical course was “an excellent idea, one that 
the electrical wholesaling industry has needed for a long 
time.” Scott’s hobbies, pastimes and leisure are spent in 
reading and studying “everything concerning this in- 
dustry.” 

Peter Sewchek, receiving dept., has been with the firm 
for seven years. He is 35, married with two sons. Sew- 
chek’s hobby is reading. He likes to watch baseball and 
football and play baseball himself. He is a member of 
the Veteran’s of Foreign Wars and the Loyal Order of 
Moose. 

Michael N. Spino, outside salesman has been with the 
company for 14 years. He’s 36, married, has a boy and 
a girl. Spino is a member of the Jr. Chamber of Com- 
merce, Civic Theater, Hill-Top Club, Keystone Amateur 
Softball Assn., Holy Name Society. His hobby is acting 
and softball. About the course: “found practical use in 
the field for the information all three of the books gave 
me. 


...and grads we had no pictures of: 
Edward J. Bland 


through experience, and 
Edward J. Bland is em- the 20-hr. electrical 
ployed at E&H Electric course.” Bryant is 32, 


Supply Co., Louisville, Ky married, with two boys. 


Clyde R. Jones 

Clyde R. Jones, outside 
salesman for Westinghouse 
Electric Supply Corp., in 
He’s the assistant mana- Pittsburgh, Pa., says his 
ger of the Tennessee Val- specialty is in all prod- 
ley Electric Supply Co., ucts. He also claims that 
Nashville, Tenn. With the EW’s 20-hour electrical 
company for eight years, course was a “very good 
Bryant has a B'S. in E.E. review and refresher of 
from the University of practical applications.” 
Tenn. He says that there 
is much to learn in the 
electrical industry that is 
not taught in school. “The 
only way to learn is 


Julian E. Bryant Jr. 
Julian E. Bryant, Jr 

specializes in selling pole- 

line equipment to utilities. 


Rondal C. Niehoff 

Rondal ¢ Niehoff is 
employed at Heintz Elec- 
tric Co., Quincy, Il. 
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O. Ben Johnson 


Residential lighting fix- 
tures are O. Ben Johnson's 
specialty. He sells them for 
the Stuart C. Irby Co., 
Jackson, Miss. With Irby 
for 10 months, Johnson is 
an inside salesman with a 
B.S. degree from Miss. 
State Univ. He is 23, 
married, a member of the 
Jackson Jr. Chamber of 
Commerce. According to 
Johnson, the course, “filled 
in his understanding of 
theory and increased his 
knowledge of application.” 
Johnson’s passive Dastimes 
are football, baseball, box- 
ing. Golf, basketball and 
fishing are active interests 


Dexter Tice 


Dexter Tice, McGowan 
Electric Supply Co., Tal- 
lahassee, Fla., is a com- 
bination price clerk-coun- 
ter salesman with a pref- 
erence for motor controls 
and signal devices. Tice 
says the 20-hour course 
helped out in_ getting 
“the correct size wire 
on runs, and in being more 
able to describe electrical 
items to customers. It is 
very valuable to fledgling 
wholesalers.” Tice is 48. 
and has three sons and 
a daughter. He watches 
football and plays softball. 
His hobbies are hunting 
and fishing. 


Robert L. McLaughlin 


Tying loose ends to- 
gether is how the electri- 
cal course assisted Robert 
L. McLaughlin, outside 
salesman with Basic Elec- 
tric Co., Columbus, Ohio. 
McLaughlin says that the 
course has helped him “tie 
a lot of loose ends togeth- 
er concerning the selection 
and application of electri- 
cal equipment.” Previous- 
ly a counterman, Mc- 
Laughlin has been with 
Basic Electric for 7 
months. He is 32, married, 
and is the father of three 
children—two boys and a 
girl. McLaughlin attended 
Ohio State University. 


Michael L. Tonya 


Outside salesman Mi- 
chael Tonya of Basic Elec- 
tric Co. of Columbus, 
Ohio, was formerly a 
warehouseman, counter- 
man and inside salesman 
before joining Basic over 
a year ago. Tonya is 33, 
married and has two boys. 
Actively, he hurls horse- 
shoes and softballs in his 
spare time and as a pas- 
sive sportsman he watches 
hockey and football. Hob- 
bies: fishing, reading and 
hunting. Tonya says that 
the 20-hour _ electrical 
course “really helped to 
make things fall into place 
logically.” 
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Isaac Garza Mora 


Isaac Garza Mora, of- 
fice clerk and auxiliary 
salesman for General 
Electric Supply, S.A. de 
C.V., Monterrey N. I 
Mex., is the first of our 
Latin neighbors to pass 
the 20-hour _ electrical 
course. His comment? “It’s 
a great aid to increase re- 
sponsibility, confidence 
and profit or income in 
the electrical business.” 
Mora specializes in dis- 
tribution equipment, frac- 
tional hp motors and 
spare parts. He is 38, 
married and likes bull- 
fights, baseball, drawing 
and collecting books 


Russell E. Van Zanten 


Apparatus and supplies 
specialist, Russell E. Van 
Zanten, 7 years with West- 
inghouse Electric Supply 
Co., Detroit, Mich., is a 
graduate electrical engi- 
neer from Lawrence In- 
stitute of Technology. He 
is also a member of the 
Illuminating Engineering 
Society. He says that the 
course was a wonderful 
review of all topics “gen- 
erally encountered by the 
distributor salesman.” Van 
Zanten is 31, married and 
has two daughters. He en- 
joys hunting, fishing and 
amateur radio when he 
finds the time. 


Robert M. Spiess 


Inside salesman and 
buyer, Robert Spiess of 
Dauphin Electrical Sup- 
plies Co., Harrisburg, Pa. 
says the information in the 
20-hour course text books 
will always be a good ref- 
erence for him. Spiess 
started with Dauphin Elec- 
trical 10 years ago. He is 
34, married and has three 
children—a son and two 
daughters. Spiess is a 
member of the Junior 
Chamber of Commerce 
More or less the passive 
sportsman, Spiess prefers 
to hunt and fish when he 
has free time from the 
office and home 


James A. Walters 


James A. Walters is a 
counter salesman with 
Richmond Electric Co., 
Richmond, Ind. Previously 
a tool maker, Walters says 
that the electrical course 
helped him gain a better 
understanding of electric- 
ity and how to use it. 
“The course has been a 
great help to me,” he 
says, “and I'll be able to 
do a much better job be- 
cause of it.” Walters is 27, 
married, with two. girls 
and a boy. In his leisure 
hours he likes fishing, 
bowling, gardening, foot- 
ball and basketball for 
hobbies. 








OUTSIDE OF SUPPLY house shows retail establishments on either side of firm. 


Builder of shopping center encouraged Stillerman to move 


as drawing factor. 


New Area Pays Off 


A move to a retail shopping center has paid off for 
Stillerman Electric Supply Co. in plus lighting sales 


MOVE to a branch operation in 

a retail shopping center in Indi- 

anapolis, Ind., has provided in- 
creased sales and profits for Stillerman 
Electric Supply Co., Inc. 

Sales Manager Larry Stillerman 
says the move to a retail area was 
made for two reasons. 

“First, there was no other electri- 

cal distributor located in this particu- 
lar area,” he adds. “In addition, the 
builder of the shopping center en- 
couraged the move because he be- 
lieved that a residential lighting show- 
room would be a drawing factor for 
the center.” 
e Lighting Stressed—-Although ap- 
paratus and supplies are sold at the 
branch, residential lighting is stressed. 
Because of the type of area in which 
the branch is Stillerman 
wanted to provide a showroom that 
not only would attract the attention 
of potential customers, but also make 
possible facilities in which customers 
would be able to choose from a com- 
plete selection of fixtures. 


located, 


The completed showroom houses 
approximately 500 fixtures, none of 
which is duplicated. “Also” tags hang 
from most fixtures, meaning that the 
particular style is also available in 
other colors and stock in 
the warehouse. 

The selection, Stillerman says, var- 
ies from project fixtures to imports. 
All ceiling fixtures are suspended from 
overhead trolley busway for ease in 
replacing or changing displays. 


also is in 
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INSIDE shows some 500 fixtures, none 
of which is duplicated. 


The showroom is 3,000-sq ft. An 
equal amount of floor space is in- 
cluded in the counter area and ware- 
house. Above the latter areas, how- 
ever, Stillerman has erected a balcony 
that provides an additional 3,000-sq 
ft for warehouse space. Here, only 
lighting stock is maintained which 
provides a variety for customers. 

All stock in the balcony area is 
alphabetized. The Kardex filing sys- 
tem indicates in what row a particular 
fixture or manufacturer can be found. 

This enables the distributor to give 
faster Customer service. 

“The move to a retail area has been 
profitable for us,” Stillerman says. 
“We not only are accessible to the cus- 
tomer, but we also are equipped to 
provide him with what he wants when 
he wants it.” 





What’s Your EMP*? 


. . « We're talking about your 
*Electronics Market Potential. 

ELECTRICAL WHOLESALING 
has been publishing practical, 
idea - filled distributor case 
studies on the marketing, the 
profits—and the pitfalls—con- 
nected with selling industrial 
electronics, for the past five 
years. 





In that time, the idea has 
changed from a faintly inter- 
esting concept to a concrete, 
workable, profitable practice 
for many an electrical dis- 
tributor. 

Before you consider whether 
or not you can better serve 
your customers—and your- 
self—by getting into the in- 
dustrial electronics act, you 
need a logical starting point. 

Here it is, in the fold-out 
page at your right: a simple, 
easy to use, easy to interpret 
interview form. Use it for key 
industrial customers—use it 
for all industrial customers. 
But please use it. 

This handy research tool 





will give you your EMP—your 
Electronics Market Potential 
—and perhaps, your key to a 
new and profitable business. 
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DIFFUSED JUNCTION 
AND ALLOY JUNCTION 


Jung-Sol Silicon Power 





250 ma to 100 amps 





Tung-Sol silicon rectifiers were designed 

to serve with unqualified dependability 

in the most exacting military and commercial 
applications. They're precision engineered 

to assure your customers the utmost in top- 
performance uniformity and stability and to 
function at maximum capacity even under 
the most severe environmental and electrical 
overload conditions. You sell with confidence 
when you sell Tung-Sol silicon rectifiers 

You can be sure that Tung-Sol silicon 
rectifiers carry with them the built-in 
reliability and peak performance standards 
associated with all Tung-Sol components 


What's more, this select line was especially 
designed to fit the broadest variety 

of applications. Each of these versatile units 
delivers across-the-board utility and w 
directly replace many existing types 

Write for Tung-Sol silicon rectifier 
interchangeability chart and information about 
the Tung-Sol line—industrial and military 
electron tubes, germanium transistors and 
silicon rectifiers. Tung-Sol Electric Inc 
Newark 4, New Jersey 





StandardJEDEC configurations 
StandardJEDEC specifications 
Standard JEDEC numbers 


but with Tung-Sol’s unsurpassed 


Standardfor reliability (ts) T UJ N G S 0 Il 
” 
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ELECTRICAL 
a dalel(-t-t-lilale 


Interview Guide 
For Determining 
Your Electronics 
Market Potential 


industrial electronics—it’s right now. 

Big things are happening. Many electronics manu- 
facturers are crystallizing marketing plans; many 
more are trying to lay out long-term distribution sys- 
tems designed to put them in most favorable com- 
petitive positions in the quickening race for this bur- 
geoning, multi-million dollar market. As automation 
and other stimulants are felt, your customers are more 
needful of electronic supplies and reliable sources to 
service their requirements. 

A catalyst in this process of choosing channels is 
the ever-growing group of old-line electrical manu- 
facturers who have entered—or are entering—the 
electronic field. 

Their marketing moves are bringing direct pres- 

sure to bear on full-functioning, industrial-type elec- 
trical distributors who have done top apparatus and 
supplies selling for them in the past. 
e It's Up To You—In light of these significant de- 
velopments—how do you fit in? If your selling is 
keyed to industrials—particularly OEMs—now is 
the time for some do-it-yourself market research. 

As a first step, ELECTRICAL WHOLESALING offers 
this survey interview form (right), especially designed 
to be used in the field with your industrial customers. 
The object: to gain information that will give you 
a quick picture of your potential market and enable 
management to form a factual basis for the start of 
deliberations on entering industrial electronics. 

With the EW interview guide, salesmen can pin 
down basic types of electronic products now pur- 
chased, specific brands, who is supplying the prod- 
ucts, how they are being used by the customer, ap- 
proximate dollar volume involved and—perhaps most 
important to you—just what these industrials look 
for in the way of services and stock from suppliers. 

EW will supply reprints of the form in any quantity 
to electrical distributors who write for them. If you 
want to reproduce it with your letterhead, please 
write for permission, first. 


|" EVER there was a time for decision on selling 
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1. If you or anyone else in your company purchased any of t 
source of supply, (3) indicate whether you used the produ 
mate the dollar volume of your purchases for each produc 


BRAND PURCHASED: 































































































Electronic Electrical 
Distributor Distributor 
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2. Please comment on the factors most important to you co 
price, customer service — such as.engineering help, anc 


y of the following electronic components in the last 12 months, please (1) name the brand purchased, (2) check the 
product in your plant ‘‘replacement”’ — or as part of the product you manufactured — ‘‘OEM."’ Also, please approxi- 
















































































roduct. 

SOURCE OF SUPPLY: FOR USE IN: 1959 PURCHASES: 
trical Manufacturer's Electrical Other Replacement OEM Replacement OEM 
ibutor Salesman Contractor (Specify) 

= ! z $ $ 
- ©. pe aes $ $ 
LJ = a L] i $ $ 
Laced C) $ $ 
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$ $ 
LJ LJ LJ $ $ 
O = 2 : : 
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= <= Cl ca [ $ $ 
[ C) CJ $ $ 
[ C) CJ $ $ 
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y concerning a distributor supplying you with electronic parts (these factors might include: availability and delivery, 


and breadth of stock). 


NAME 





COMPANY 











|” CONNECTOR SYSTEMS 
FOR FLAT 
CONDUCTOR CABLE 


POS-E-FLEX™ SYSTEM 


. Tap... Terminate flat multi-conductor 


ENGINEERED 





Inter-Connect . . 
cable in new or old equipment, with the T&B-Engineered 
Pos-E-Flex System. Designed for low-voltage, low-power 
commercial and house-wiring applications. One con- 
nector takes any conductor spacing in a given cable width 


—conductors always align perfectly. A complete line. 


Easy fo install 
or disconnect 


No specialtooling needed. Adapters available for connect- 


ing flat conductor cable to conventional wiring or plugging 
into new equipment. Provides direct cable-to-cable contact. 


POS-E-KON™ SYSTEM 


patents pending 


For military and other precision applications, basic con- 
nector is custom-adapted for any installation. Interconnect 
or terminate flat multi-conductor cable or flexible printed 
circuitry with this completely dependable, easily installed 
fitting. Designed to your requirements, the Pos-E-Kon Line 
is as versatile and extensive as your needs. Many standard 


items to choose from. 


WRITE FOR COMPLETE INFORMATION 
TO T&B’s POS-E-KON DIVISION. 


THE THOMAS & BETTS CO. 


INCORPORATED 


ELIZABETH. NEW JERSEY — IN CANADA THOMAS & BETTS. LTD. MONTREAL 


SOLD COAST TO COAST EXCLUSIVELY BY YOUR LOCAL T&B DISTRIBUTOR 
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T&B DISTRIBUTORS 
GEARED FOR 
ELECTRONIC SELLING 


N. J. MacDonald 


As specialists in the design and 
manufacture of electrical fittings, 
we recognize the Distributor as 
specialist in his field — namely, 
Sales ... Service ... and Local 
Inventory. 65 years of experience 
has convinced us that wholesaler 
distribution reduces the selling 
price of electrical supply material 
to the user. Therefore, our policy 
of exclusive distribution through 
the electrical wholesaler is essen- 
tial to our planning for present 
and future expansion. 


Without any reduction in em- 
phasis on our familiar, well-estab- 
lished shelf goods, we are moving 
— with additional new lines of 
products into such fields as 
Original Equipment and Electron- 
ics; markets which have tremen- 
dous potential. In these new mar- 
kets we will, as always, rely upon 
the Distributor as our selling force 
to the end user; and we, in turn, 
will continue to offer our whole- 
hearted cooperation through the 
T&B Plan. 


N. J. MacDonald 


President 


THE THOMAS & BETTS CO. 














IMCORPORATEO 
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Here you see how easily new LPI troffers fit into flutes 
of Robertson Q-Deck. These rugged, die-formed steel 
fixtures are UL-listed with CBM-certified rapid-start 


ballasts, and are available in six stock diffuser types. 
Cross section shows simplicity of unit and convenience of 
installation. Troffers are wired complete, ready to go in. 


New LPI troffers for Robertson roof deck 


Note simplified treatment of the flush lighting. Adjacent 
cells can be closed off with acoustical ceiling material. 


Versatile Robertson Q-Deck brings all the advantages 
of quick, clean, dry construction to modern buildings. 
LPI’s new roof deck troffer is specially designed to com- 
bine with steel roof deck as a low-cost, functionally 
handsome ceiling and lighting system. 

Architects, engineers, and contractors everywhere are 
discovering that the happy combination of Q-Deck and 
LPI troffers installed within the cells gives them an 
attractive low-cost lighting scheme for many new- 
construction situations. 

Self-aligning hangers make for easy installation. 
Maintenance is simplified by easy-operating framed, 
hinged diffusers and by ready accessibility of all com- 
ponents. A wide choice of diffusers, including six stock 
models in formed acrylic, plastic louver, ventrolens, and 
glass, provides a selection of troffers for all applications. 

For more information, write for 
Roof Deck Troffer Bulletin 


FLUORESCENT 
LIGHTING 


Lighting Products Inc., Highland Park, Illinois 
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OUTSIDE SALESMAN’S GEAR—Materials displayed here in; 
are carried Dy salesman in single briefcase 
salesman’s handbook, made up of illustrated price sheets in 
(C) manufacturers’ 
condensed-type catalogs; (D) folder containing 
records, 
requests, credit applications and lamp contract forms); (E) 
cards to be left when customer isn’t 


a Kalamazoo binder; (B) order book; 


forms (quotation requests, expense 


order cards and other 


They (A) 


are: 
slide rule, a 
“on-the-spot” 
return goods 


(F) customer premiums (mechanical pencils, etc.); ‘G) 
product samples; (H) several slide rules, including a lighting 
motor 
folder containing salesman’s itinerary and his 
All salesmen at May Electric Supply, Kewanee, Ill. use this 
concentration-in-a-briefcase 
illustrated price sheets, published according to the NAED’s 
suggested standard specifications and put in one volume 


control calculator and wire gauge; (ID 


report sheet 
manufacturers’ 


system featuring 


Standard Price Sheets Save Sales Time 


SAVINGS of ten 

the electrical distributor 

man on a single sales call may 
not appear to be a tremendous bene- 
fit. But it is the accumulation of these 
ten-minute savings on the part of all 
of a distributor’s salesmen that may 
make the difference between a good 
and bad year for a company. 

For example, if a salesman who 
averages eight calls a day saves ten 
minutes on every call, he gains enough 
time to make a ninth call each day. 
At this rate a sales force of eight (in- 
cluding inside salesmen) over a year’s 


minutes to 


sales- 
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period, can total a savings of over 265 
eight-hour selling days. This can be 
equivalent to an additional full-time 
salesman for 12 months in the year 
and at no cost to the company. 
Accumulated benefits are not re- 
stricted to the sales force either. 





Because EW believes in keeping 
our 13,000-plus readers up on 
developments in NAED’s pro- 
gram of service to members and 
the industry, we devote this 
department to NAED-prepared 
material on today’s big topics. 


When valuable minutes 
clerks, warehousemen, 
others in the company, 
time a sizeable chunk of the distrib- 
utor’s overhead can be knocked off. 
Consider the distributor who real- 
izes a 1.5% net profit on sales after 
taxes. Every ten dollars he shaves off 
his overhead expenses—by sending 
and receiving orders correctly the first 
time, by cutting down paperwork, by 
eliminating mistakes—represents to 
him a net on sales of over $667. 
The electrical distributor whose net 


are saved by 
drivers and 
in a year’s 


Continued on page 76 
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FELEPHONE SALES DESK also is 
equipped with duplicate of handbook 
outside salesman carries. In handling 
calls, phone salesman can quickly locate 
information. When customer asks for 
data not on handbook sheets, he can 
find information in manufacturer’s gen- 
eral catalog through catalog reference 
column on sheet. On the buyer’s desk, 
handbook aids in picturing how new 
product and price sheets will fit into 
distributor’s sales program before deci 
sion to take on new line 


AT COUNTER, handbooks are readily 
consultable, with catalog numbers of 
items in stock circled to indicate their 
availability. The book aids the counter- 
man in developing new business by ac- 
quainting customers with the new lines 
and products on the market and also 
helps to encourage a certain amount of 
impulse buying 


AT PRICING AND COSTING, hand- 
book sheets are used to determine and 
pinpoint adequate, inadequate and no- 
margin orders. This also facilitates the 
construction of accurate monthly or 
periodic gross profits reports. Although 
the price sheet in the picture does not 
show the cash discount rate, NAED’s 


suggested specifications do recommend 
that this figure be printed in a uniform 
place on every distributor's net cost 


sheet 


READY FOR INSERTION of price 
sheets is this Kalamazoo binder. which 
can hold many sheets and has expansion 
possibilities from two to five inches. Note 
wide left-hand margin on top price sheet 
at right. Margins smaller than this hide 
information when binder is shut. 








NAED Reports (cont.) 





CONTROL CENTER for use of the handbook containing the illustrated price sheets 
is the sales manager’s desk. Available at all times, it aids him in controlling the 
operations of his sales force. Handbooks must be kept up-to-date and comparable. 
At May Electric Supply, the sales manager maintains this control by giving all hand- 
book-using personnel new sheets at each sales meeting for insertion, one sheet at 


a time, with explicit sales instructions. 


on sales is less than 1.5% has 
even a greater stake in making maxi- 
mum use of cost-cutting aids. Manu- 
facturers’ illustrated price sheets— 
published according to NAED’s sug- 
gested specifications—enable the elec- 
trical distributor to equip his salesmen 
with the means of selling better and 
faster. These price sheets provide the 
distributor with the tools to step up 
his office operations to a greater de- 
gree of efficiency. 

Here are a few specific benefits 
which can be expected from success- 
ful standardization of manufacturers’ 
illustrated price sheets, as to size, for- 
mat, color and punching: 

e Color Coded Sheets—When 
price sheets are color coded properly, 
no time is wasted in distributing the 
proper sheet to the people who are to 
work with it. Simply by looking at the 
color of the price sheet, a clerk can 
tell whether to send it to the sales de- 
partment for inclusion in salesmen’s 
handbooks, or to the accounting de- 
partment to be used in pricing and 
costing procedures, or to the distrib- 
utor’s customers where it will be used 
by the dealer and contractor in sell- 


76 


ing to the ultimate consumer. 

e Distributor’s Cost Sheet—With 
the information on the distributor’s 
net cost, cash discount rate and con- 
tractors’ and dealers’ net costs, clerks 
can make up invoices from one sheet 
rather than have to refer to several 
sheets, such as list price, contractor's 
discount and distributor’s discount 
sheets. 

e Universal Punching—This type 
punching permits price sheets to fit 
into Kalamazoo, standard 3-hole and 
standard 3-post binders, the binders 
most widely used in the industry. 
Proper punching saves the distributor 
the cost of buying a punch and the 
expense of having his personnel punch 
the sheets to fit their binders. It also 
eliminates the probability of punch- 
ing holes through information con- 
tained on the price sheets. 

e Sheet Identification—Sheet num- 
bers and effective dates of sheets 
help prevent the circulation of out- 
dated price sheets. This helps elim- 
inate situations where distributor’s 
salesmen sell at incorrect prices and 
miss sales by not having the latest 
products listed on their price sheets. 


e Specific Catalog Numbers— 
Identifying products and variations of 
products with specific catalog num- 
bers saves the distributor the time 
and expense of making extra nota- 
tions on order blanks, writing letters 
and telephoning his suppliers to be 
reasonably certain he receives the 
proper items on shipments. 

e Net Prices—When net prices are 
printed on price sheets, salesmen and 
clerks can locate this information 
quickly and are less apt to make mis- 
takes when they quote or notate 
prices On invoices. 

e Single Loose-leaf Sheets—Sheets 
of this type enable the distributor’s 
personnel to exchange out-dated 
sheets for current ones in their hand- 
books conveniently and rapidly. When 
price sheets are bound or stapled to- 
gether, the distributor entails the ex- 
pense of separating the sheets. If his 
supplier uses a consolidated list to in- 
dicate price changes, the distributor's 
personnel spend a great deal of time 
transcribing new prices in their hand- 
books. A consolidated list also in- 
creases the chance of a person miss- 
ing a price change and making an in- 
correct change. Another important 
feature of the loose-leaf sheet is its 
flexibility. The price sheets can be ar- 
ranged in the handbook in the order 
which the distributor thinks best for 
his operations. 

e Complete Salesmen’s Handbooks 

—Standardization of price sheets as 
to size, format, color-coding, punch- 
ing and so on enables the electrical 
distributor to supply his sales force 
with a handbook which contains all 
the necessary selling information on 
all lines the distributor handles. With 
this valuable information at his fin- 
gertips, the salesman, either in the 
customer’s office or on the phone, 
spends his time selling not searching 
for the information with which to sell. 
A salesman with the proper hand- 
book won't find himself in the em- 
barrassing and non-profitable position 
of having to say to his customers: 
“I’m sorry, I don’t have that infor- 
mation with me—lI’ll bring it next 
time,” or “I’ve got that catalog in 
the car. If you can spare me five 
minutes, I'll go out and get it.” 
e Setting Up Handbook—There is no 
one way to set up a salesman’s hand- 
book so it can be used to the best ad- 
vantage by all electrical distributors. 
For this reason NAED’s suggested 
specifications were planned to bring 
about manufacturers’ illustrated price 
sheets which could be incorporated 
easily into handbooks by the distribu- 
tor to suit his individual needs. 
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EV Series 

Explosion-Proof Highest Efficiency eee 

Lighting Fixtures Easier to install, relamp, 
maintain... 


The EV series offers exactly the right fixture 
for any area made hazardous by flammable 
atmospheres of vapors or gases, as defined under 
Class I of the National Electrical Code. 





Basic EV Incandescent Fixtures 
(Groups C & D) 

are of strong, shock-resistant construction, 
contain internal explosions without rupturing. 
Threaded joints are flame-tight . . . no sealing 
compound required on installation. Gas tightness 
not required for safe operation . . . just turn off 
line current when relamping. Maximum corro- 
sion-resistance. 75-500W. 


EVA Incandescent Fixtures 
(Groups A & B) 
comprise the first complete, UL-approved 
lighting system for acetylene and hydrogen loca- 
tions. Lamp and wiring compartments are sepa- 
rate and individually explosion-proof. 150-300W. 


EVA Mercury Vapor Fixtures 
(Groups C & D) 
provide important operating economies in 
hazardous areas: 2.5 times more light output per 
Watt than incandescents . . . greatly reduced 
frequency of relamping. 250-400W, 


For Complete Information on Crouse- 

Hinds explosion-proof lighting equipment, call 

+\\\She ~ your Crouse-Hinds distributor, or write us. EV 
' aN Lighting Fixtures are available in all reflector 

\ \\ Sa types: Holophane Prismatic (illustrated) ; slotted 
dome and angle; and conventional (unslotted) in 


YY 
\ \ all shapes and sizes. 
1 \ \ \ 
WE \\ 








OFFICES: Atlanta Baton Rouge Birmingham Boston Buffalo Charlotte Chicago Cincinnati Cleveland Corpus Christi Dallas Denver Detroit Houston Indianapolis Kansas City 
Los Angeles Milwaukee New Orleans New York Omoha Philadelphia Pittsburgh Portland, Ore. St.Llovis St. Pavl Salt Loke City San Francisco Secttle Tulsa Weshington 
RESIDENT REPRESENTATIVES: Albony Baltimore Reading, Pa. Richmond, Va. 

Crouse-Hinds of Cenada, Lid., Toronto, Ont. Domex, Mexico City, 0.F. Peterco, Sao Paulo, Brazil 
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Corona effect— beautiful to look at 


The Aurora Borealis is a spectacular sight to see but it knocks out communication systems all 
over the world. In high voltage power cables, corona effect or ionization creates ozone which 
causes rapid deterioration of ordinary rubber insulation. 

Years ago, engineers at American Steel & Wire took steps to correct this situation. They 
developed PS shielding with semi-conducting rubber tape wrapped around the conductor and 
over the insulation. This eliminated air gaps which might cause spark discharge and provided 
the best possible contact between conductor and insulation. Semi-conducting rubber shielding 
has since been adopted by the industry. 

Another development, butyl rubber insulation, combines outstanding resistance to the effects 
of ozone, with heat stability and high moisture resistance. 

In USS Tiger Brand Cables, this insulation is known as Amerzone B. It will withstand current 
loadings resulting in copper temperatures of 90°C. 

The combination of PS shielding and Amerzone B insulation in Tiger Brand Cables (5 to 15 
KV), plus an Amerprene 90 cover, provides a power cable with outstanding reliability and 
performance. 

Such cables can be used for installation in ducts or for direct burial in earth, for aerial use, 
and many other high voltage applications. For more information, write for our booklet, ‘“Tiger 
Brand Power Cables,’”’ which covers Amersheath Type RR Cable and Metallic Parkway Cables. 
Address American Steel & Wire, Dept. 0332,614 Superior Avenue, N. W., Cleveland 13, Ohio. 

USS, Tiger Brand, Amerzone and Amersheath are registered trademarks 


(iss) Tiger Brand Electrical Wire & Cable—A standard cable for every special job 


Asbestos Wire and Cable + Varnished Cambric Cable « Mold-Cured Portable Cord «+ interlocked Armor Cable «+ Shovel & 


Dredge Cable + Special Purpose Wire & Cable + Paper & Lead Cable «+ Aerial, Underground and Submarine Cable 


American Steel & Wire 
Division of 
United States Steel 


Columbia-Geneva Steel Division, San Francisco, Pacific Coast Distributors 
Tennessee Coal & Iron Division, Fairfield, Ala., Southern Distributors 
United States Steel Export Company, Distributors Abroad 





a 
. 
g 
a 
t 
‘ 
. 
> 
» 


Corona eliminated 
Test showing two conduc- 
tors both insulated with 
“ozone - proof” rubber, but 
the one on the left is not 
shielded and shows corona, 
On the second conductor, 
Type PS shielding prevents 
corona tormation, 
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““My friends, I want to thank you for this public demonstration of support in my crusade against 
eyestrain. I stand firmly on a platform of General Electric Soft-White Bulbs for everyone!” 








>) 








Mister Magoo runs for office on 


a platform for profits for you—in EASY 


the zaniest, rip-roaringest, sellingest TV TO SEE 
; THE BEST 
campaign ever—starting September 19th. BULBS, ARE 


GE 





Make sure every one of your dealers is well 
stocked with G-E Soft-White bulbs and all 
set to tie in and win with Mister Magoo! 
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YOU'LL WIN BY A — 
“LAMPSLIDE” WITH 
GENERAL ELECTRIC’S 


Bal-0's 
BuIBS 


CAMPAIGN STARTS SEPTEMBER 19TH. You'll 


see the greatest concentration of local TV spots ever put 





behind any light bulbs. You'll hardly be able to turn on 
a TV set without having Mister Magoo sell you a 4-pack 
of G-E Soft-White bulbs! 


100 LOCAL MAGOO TV SPOTS, in each of 125 
top markets, will blanket 269 stations covering 95% of 
American bulb buyers. 


55,647,000 MAGAZINE READERS will be urged 
to “vote for Magoo and G-E bulbs too” in big ads in 
LIFE, Sept. 19th (shown at left) and POST, Oct. Ist. 


SUPPLEMENTARY DISPLAYS AND SPECIAL 
MERCHANDISERS, all! featuring Mister Magoo and 
G-E Soft-White bulbs, will be available for all types and 


sizes of stores. See that your dealers order theirs now! 


A G-E TV SET or one of 49 G-E “Shirt Pocket’’ Transistor radios in 
a special contest for G-E bulb dealers—with duplicate prizes for distributors! Ask 
your G-E bulb man for full details—also for your local schedule of Magoo TV spots! 


Progress /s Our Most Important Product 











“Greenlee 


JOB-PROFIT 
TOOLING 


in bigger demand 
every day by contractors 
and maintenance men” 


better income producer for you, too, 
because it’s... 


# all from 


Are you taking full advantage of this big trend? 
Today’s smartest contractors are “tooling up” 
in every practical way to streamline operations 
— control costs! 

And many are finding the best answer in Job- 
Profit Tooling by Greenlee. It saves costly 
materials, mechanizes much of the work pre- 
viously done by hand, assures more job profit. 
With Greenlee Job-Profit Tooling you offer a 
complete line of timesaving tools for electrical 
contractors, maintenance men, and similar tool 
buyers. And they are all from a single source 
to bring your customers and you many extra 
advantages . . . many extra profits! See ex- 
amples, at right and facing page. 


GREENLEE MULTIPURPOSE BENDER 
Makes conduit and pipe offsets in seconds with Sttioks Vakoua! 
one setting, one shot. Offsets always in correct 90° bends (| 
alignment — no-doglegs. Handles all sizes with one shot 
conduit and pipe 144”-2”. Also makes 90 

bends close to the end of pipe. Portable, easily 

operated by one man. 





Lightweight Hydraulic 
Benders for Conduit and 
Pipe — Greenlee No. 884 Light- 
weight Hydraulic Bender with port- 
able power pump, shown above, 
makes 90° bend in 4” conduit or 
pipe in about four minutes with one 
shot. Bends 1%” - 4” sizes of steel 
and aluminum conduit and pipe. 

Greenlee Lightweight Hydraulic 
Benders are also available in two 
other models: No. 880-M2 for 14”- 
2”, and No. 883 for 14” - 3” conduit 
and pipe. No. 880-M2 with power 
pump makes 90° bends in 2” con- 
duit in less than a minute. No. 883 
with power pump makes 90° bend 
in 3” conduit in about a minute. 

All models make full 90° bend with 
one ram stroke and are easily op- 
erated by one man with hand or 


power pump. 


a single source... 









TOOLS FOR CRAFTSMEN 
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Knockout Punches and 
Hydraulic Drivers — With 
a Greenlee Hydraulic Knockout 
Punch Driver holes are made in 
seconds for conduit up to 5”. Time- 
savings can quickly pay for this 
highly efficient tool. It is available 
singly for punches already owned or 
in handy sets with 6 or 10 punches. 
Greenlee makes a complete range of 
knockout punches for conduit 14”- 
5”. Fast, smooth cutting through 
10-gauge metal. Every cut is quick, 
clean — slug falls free in die. 





Pipe Pushers — Cut costs, save 
hours of job time by pushing conduit 
and pipe underground without tear- 
ing up pavement, sidewalks, tracks, 
floors. Eliminate extensive trench- 
ing, tunneling, backfilling and re- 
paving. Two models: For 3%” - 4” 
pipe and pipe larger than 4”. 


f j ; / 
Boring Tools— The complete 
line of precision-made wood boring 














GREENLEE JOB-PROFIT TOOLING 


...cost control for contractors 














735 set in leather case for 14” - 114” 
sizes; No. 737 set in leather case for 
114” and 2” sizes. Other sizes in- 


dividually packaged. 





Portable Power Pumps— 
Greenlee hydraulic power pumps for 
benders, pushers and other tools 
speed jobs . . . increase pipe bending 
speed from 3 to 5 times. A complete 
line with electric motors or gasoline 
engines . .. 10,000 psi max. pressure. 


tools for electrical and pipe instal- 
lation jobs. Power drill and hand 
brace types in-various styles, sizes, 
and lengths. Line includes electri- 
cians’ auger bits and power bits, 
solid-center auger bits, bellhangers’ 
drills, expansive bits, pipe bits, ship 
augers, and extensions. Greenlee 
power bits for 14” and larger chucks 
feature new hexagon shank for posi- 
tive drive. 


Job-Profit Tooling by Green- 
lee includes this timesaving, fast- 
selling equipment all from a single 
source as shown in new 40-page 
Catalog 37-E. Write for it today. 


GREENLEE TOOL co. 
1884 Columbia Ave., Rockford, Ill. 
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rovides such complete service! 


The Killark wholesaler is in a particularly favorable position to meet the diversified needs of a 
changing electrical supply world. The line he represents contains more than 5,500 fittings and fixtures of every 
type and size—assurance that he can provide for every customer requirement. Because his Killark equipment is 
cast only from aluminum, it has many additional applications, such as in locations where rust or corrosion is a problem. 
It is non-magnetic and non-sparking, and dissipates heat much better than conventional metals. It is lighter, better 
looking, non-staining, and easier to install. All these advantages mean added selling opportunity. 


Killark wholesalers also find that their equipment has wider acceptance because it is continually being redesigned 
to meet latest requirements, as determined by user surveys and field tests. Their stocks are supplemented by Killark’s 
warehouse stocks in 19 cities in the United States and Canada from which they get fast delivery. They get assistance 
in evaluating specifications and preparing bids for the growing custom-made assembly market. Killark's extensive 
advertising program is still another important boost to sales. 


Yes, the Killark dealer enters the Sixties with complete confidence in his ability to supply the needs of the future. 
If you are not enjoying the many advantages of carrying the Killark line, it would pay you to investigate further. 
Address your inquiry to the personal attention of Mr. Jim Grindell, vice president in charge of sales. 


+e ~ ead ™ 


ea 
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ixtures from which to choose 
_ Acc PROVIDES A 


COMPLETE LINE OF 
CONDUIT FITTINGS 


The Killark line includes hundreds of 
aluminum conduit fittings, plus light fix- 
tures, pilot light stations, flush switch 
boxes, instrument boxes, seal-off fittings, 
cord connectors, flexible couplings, splice 
boxes, plugs and receptacles, entrance 
fittings, and many other kinds of en- 
closures for hazardous and non-hazard- 
ous locations. Killark wholesalers can 
supply the correct item for any need, in 
the exact size needed—and do it 
promptly from stock. 
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WANT TO BECOME A 


All it takes is $15 


and 20 hours of your time 


1. Order these books 


The 20-Hour Electrical Course is aimed at building a basic 
framework of electrical understanding with the minimum possible 
time and money investment. Designed for the individual salesman 
desiring a planned approach toward this end, the course also can 
be adapted by distributor management for a group. 

But a well-rounded understanding of electrical technology is 
only one benefit of taking the course. The real reward comes in the 
application of the acquired knowledge—knowledge that can help a 
salesman become more useful to his customers, knowledge that can 
help him increase his sales and earn more income. 

A final benefit is in the form of the three books, which will serve 
as a ready-reference library. The total cost of the course—$15—is 
represented by the cost of the three books: “Elementary Applied 
Electricity” ($4.50), “Electrical Equipment Manual” ($4.00), 
“Electrical Systems Design” ($6.50). 
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TECHNICAL EXPERT? 


Put techarea! pumch in your selling take this 





20-Hour Electrical Course 


COURSE GRADS 


“The course gave me a better 
over-all understanding of electri- 
cal applications” — San Diego, 
Calif. 








“Provided an all-around source 
jcecehcledlianaaniiacaciibeg of information to put to use in 


— ar a oe s » yday ‘oble Ss ¢co fro ti y 
2. Follow this outline eveaying pevhions contventiog 


gineers’—Pittsfield, Mass. 





“T found the course very help- 
ful in teaching my salesmen the 
fundamentals of electricity. I 
feel that our sales climate has 
improved since using the course” 
—Mans fie ld, Ohio. 


20-Hour Electrical Course Test 3 ; spieeahene . . 

P Opes “It was a good review of the 
technical background necessary 
to a salesman for him to do a 
good job of selling” — Williams- 
port, Pa. 


“T found it very helpful in giv- 
ing me some idea of the theory 
of electricity”—Tupelo, Miss. 








“T found that the knowledge 
gained through the course has 
helped me to work very success- 
fully with plant engineers, archi- 
tects and contractors. It has giv- 
en me the background in basic 
electricity and engineering de- 
sign necessary for a sales engi- 
neer representing an electrical 
wholesale house” — Battle Creek, 





The Pane! of kxamaners for the 


HOME-STUDY ELECTRICAL COURSE Mich. 
anit 
ELECTRICAL WHOLESALING Magazine 


ae ards thes 











Certificate of Achievement to 
y eee eS Se nn On se ese = 


fetn Lee Dept. 270-059 

operte piaene : | Electrical Wholesaling 
330 W. 42nd St. 
New York 36, N.Y. 


Please send me sets of the 
3-book 20-Hour Electrical Course. 


Enclosed is full payment of $— 

at the total cost per set of three 
books of $15, postage paid, 

Name 

Address 


City 
State 


MAIL THIS COUPON TODAY DP bnccceneccsccen ene eseneee 
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RITTENHOUSE 
INTERCOMS... 


| 


#96 4 


et => 
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give homes a 
that means easier selling... bigger profits for you/ 


There’s a ready-made demand for Rittenhouse Intercoms, be- 
cause they are pre-sold for you in the nation’s leading builder 
and contractor publications. Rittenhouse Intercoms provide 
complete two-way intercom service —plus door chime and radio 
service to every room. Each system has master station with 
from one to eight remote stations, and is fully-transistorized for 
low-cost operation and long service-life. A two-year warranty on 
all components assures your customers complete satisfaction. 








Another of the Finishing Touches from Emerson Electric. . . 
pre-sold packages of quality electrical accessories that make 
more money for you! 





EMERSON ELECTRIC 


BUILDER PRODUCTS GROUP 
EMERSON sr. Louis. mo PRYNE pomona.cat. KEYSER. W.VA. 
IMPERIAL vcatrose.epenn. RITTENHOUSE noneove raiis,n.y. 











Write Dept.B-24, Emerson Electric * 8100 Florissant +« St.Louis 36, Mo. 
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“LIGHT DUTY VARIABLE LUG 
(Type G) 
{ For economical, all-purpose cable connections. 





TWO BOLT SERVICE CONNECTOR 
(Type DSU) ~ 
For all service cable connections. 
Best for larger sizes. 





HEAVY DUTY VARIABLE LUG 
(Type HL) 
Takes various conductor sizes: 
/ Quickly installed. 
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motor leads, junction boxes, etc, 





TWO POSITION VARIABLE TAP 
(Type GTX) 


For cross, parallel and tee tap connections. 


SPLIT BOLT CONNECTOR 
(Type DS) 


For taps, dead-ends, entrances, 









VARIABLE TERMINAL 
(Type D) 
Connects a wide range of copper 
conductors to flat bar. 


For YOU; the contractor<.. 
For YOU, the wholesaler... 


The products shown here are in constant demand 
by contractors and are fast moving stock items. 

Y All items accept a wide range of cables, 
thereby, minimizing the number of stock sizes. 
They are packaged in convenient quantities 

for ease of handling and are attractively 

labeled for quick identification. 


Ask for pocket catalog. 


Distributed outside the 
U.S.A. and Canada by 


INTERNATIONAL GENERAL 


ELECTRIC COMPANY 


150 East 42nd Street 
Wew York 17. NY t 
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BUSINESS INDEX for 





JFMAMJJASONDJFMAMJJAS 


1958 


1959 


NATION ..... 


NEW ENGLAND 
MIDDLE ATLANTIC 

EAST NORTH CENTRAL 
WEST NORTH CENTRAL 
SOUTH ATLANTIC 


EAST SOUTH CENTRAL 


WEST SOUTH CENTRAL 


MOUNTAIN 


PACIFIC 


*For electrical appara 


ON D 


——(% Change) 


From 


April ‘60 


From 
May ‘59 


+2 +2 


+5 


—12 »s 


tors; Source: Bureau of Census. 


INVENTORY 
——(% Change) 
1960 
From 
1959** 


From 
April '60 


From 
May '59 


= +5 = 


+10 


+5 


~ +12 oll 


**5 months 1960 from 5 months 1959. 
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. better packin’s / 


...ohe piece pure copper 
... seamless barrel 
... flip-top box 






Be a flip-top fan 
smoke a Marlboro! 


ONE PIECE PURE COPPER means a solid, 
low-resistance connection for junction box, panels and motor 
control work— SEAMLESS BARREL means you can crimp 
anywhere on the barrel—FLIP-TOP BOX means handy shirt 
pocket size—you get the Hylugs® you want when you want them... 


no fumbling...all the connector facts right on the box. 


Narre WA tere 198 eee, 
Wh ten within See 


WVNGOA. Bais 


Insist on 
In Europe’ Antwerp, Belgium Toronto, Ca : 
» P s . cai node genuine Hylugs 


Norwalk, Connect. ¢ 
in flip-top boxes! 


NEWS FOR THE 


INDUSTRY 


Electric Heat Reaching Record Volume 


Here is some factual data on the Electric Heating In- 
dustry released by the U.S. Department of Commerce. 


ANUFACTURERS’ SHIP- 
M MENTS of electric heating 
equipment amounted to $27.8 
million in 1959 — possibly a record 
volume. This figure includes only elec- 
tric heating equipment which is per- 
manently attached and an integral part 
of a building structure. All types of 
portable electric heaters are excluded. 
These data were obtained from a 
survey of all known manufacturers of 
electric heating equipment conducted 
by the Building Materials division of 
the Business and Defense Services 
Administration. 
e Market Potential—The market po- 
tential for the use of electricity as the 
heat-producing medium in all types of 


space heating equipment has long 
been recognized. Promotional effort 
by electric utilities, contractors, and 
distributors is apparently producing 
results, especially in the market for 
residential heating systems. 

Based upon 1959 shipments of elec- 
tric heating equipment, it is apparent 
that the use of electricity as the heat- 
producing medium has assumed grow- 
ing importance in the heating field. Of 
note is the fact that electric heat is 
adaptable for use in warm-air fur- 
naces or wet-heat installations. 

The annual volume of heat-produc- 
ing equipment manufactured for hab- 
itable structures is approximately $387 
million, including electric heat, warm 


Electric Heating Equipment: Manufacturers’ Value of Shipments in 1959 
and Btu/Hr. Output 


Output in 
thousands 
of Btu/Hr. 


Type of equipment 
Baseboard (not including 
glass panels) 
Convectors: 
Without fan 
With fan 
Glass panels: 
Baseboard 
Radiant 
Unit heaters and unit 
ventilators 
Warm air furnaces: 
Central 
Floor 
Wall 
Cable systems fabricated as: 
Units 
Cable only 


Total 


: Department of Commerce (BDSA) 


9,571,986 


1,618,280 
1,138,839 


590,819 
234,101 


666,601 


54,660 
21,807 
66,760 


589,239 
85,520 


14,638,612 


Percent 
of total 
(dollar value) 


Total 
dollar value 


$ 8,325,587 29.9 


5,596,254 20.1 
4,250,219 


660,936 
1,432,897 


5,654,322 


88,828 
51,701 


210,522 


1,095,607 
467,421 


$27,834,294 


Shipments of electric heating equipment in 1959, in units, are set forth 
as follows: 


Type of equipment 

Baseboard 
Convectors: 

Without fan 

With fan 
Unit heaters and unit ventilators 
Warm air furnaces: 

Central, floor and wall 


Cable systems (fabricated as room units) 


92 


Number of units 


(2,269,880 lineal feet) 


330,395 
152,650 
171,842 


9,482 
123,324 


air furnaces, and steel and cast iron 
heating boilers. Of this total, approxi- 
mately 46% use gas as a heat source; 
42% oil, 7% electricity; and 5% solid 
fuel. 

Of the manufacturers contacted in 

the survey, 13 stated that they did not 
manufacture electric heating equip- 
ment in 1959 but that production was 
contemplated in 1960 or soon there- 
after. 
e Shipments—Shipments by 58 man- 
ufacturers are included in the re- 
ported total of $27,834,294 in 1959. 
Analysis of this total, by type of 
equipment, is included in the table 
provided (left). 

Shipments of electric baseboard 
radiation equipment accounted for 
nearly 30% of total shipments, appar- 
ently following the upward trend of 
baseboard radiation utilized in the 
wet-heat systems. Convector type ra- 
diation and baseboard radiation to- 
gether accounted for slightly more 
than 65% of total shipments. AIl- 
though the principal market for elec- 
tric heat is in new-home construction, 
and rehabilitation of existing dwell- 
ings, it is also adaptable for use in 
commercial structures. Unit heaters 
are used mainly in commercial and 
industrial installations. Unit ventilators 
are primarily used in commercial and 
school construction. 

In 1959, more than 21% of re- 
ported shipments of electric heating 
equipment were to the Pacific region 
of the United States—California, Ore- 
gon, and Washington. The East North 
Central region received slightly more 
than 15% of shipments. Regional des- 
tination of shipments is set forth in 
the table on page 94, 


1960 Outlook 


The speed with which electric heat 
achieves greater public acceptance 
will probably depend on operating 
costs and technological advances in 
electric heating equipment. There is 
every indication that the electric util- 
ity companies are preparing to step 
up sales promotion to a marked de- 
gree. Promotional activities by manu- 
facturers and power companies dur- 
ing the last few years already have 
resulted in electric heat becoming a 
definite factor in the domestic heat- 
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New L-M Lawn-Glo Lights 


Designed for 
Many Markets; 
Offer Good Profit 
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LAWN-GLO lights are available in seven 


fides 


“nena ee 













The LAVVN-GLO line is suitable for subdivisions, parks, swimming pools, motels, restaurants, 
recreation areas, homes, private estates, and public grounds, where these lights enhance 





landscaping day and night handsome colors; photo-control if desired 
Rust proof. Post-top unit is 25” wide ond 35” 
Line Material’s line of LAWN-GLO lights consists of attractive, high from post-top to socket cap. For lamps 
efficient units designed for applications where smart appearance and ns ey tae er Conver _ outlet in slip 
itter base old only through electrical dis 


soft lighting are desired. This light is but one of the several 
excellent units designed and manufactured by Line Material Indus- 


tries, a leading manufacturer of outdoor lighting and outdoor 
electrical distribution equipment. OTHER L-M LIGHTING UNITS 


L-M offers distributors an unusual opportunity to sell this line 
of quality outdoor lighting equipment. We provide excellent prod- 
ucts, dependable service, sales tools and sales helps, national adver- 
tising, good profit margins and a firm and fair distributor policy. 
For information, contact the nearest L-M Field Engineer. Or mail 
the coupon. 


7 ® 
“) LINE MATERIAL 
2 Industsies 


McGRAW-EDISON COMPANY 


Outdoor Lighting 


MORE THAN 10,000 PRODUCTS 
FOR OUTDOOR LIGHTING AND POWER DISTRIBUTION 


DISTRIBUTION TRANSFORMERS ~- RECLOSERS, SECTIONALIZERS AND OIL SWITCHES 
FUSE CUTOUTS AND FUSE LINKS - LIGHTNING ARRESTERS - POWER SWITCHING EQUIPMENT 
PACKAGED SUBSTATIONS - CAPACITORS - REGULATORS - OUTDOOR LIGHTING 
LINE CONSTRUCTION MATERIALS - PORCELAIN INSULATORS - FIBRE PIPE AND CONDUIT 


tributors 





Post To 






Line Material Industries, Lighting EWH-80 
Division, Milwaukee 1, Wisconsin 


([] Outdoor Lighting Bulletin 
(-] Copy of L-M Distributor Policy 





Title 











Company 








Address 





City State. 





- 
| 
| 
| 
| 
| 
| 
| Name 
| 
! 
| 
| 
| 
| 
| 
| 
| 
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Power Diibubution 


offer 


Every building contractor is a prospect for one or more of 
these safe, convenient portable power distribution systems. 
They carry electric power from temporary service or portable 
generators for tools, lighting and other electrical equipment 
at construction sites. 


HERE’S THE STORY: U. L. APPROVED COMPONENTS ...3 POLE 
SYSTEM...DYNAPRENE CORD... NEO- 
PRENE MOLDED CONNECTORS... WATER: 
PROOF ...EXTENSIONS AVAILABLE... 
EASILY STORED...SAFETY ENGINEERED 
... EASILY CONNECTED TO POWER 


AND... FOR YOU: AN UNUSUAL MARGIN OF PROFIT 


IN A LARGE MARKET 





























—, 











Tae 
TUFFLINE DIVISION 


BLAKE Write today for the Whitney Blake 
C0 proposal on TUFFLINE Contractors 





PPD Systems 


New Haven 14, Connecticut Telephone: CHestnut 8-5515 ... TWX NH84 





ing market. Although statistical data 
on shipments of electric heating equip- 
ment are lacking for the years prior 
to 1959, last year was undoubtedly the 
best year to date for electric heating 
equipment because of the increased 
promotional activity 

Evaluating these facts and industry 
opinion, it appears that more electric 
heating equipment should be soijd in 
1960 than in 1959. It would also ap- 
pear, with lower electric rates for 
heating, that electric heating equip- 
ment will become increasingly com- 
petitive with other types of heating 
equipment in the ensuing years. 


Electric Heating Equipment: 1959 
Value and Percentage Distribution 
by Destination of Shipments 


Geographic Shipments 
Division Value Percent 

New England § 1,209,725 4.3 

Middle Atlantic 2,595,842 9.3 

E N Central 4,208,720 15.1 

W N Central 2,354,100 8.5 

South Atlantic 2,892,600 10.4 

E S Central 3,705,907 13.3 

W S Central 1,382,117 5.0 

Pacific 5.961.755 21.4 

Mountain 916,472 3.3 

Exports 82,921 0.3 

Destination of ship- 

ments not available 

because of method 

of distribution of 

six manufacturers 2,524,135 9.1 


Total $27,834,294 100.0 


Source: Department of Commerce 
(BDSA) 





NEWS 





Highway Research Project 
Uses 24-Hour Lighting 


SACRAMENTO — Lights on the 
Yolo Causeway on U.S. Highway 40 
are being operated 24 hours a day 
in a research project of the Materi- 
als and Research Department of the 
Division of Highways to improve the 
efficiency and economy of highway 
lighting in California 

In spite of the cost of the added 
electricity used during the daylight 
hours, the project will save the state 
considerable money, State Highway 
Engineer J. C. Womack said. One 
saving is the existing use of facilities 
as a practical research laboratory, 
rather than constructing special test- 
ing units. Another saving is attained 
by utilizing the light produced in 
testing the lamps to illuminate the 
roadway at night. Otherwise elec- 
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The Mame hood line...sy —§ Ae~ Vind 


quality style efficiency in every price range 


below 


Under-hood ventilator 
frees cabinet space. 
Latest sheer custom design 
in genuine stainless steel or 
real hammered copper. Also 
Early American design in real 
antique copper. 4 lengths 


VENTLESS 


above 


For use where 
outside venting is 
impractical. Filters greasy 
fumes and odors through 4 
oversize filters. Plenum 
accessory for correct air 
recirculation. 3 lengths in satin 
chrome or coppertone. 


above 


Low cost quality “packaged” 
assembly with axial flow fan, 
enclosed lights, filter and switches. 
5 lengths in satin chrome 
or antique coppertone. 


below 


For use with Trade-Wind Nos. 
501, 2501 or 1501 Ventilator. 
Brilliant contemporary 
tyling in stainless steel, 
brushed copper or antique 
pertone, Also the colonial 
Salem in antique copper 
» length 


above 


Highly efficient ventilation for 


built-in electric and gas ovens. 
Contemporary or Early 
American hoods in stainless 


steel, brushed copper or antique 


copper. 3 lengths, also 
for double ovens. 


¢ — 2 C, DIVISION OF ROBBINS & MYERS, INC. 


7755 Paramount Place, Pico Rivera, California verr. —ew 
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Many years of sound engineering 
and field testing are built into the 
advanced design of all Furnas 
Electric products, tu provide 

the leading motor controls 

on the murket today 


>] > 
FURNAS (S 
ELECTRIC “5 


wal 


Furnas Electric standardized 
design and exclusive “‘in- 
between” starter sizes reduce 
stock inventory and allow 
wider application with fewer 
units. You are assured of su- 
perior performance, longer 
life and unmatched economy. 
SEE FOR YOURSELF! Write today for Port- 


folio 5412 — 1069 McKee Street, Batavia, 
Mlinois. 


FURNAS Sales Representatives 


in All Princjpal Cities 


BATAVIA, ILLINOIS 


MAGNET ASSEMBLY 


Magnet features just one 
moving part. Dual voltage 
coils, 110-220 or 220-440 
volts at no extra cost. 


‘2 


THERMAL OVERLCAD 
RELAYS 


Trip-free. Manual or auto- 
matic reset, Third over- 
load relay kit can be added 
in the field. 


CONTACT BLOCK 


Non-tracking, impact- 
resistant material. Visible 
and front removable 
silver-cadmium oxide con- 
tacts. Extra switchlets can 
be added to either side. 


releii alee wale), mee) 


Include push button, selec- 
tor switch, pilot light, and 
third overload relay for 
quick and easy field mod- 
ification. Starter inventory 
is simplified and reduced 








tricity would be required for the 
causeway at night and other addi- 
tional electricity would have to be 
used for testing additional lamps. 
The purpose of the project, 
Womack said, is to establish and in- 
sure adherence to a strict specifica- 
tion covering the performance of 
lighting equipment which is necessary 
in acquiring a quality lamp product. 
The Division of Highways purchases 
each year more than 5,000 mercury 
vapor lamps of the type installed on 
the Yolo Causeway. 
e Manufacturers’ Samples — Sam- 
ples of various manufacturers’ mer- 
cury vapor lamps are being burned 
in 96 of the 98 existing causeway 
luminaires in order to establish the 
limits of specifications to be used in 
the purchase of such lights. This 
variety of lamp is expected to last 
over 9,000 hours or over two years 
when burning 12 hours a night. Test- 
ing time is reduced to approximately 
one year by burning these lamps 24 
hours a day. Ordinarily a photoelec- 
tric cell is used to turn the lamps off 
during the day and on at night. 


GE Reduces Christmas 
Light Bulb Prices 


CLEVELAND — Reductions in 
prices of seven major lines of General 
Electric Christmas light bulbs to dis- 
tributors have been announced by 
Walter P. Cartun, general manager 
of the company’s miniature lamp de- 
partment. 

GE’s suggested retail prices are be- 
ing reduced an average of 9.4%. 
“The reductions,” Cartun said, “are 
being made in the expectation of sales 
volume increases which will permit 
the benefits of greater mass produc- 
tion and unit cost reductions to be 
passed on to the consumer.” 


Houston Distributor 
Expands Operations 


HOUSTON, Texas—A new 10,000 
square foot building is being con- 
structed for the expanded operations 
of Marlin Associates, local electrical 
supply firm. The building will be con- 
structed on a site facing Chimney 
Rock Rd. between P ‘llaire B’lvd. and 
Dashwood St. in Bellaire. 

Marlin will lease the site on a long 
lease basis. Cost is estimated at $125,- 
000. The company has operated for 
several years at 3215 McKinney Ave. 
and the new location will be for han- 
dling the firm’s expanded operations 
in the southwest area of Houston. In 
the new building will be space for a 
residential fixture showroom and a 
supply warehouse to service the south- 
west area. The main offices will re- 
main on McKinney. 
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Wice the work in hel the time! 


PLASTIC 
ELECTRICAL 






gw 
tx 





Does the work of rubber tape and friction tape! Saves time with swift once-only splicing 

. . looks better, lasts longer because it sticks and stays, conforming to any shape. Low 
bulk makes it especially good for neat, close tolerance work. Won’t creep or thin in 
wide range of temperatures. Costs no more. Anyway you look at it, BULL DOG VINYL 
PLASTIC is economy all around! BULL DOG (.007” thickness) has minimum dialec- 
tric strength of 10,000 volts. 


There’s a BULL DOG TAPE for every purpose 


e Friction e Rubber e Plastic 
Soild only 
through veritied 
wholesalers 


AMERICAN BILTRITE RUBBER COMPANY 
BOSTON WOVEN HOSE & RUBBER DIVISION =[eh-B ge). | 
BOSTON 3. MASSACHUSETTS 


Also manufacturers of Garden Hose, Matting, Stair Treads, Automotive Hose 
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This unretouched photo shows how 
we demonstrate the rugged 
strength of Guth's Tetragonal 


HERE’S design, Alzak Aluminum Reflector. 
Fred Guth (Mr. Chief Tester, 
PROO F himself) stands right on it. We 
know this rugged Guth reflector 
will hold at least 300 pounds! 


G UTH This is typical of the quality 


and ruggedness you find in 


B RR AS ee O LI T E S Guth Brascolite Incandescents. 


They're built for rugged duty 
A RE PLUS optimum and long life 


RE A L LY lighting performance! 
RUGGED! 


LiGereiTrTi~vcd 
since 1802 


brascolite 


‘I 


V7) SN The Tetragonal 


®, £ Reflector is used 


= Mion 
in our Square 


Recessed Brascolites 


THE EDWIN F. GUTH 9.2615 WASHINGTON BLVD. 
COMPANY BOX 7079, ST. LOUIS 77, MO. 


NEMA Notes: 


New Officers Elected 
By NEMA Industry Units 

NEW YORK—Officers have been 
elected by three industry sections of 
the National Electrical Manufacturers 
Association. Newly chosen officers 
are: 

Industrial Heating Units and Devices 
Section: 

Chairman—Robert P. Kelley, Chi- 
cago, Ill., vice president & manager, 
Appliance Products Sales, Tuttle & 
Kift Div., Ferro Corp.; Vice Chair- 
man—R. F. Kitchen, Milwaukee, 
Wis., product section supervisor, Cut- 
ler-Hammer, Inc.; Chairman, General 
Engineering Committee—G. B. Des- 
loge, St. Louis, Mo., president, Wat- 
low Electric Mfg., Co.; Vice Chair- 
man, General Engineering Committee 
—William R. Russell, Shelbyville, 
Ind., manager, Heaters and Devices 
Engineering, Industrial Heating De- 
partment, General Electric Co. 
Industrial Laminate Section: 

Chairman—R. R. Titus, Oaks, Pa.., 
president, Synthane Corp. 
Manufactured Electrical Mica Sec- 
tion: 

Chairman — E. O. Hausmann. 
Newark, Del., vice president, Conti- 
nental-Diamond Fibre Corp. 





GE Issues Bi-monthly 
Lighting Reports 

CLEVELAND — The General 
Electric Co. has issued the first of a 
bimonthly series of case history re- 
ports, called “Tested Tips.” The new 
series features pictorial reports on 
how businessmen are using lamps and 
lighting profitably to solve important 
problems. Tips on planning profitable 
lighting applications also are included. 
Copies are available from local GE 
Large Lamp Dept. offices or by writing 
General Electric Co., Dept. TIP-1, 
Nela Park, Cleveland 12, Ohio. 


Six Areas Report Sales 
Increase in Appliances 
NEW YORK—Appliance sales in 
five of six cities surveyed by Elec- 
trical Merchandising Week, McGraw- 
Hill publication, are heading upward. 
Hot weather, and impending sales 
tax on appliances and world politics 
were reasons given for improving 
sales in New York, Atlanta, Louis- 
ville, Albuquerque and Seattle. 


Mid-Island Electrical Sales Corp., 
Mineola, L.I., N.Y. has been appointed 
distributor in Nassau and Suffolk 
counties for Micro Switch Div., Min- 
neapolis-Honeywell Regulator Co., 
Freeport, III. 
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is appearing in leading electrical publications to 
help distributors sell more Blackburn products. 


WAY 
TO FINISH A JOB 


MULTIMOUNT LUG 


SINGLE LUG 


TWIN LUG 


SPLICER 


Socket set screws 
furnished as standard. 

Hex head screws available 
on all fittings at no extra 
cost. L35 and L70 furnished 
with slotted screw to 
allow tightening 

with screwdriver. 


a 


TERMINAL LUGS AND SPLICERS 


e Quickly installed—No Special Tools Required 

e Highest Quality Materials Throughout 

e Rugged, Durable Construction; Compact Design 
e Choice of Bolt—Screw, Socket or Hex-head 

e Economically Priced 


) 


Available Through Electrical Wholesalers Everywhere 
Write for Latest Lug Bulletin Containing Specifications and Prices 


1525 WOODSON RD., ST. LOUIS 14, MO., WYdown 3-9430 
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OLD HIGH 
PRICE 


CONTINUOUS COLOR 


WELCOME LIGHT 


OBSOLETES 
ALL OTHERS, 


WITH NEW 
DESIGN 
NEW 
LOW 
PRICE 


Now, you're doubly assured of bigger volume, 
more profit. The new WELCOME LIGHT has 
two built-in selling points that have already 
won consumer acceptance all over America. 


The continuous color feature has re- 
placed the old metal cage with new 
translucent fluted-light rotating cylin- 
ders in four wonderful colors, producing 
a warm glow of continuously changing 
colors punctuated every minute by 48 brilliant 
flashes of color . . . red, green, blue and amber 
. . . Sure to hypnotize your customers, hypo 
your sales. Once your customers see the 
WELCOME LIGHT, they'll want to buy it. 


And the new low price clinches the sale 

... guarantees high volume, because all 

five models now sell for 40% less than 

any other on the market . . . puts the 

TRIPPE CONTINUOUS COLOR WEL- 
COME LIGHT in a low price class by itself, and 
you in an enviable profit picture. 


Ask us how you can get on the TRIPPE band- 
wagon. We'll rush you complete information 
and 4-color catalog sheets for this unique 
motor-driven rotating light. 


WELCOME LIGHT is a registered trademark of 


division of 
TRIPPE MFG. CO. 
133 N. Jefferson St. 
Chicago 6, Illinois 


SINCE 1922—designers and manufacturers of 
special lighting equip t for automotive, 
commercial, civic, and consumer use. 
AR EE WE OE a SER Ee 





100 


HIGH VOLTAGE 


by Bill Murray 








EASTERN electrical distributors are making final plans for the 
NAED Eastern Regional Meeting this month at Atlantic City, N.J. 
NAED beachcombers will spend four days (August 21-24) conven- 
ing at the seashore resort city. . . . The National Association of 
Wholesalers urges distributors to write their Congressmen in support 
of the Boggs Bill, H.R. 7123, which provides that there shall be 
included as business expenses in Section 162 of the Internal Revenue 
Code “expenses lawfully incurred in supporting or opposing or other- 
wise influencing legislation in the Congress or in a State legislature 
or in the legislative body of a county or other local governmental 
agency or in any submission of proposed legislation to voters.” 


Waterfalls and Autos 


Looking for new markets? . . . Try electric waterfalls. . . . These 
new electric motor-driven miniature Niagaras are providing New 
York department stores with a new source of sales and profit. Most 
stores contacted said they are enjoying good consumer response. 
The newly introduced waterfalls are used for displays and patios 
and, according to reports, are able to obtain a healthy markup— 
40% in most cases. . . . Utilities are now using electric automobiles 
for local calls. One manufacturer of the electric autos says main- 
tenance requires only filling the batteries occasionally, overnight 
recharging, and lubricating only nine chassis fittings. . . . Free radicals 
—molecular fragments which are known to possess very high energy 
potentials have been revealed as a new source of producing elec- 
tricity. Although in the development stage, energy converters 
potentially will result in small packaged power plants for boats, 
trucks, autos, and portable power generators. 


Price Fixing 

The Electrical Manufacturers Association of Canada has voiced 
regret before a Parliamentary Committee that the government in 
its new Anti-Combines legislation has retained resale price main- 
tenance, the practice by which manufacturers can tell retailers 
what price tag to put on their branded products. . . . Don’t be sur- 
prised if you see a mosquito wearing eyeglasses. Reason: industry 
sales of yellow bug lights will probably run in the area of 11 to 
12 million bulbs in 1960, according to a General Electric Company 
spokesman. The bug lights emit a long wave length light—yellow- 
red—which most insects don’t appear to see at all... . “Clergy- 
Industry Understanding—As Developed by NAM,” is the title of a 
new pamphlet available from the National Association of Manu- 
facturers. The pamphlet details NAM’s objectives of providing reli- 
gious leaders with the opportunity to discuss economic and social 
problems with businessmen, and alerting businessmen to the views 
of religious leaders on these problems. Copies are available from: 
Clergy-Industry Relations Department, NAM, 2 East 48th St., 
New York 17, N. Y. ... At the recent Democratic and Republican 
conventions an ice cream maker added a new flavor, Candi-Date, for 
delegates at the political meets. . . . New metal alloys, designed for 
use in electronic equipment, may spring from Navy research in a new 
process of marrying hard-to-combine metals. 


September Song 
The month ahead . . . is American Home Lighting Fixture Month 
. . will mark the first trial (Sept. 19) of electrical equipment manu- 
facturers on antitrust charges by the federal government involving 
power switchgear assemblies . . . will see the New York Coliseum 
be host to “Electra City, U.S.A.” (Sept. 10-18) the first in a series 
of nationwide electrical living shows . . . and of course, will unveil 
EW’s fourth “Lighting Sales-Idea Book.” 
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DISTRIBUTOR COSTS STAY IN HAND 


with conveniently packaged Columbus fittings 

















There’s extra profit for:you in Cetumbus 4) Fittings protected from damage. 
brand fittings — they’re packaged for fast 5) Cartons stack ... save space. 
and efficient handling, shelf-storage and selec- 
tion. Handy-sized cartons with easy-to-read 
labels identifying by type, size and quantity 7) Unit sales increase as you sell by the 
give you these big advantages: carton. 







6) Customers prefer packaged fittings. 








Keep your costs in hand . . . and sell more 

. With Cotumbus packaged fittings. 
There’s no extra charge for packaging service. 
Eleven conveniently located warehouses for 
3) Handling is easier . . . faster. fast delivery. 





1) Easy to inventory—only one carton of a 
particular fitting is open at a time. 





2) Accurate count in filling large orders. 






Look for the U.L, label 
when you buy condvit fittings. 






Sold only through recognized wholesalers. “SY 









BRAND 
CONDUIT FITTINGS 
CONDUIT PIPE PRODUCTS COMPANY -—-— COLUMBUS, OHIO 






PIPE COUPLINGS - PIPE NIPPLES - ELBOWS, RIGID & E. M. T. 
RUNNING THREAD « GOOSENECKS © WALL PLATES 
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POWER CIRCUIT 


CURRENT 
LIMITER 


SHAWM 


4. Amp trp 


r} The higher the short-circuit, the quicker 
Amp-trap clears the fault and limits the 
current to safe levels, Remember . . . interrupting 
Capacity is not protection without 
current limitation. Interrupts up to 
200,000 Amps. symmetrical over the entire 
Ampere range. Stops short circuits short. 
Anticipates and prevents destruction 
before it can occur. Faster than any ordinary fuse. 
Use Amp-trap on all general power circuits, DC circuits, Networks, 
Entrance Switches, Busways, etc. Be safe, not sorry 
— ask for, get and install Amp-trap. 


There is one for every purpose. Write today. 
Ampirap® - ~Luate “The Sunieh ” 
THE CHASE-SHAWMUT co. 


374 MERRIMAC STREET - NEWBURYPORT, MASSACHUSETTS 
Subsidiary of 1-T-E CIRCUIT BREAKER CO. 


© The Chase Shawmut Co. 1960 


S 
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MORE NEW PRODUCTS 





Adjustable Speed Drives 


Magnetic drives in ratings from 
75-hp to 4,000-hp 
Drives feature simplified design with 
few moving parts and provide versa- 
tile adjustable speed performance over 
an automatically regulated 20:1 range. 
Unit is based on liquid cooled mag- 
netic coupling design that features 
stationary field construction, bearings 
that can be relubricated without dis- 
assembly, and a cooling system which 
permits planned flow of air through 
drive at all times and eliminates any 
possibility of bearing condensation 
and drive flooding, according to manu- 
facturer. e The Louis Allis Co., Mil- 
waukee, Wis. 


Switch 


Unit is flow-actuated for use on 
pumps, valves, and signals 


Switches made to fit lines from '%4-to 
60-ins in brass, bronze, steel, and 
stainless steel, with variety of elec- 
trical switching arrangements and ca- 
pacities. Units are leakproof and do 
not use packing glands or stuffing 
boxes in construction, according to 
manufacturer. e Power Equipment and 
Engineering Co., Inc., Torrance, 
Calif. 


Conduit 
Flexible steel conduit for use in wet 
areas 


New liquid tight flexible steel conduit 
features polyvinyl chloride synthetic 
resin cover, and is designed for pro- 
tection of wiring in wet areas. Called 
Sealed Skin, conduit is equipped with 
copper wire positive ground. %%-in, 12- 
in and 34-in sizes incorporate square 
locked construction and an extra heavy 
galvanized steel core. Sizes l-in and 
1%-in have fully interlocked galvan- 
ized steel core. e The International 
Metal Hose Co., Bellevue, Ohio. 


Motor Insulation 


Designed for fractional horsepower 
electric motor field 


Machine formable insulation called 
“Perma-Form” used as coil retainer 
stock, in “universal” type motors. In- 
sulation composed of .005-in rag paper 
and .002-in Mylar bonded with rubber- 
resin type heat, chemical and water 
resistant adhesive to No. 3 temper, No. 
4 edge round, .032-in x %-in flat 
rolled wire. Packed continuous, reeled 
upon itself on disposable 24-in diam- 
eter board reels. e W. J. Ruscoe Co., 
Akron, Ohio. 
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NEW BULLDOG XL BUSTRIBUTION DUCT 


CUTS INSTALLATION 
TIME 3s WAYS 


Your customers will find XL BUStribution® Duct installs New XL BUStribution Duct is 3 ways 

easier, faster than any other duct because of these exclusive safer, too. It’s the only true dead-front 

new design features... plated aluminum bus bars with KEYED duct, the only one with exclusive Safety 

ENDS slip together fast, align automatically for proper posi- Door, the only one with Safety Plug. And 

tion. There’s no fumbling and fitting ... ONE INTEGRAL BOLT _ it reduces duct weight on building struc j= 

tightens fast, locks joint positively under a ton of pressure. ture as much as 40%. Ask your BullDog 

Bolt tightens against bus bar, not against the casing. . field engineer to arrange for a demonstration you'll see 
TEN-FOOT SPANS take fewer hangers and less time to install how fast to install and how safe new XL BUStribution Duct 
than ordinary duct. really is 


BullDog Electric Products Division, I-T-E Circuit Breaker Company, Box 177, Detroit 32, Michigan. In Canada: 
80 Clayson Rd., Toronto 15, Ont. Export Division: 13 East 40th St., New York 16, N. Y. 





SINGLE INTEGRAL BOLT puts a ton of pressure TEN-FOOT SPANS take fewer hangers and less time 
on keyed bus ends. Joints lock tight fast, stay locked. to install than ordinary duct. 


BULLDOG ELECTRIC PRODUCTS DIVISION 
i-T-E CIRCUIT BREAKER COMPANY 





Biggest 


"threading machine”’ 


Bargain! 


Compact Fel Esau 


300 Power Drive 
with Accessories 


Portable, Fast, Easy-to-Use, 
Easy to Sell. 1/8” to 2” Capacity: 
Power for up to 12” Geared Tools 


Here’s such an amazing power 
package that you'll have to try it 
to believe it. It’s built around the 
compact, rugged RIAIB 300 Power 
Drive with famous RI@AIm Speed 
Chuck that grips tight—forward 
or reverse, yet sets and releases 
easily by hand. Cam-action rear 
centering device holds even long 
lengths centered for perfect threads 
every time. Sturdy No. 1206 Stand 
folds for easy carrying... is extra 
rigid when in use. 


Ri@eaip No. 310 Carriage, made 
of strong aluminum alloy, slides 
smoothly on drive support arms... 
holds die head and cutter ready for 


instant use. Snugs up tight to chuck 
for close threading and cut-off. 


Ri@eaim 535 Quick-Opening Die 
Head, shown here, threads !%’’ to 
2’’ pipe with just 2 sets of dies... 
adjusts to size right in machine .. . 
no fumbling for right size threader 

no slow back-off. All other 
Ritatoe Machine Pipe and Bolt 
Die Heads can be used. Add a 
RiteaiD> No. 19 Nipple Chuck, and 
you can thread close nipples. 


RIGeaiD 360 full-floating Cutter has 
slide action that adjusts to all pipe 
irregularities . .. wide rolls for 
straight cuts at machine speed. 
Capacity: ’’ to 2” pipe and con- 
duit—%” rod. E-1032 wheel for 
1” rod available. 

Once your customers see it they'll want 


it. Stock and display the time-and-work- 
saving RIGID 300 with Accessories! 








Rectifier 


Designed for de to ac switching 
operations 


New line of silicon controlled recti- 
fiers is now available for dc to ac 
inversion, dc static switching, pulse 
width modulation, power equipment 
frequency conversion, and current 
limiting circuit breaker use. Units 
have maximum 12-micro-second turn- 
off time at highest rated junction tem- 
perature. Rectifiers available in peak 
inverse voltage ratings of 100, 150, 
200, 250 and 300-v ratings. Rated for 
operation from —65 deg C to +125 
deg C. e General Electric Co., Semi- 
conductor Products Dept., Liverpool, 
New York. 


Dimmer Switch 


Said to be first type using elec- 
tronic circuit 
Called the “HI-LO Dimswitch”, it is 
designed for both indoor and outdoor 
lighting purposes. Unit easily replaces 
ordinary switch, maker says. Wall- 
plates match average existing wall- 
plates in size and shape and are avail- 
able in multiples ranging from single 
switch unit to 6 switch unit in various 
positions. Carrying load: 200-250-w. 
e Slater Electronics Corp., Glen 
Cove, N.Y. 


Fixtures 


New line of fluorescent fixtures has 
acrylic finishes 
New lucite acrylic-base finishes have 
50% less discoloration, when exposed 
to ultraviolet, maker says. Finish pro- 
vides maximum reflectivity and light 
output. It is said to afford 80% 
greater resistance to all common 
stains, compared to other enamel fin- 
ishes. e Edwin F. Guth Co., St. Louis, 
Missouri. 


Electric Heat 


Full line of electric heat units intro- 


duced 


New line consists of baseboard units, 
radiant wall insert heater, forced air 
wall insert heaters, radiant cable, and 
portable heaters. Baseboard type is 
of compact design (7-in high and 
2'%2-in deep) which enables units to 
hug wall. Radiant wall insert heater 
is 32%4-in high by 8%-in wide. Unit 
is recessed 3'2-in. Forced air wall 
insert heater measures 225%-in high 
by 16-in wide and is recessed into 
wall 4-in while protruding into room 
1%-in. Available in 4 sizes for 240-v. 
Radiant cable is available in 15 sizes 
for 240-v operation ranging from 
400-w to 5,000-w. e Fasco Industries, 
Inc., Rochester, N.Y. 
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VACU-BREAK HEAD 







CLAMPMATIC SPRING 


MOVABLE CONTACT SLUG 


CENTER INSULATING BARRIER 





STATIONARY LOAD SIDE JAW 


et 


y STATIONARY LINE SIDE JAW 





INCREASED SWITCH LIFE WITH 
CLAMPED PRESSURE CONTACT 
AND VACU-BREAK ARC CONTROL 


You get longer switch life from BullDog safety switches, thanks 
to unique BullDog design. The high-tension Clampmatic’” spring 
puts pressure where it belongs—on contact faces after the switch 
is “ON.” This clamped pressure action assures good electrical 
contact for the life of the switch. It means the switch lasts 
longer, too, for there’s no overheating to damage switch com- 
ponents. In switching “OFF,” the pressure’s removed before 
the “break’”’ . . . providing true quick-break action. 


Vacu-Break* design is another reason BullDog safety switches 
last longer. Switching contacts are completely enclosed in the 
Vacu-Break head. Arcs are restricted, starved of oxygen, cooled 
and smothered quickly. In addition, Vacu-Break doubdle-breaks 
the circuit, effectively reducing the arc length and arcing time. 


Vacu-Break arc control plus clamped pressure contacts add up 
to long switch life . . . and dependable, economical service for 
you. You'll find BullDog safety switches need little or no 
maintenance over years of heavy-duty use. See your BullDog 
products distributor. 


FOR SAFETY’S SAKE—BUY VACU-BREAK! 
BullDog Electric Products Division, I-T-E Circuit Breaker Com- 


pany, Box 177, Detroit 32, Michigan. In Canada: 80 Clayson Rd., 
Toronto, Ont. Export Division: 13 East 40th St., New York 16, N.Y. 





is BULLDOG ELECTRIC PRODUCTS DIVISION 
f a 1-T-E CIRCUIT BREAKER COMPANY 














The best 
Home 
Wiring 
Plans 


always 
include 
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SWITCH BOXES 
OUTLET BOXES 
BOX COVERS 
FITTINGS 


ARROLET'S 


varied line for your next i 
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ARROLET 


CORPORATION 


Montgomery, Penna 
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NAED Eastern Region Meeting Program 
Hotel Claridge — Atlantic City, N.J. 
August 21 — 24, 1960 





SUNDAY—August 21 


10:00 A.M.—Registration (Claridge Hotel lobby). 
5:30 P.M.—Distributor Welcoming Cocktail Party. 


MONDAY—August 22 
7:30 A.M.—Breakfast Meeting 
Eastern Region Board Members. 
8:45 A.M.—General Sessions—Members and Guests. 
Welcome and Orientation. 
9:10 to 10:40 A.M.—Round Robin Workshop Sessions Begin. 
Session No. 1 
PROCEDURES AND EQUIPMENT 
MANAGEMENT 
Procedures 
Mechanization from A to Z—etc. 
Session No. 2 
FINANCIAL MANAGEMENT 
Credit and Collections 
Bank Relations 
Own or Lease 
Taxes and Insurance—etc. 
Session No. 3 
PERSONNEL MANAGEMENT 
Hiring and Training 
Fringe Benefits 
Compensation 
Union Activities—etc. 
Session No. 4 
INVENTORY MANAGEMENT 
Systems 
Turnover 
Obsolescence and Returned Goods 
Purchasing 
Consigned Stocks—etc. 
Session No. 5 
SALES MANAGEMENT 
Market Analysis 
Sales Specialists 
Sales Policies 
New and Old Products 
Sales Quotas and Compensation 
Session No. 6 
MANAGING FOR THE FUTURE 
Estate Planning, Mergers 
10:40 to 11:00 A.M.—AIl Workshop Groups Shift. 
11:00 to 12:30 P.M.—AIl Workshop Groups in Session. 
2:30 to 4:00 P.M.—AIIl Workshop Groups in Session. 
4:10 to 5:40 P.M.—AIl Workshop Groups Shift. 
6:30 to 7:30 P.M.—Manufacturer Night Cocktail Party. 





TUESDAY—August 23 
9:00 to 10:30 A.M.—AIl Workshop Groups in Session. 
10:40 to 12:10 P.M.—AIl Workshop Groups Shift. 
2:30 to 5:00 P.M.—General Session—Members and Guests. 
Reports of Workshop Session Chairmen. 
Report from NAED Counsel. 
5:30 to 7:20 P.M.—Manufacturers’ Suites Open. 
7:30 P.M.—Eastern Region Banquet. 
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CHAMPION 


KS Lamps 4. 


S IPR a 


M STILL, Some 


bo afte 1000 years? 


Theoretically, a lamp could be de- 
signed and built whicn would burn 
continuously for 1000 years. It 
would probably, however, give less 
light than a firefly and be useless for 
illumination. 





The filament in a 60 watt incandescent lamp 
operates at a temperature of 4530° Fahren- 
heit — about ten times hotter than an oven 
set to bake pies. 


oe —— Lain natalie Sep oy SS 


HELPS MAKE CHAMPION LAMPS 
YOUR BEST BUY 


FAIR AND WARM In bright sunshine on a day in When you buy Champion Lamps, you're 
with June, we see by means of buying lowest overall lighting cost be- 
' about 10,000 footcandles of cause Champion scientifically deter- 


10,000 illumination — several hun- mines the balance of lamp character- 
dred times more light than we istics that give the most light for com- 


FOOTCANDLES normally have indoors. bined power cost, labor cost, and lamp 


cost. 


CHAMPION LAMP WORKS, Lynn, Massachusetts 
CHAMPION INCANDESCENT-FLUORESCENT + YOUR BEST BUY IN LAMPS 
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What You Should 
Know About 


TAPPED WINDING 
TRANSFORMERS 


Tapped winding transformers, solve both sales and installation problems, in- 
expensively. For example: where an air conditioner, refrigerator, or other appli- 
ance, powered by a 115 volt motor is to be installed in a location where only 
230 volt power circuit is available, a tapped winding transformer plugs into the 
power circuit and supplies 115 volt service to the appliance. 

Or, as another example: where the appliance installation is made in a location 
where supply voltage is below the normal required for good motor performance 
(105 volts or lower) then the input line connected to the proper taps can improve 
the low voltage condition and provide 115 volt service. 




















> 














240 VOLTS 
220 VOLTS 
200 VOLTS 
125 VOLTS 
118 VOLTS 


























As shown in the diagram this transformer is designed with taps for 260/240/220/ 
200/125/115/105/95 volts primary connection and when connected to the proper 
primary taps will provide a 115 volt source of supply. 


Available in ratings of 350, 550 and 750 VA. Other models provide 230 volt 
output from 208 volt available circuits. Write for Bulletin 162-B02. 


ACME ELECTRIC CORPORATION 


678 WATER STREET Cuba, New York 
In Canada: Acme Electric Corp., Ltd., 50 Northline Rd., Toronto, Ont. 
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CALENDAR OF EVENTS 





AUGUST 


American Institute 

of Electrical Engineers 
Pacific General Meeting 
El Cortez Hotel 
San Diego, Calif. 
August 8-12 


National Association 

Of Electrical Distributors 
Eastern Region Meeting 
Meetings, Talks 
Claridge Hotel 
Atlantic City, N.J. 
August 21-24 


National Association of 

Lighting Maintenance Contractors 
National Conference 
Milwaukee Inn 
Milwaukee, Wis. 
August 22-24 


Western Electronic 

Show & Convention 
Los Angeles Sports Arena 
Los Angeles, Calif. 
August 23-26 


SEPTEMBER 


American Home Lighting 
Fixture Month 
September 1-31 


Missouri River Club 
Sixth Annual Meeting 
Excelsior Springs, Mo. 
September 15, 16, 17 


National Association 

Of Electrical Distributors 
Central Region Meeting 
Grand Hotel, Mackinac Island 
Mich. September 25-28 


OCTOBER 


Lake Michigan Club 
French Lick Springs Hotel 
French Lick Springs, Ind. 
October 8-12 


National Association of 
Electrical Distributors 
Western Region Meeting 
Meetings, Talks 
Stardust Hotel 
Las Vegas, Nevada 
October 18-21 
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AN OPEN LETTER TO 
TRIB 


ELECTRICAL DIS UTORS 








Mr. 


T f you 
ic heatin 


oF 
only 


heat, 





exc 
.@) 





iting ele? 
tric 


f elec 
Lines 


same 


pase~ 


& 
Swan manufactule a high quality 1ine of 
poards wall hea ers and th rmostats - As proof of its 
quality control ther has yet tO be 2 failurs in the 
‘* more than 200 ,000 Swan yecto-ray ynits snstalled 
» Swan combines this high product quality with 4 proven 
az program of cooperation to create sales 
a 
a Swan works only with nonafide erectrice) dis- 
ae tributors to serve tne contractor for profit at all 
4: three levels: Swan sales tools are realisti¢: srinted 
<< matter that make sense anda help to make sales: We 
ot work with you! There 1- no "pack-door e1ling 
. Swan has never lost an ~stablished distr putor - 
cause WE sell nothing bu electric neat and good will 
There are prote tea territori open in the East, 
Midwest» South ane ome Californi: areas - There are 
no franchise tO uy . . -2rmmick® LO ci Your only 
requirement is that you are a ponafide electrical 
gistributor with your feet on the f10° and desire 
for a sensible elect ic heating sales program: 
Write to today. - -telt us about yourself. 
We’ ll swing into action to bring you the complete 
SWAN stor: If you can’ enit.. -o™ us! 
nswancerely,"S 
CA 7 Se hat 
Al Emrich “oa 





WRITE 
WIRE 
PHONE 


SW 
AN MANUFACTURING COMPANY 


180 
)1 W. 26th Street 


Var 
alae) 4 
uver,. Washington 
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200-AMPERE CAPACITY 


IN THIS SIZE 
Whether you're interested in service entrance equipment or a safety 
switch, you need look no farther than this newest Heinemann circuit 
breaker unit. 

Far smaller than comparably-rated fused pull-outs, it carries a big 
200-ampere load—consistently, without any allowances for ambient 
temperature. De-rating—or any form of temperature compensation—is 
simply unnecessary. The breaker is magnetically actuated; there’s not a 
thermal element to be found. You can put this equipment next to heat 
lines, or inside a snow bank; it will always carry full-rated current, always 
trip as specified. 

And it’s easy to install. Wiring space is plentiful. So are knockouts 
(you can run-in conduit from any angle). Solderless screw-type connec- 
tors are another time-saver. 

Rated at 120/240V AC, two- or three-wire service, this unit is 
available with indoor or raintight, tamperproof outdoor enclosures. Either 
way, it costs less than what you are used to paying for fused equipment 
with 200-ampere capacity after de-rating. 

For full information send for Bulletin 1003 


HEINEMANN ELECTRIC COMPANY 
152 PLUM STREET <& TRENTON 2, N. J. 





NEW PRODUCTS YOU CAN USE 





Steel Plank 


Dexion Inc., 39-25, 62nd St., Wood- 
side 77, N.Y. 
Open steel plank is designed to meet 
the need for a standard unit that will 
combine with steel angles to provide 
strong, load-bearing floors, ramps, 
catwalks, stair-treads, mezzanines and 
platforms. Available in 4-ft, 6-in 
lengths or 6-ft lengths. Each unit is 
9-in wide, pressed from a single slab 
of 16-gauge mild steel. Single-bolt fix- 
ing plate allows for fast assembly. Fin- 
ish is grey stove-enamel over phos- 
phated steel. 


Tier Rack 

Tier-Rack Corp., 122 North Sev- 
enth St., St. Louis, Mo. 
New curved-pin positive lock gives 
rigidity and stability to steel tubular 
frames. Frame supports and contains 
merchandise of all shapes and sizes. 
Unit permits safe stacking, ceiling 
high and more bulk storage with fewer 
aisles. 





OBITUARIES 





Willard G. Sawyer 


Willard G. Sawyer, 60, former pres- 
ident of John C. Virden Co., Cleve- 
land, Ohio, died June 19 at his home 
in Atherton, Calif. A founder of the 
American Home Lighting Institute, he 
joined the Virden Co. in 1924. 


Robert G. Powers 


Robert G. Powers, 63, vice pres- 
ident and treasurer of Henzel-Powers 
Inc., Albany, N. Y. died June 22. He 
purchased the firm with Gregory Hen- 
zel in 1929. 





Westinghouse Redesigns 
Circle “"W” Trademark 

PITTSBURGH—The circle “W” 
trademark of the Westinghouse Elec- 
tric Corp. has been redesigned for the 
fifth time in the 74-year history of 
the company “to keep the symbol 
modern and to improve our cor- 
porate identity,” H. S. Kaltenborn, 
vice-pres.-ass't. to pres., announced. 

The new trademark still retains the 
traditional circle but the dimensions 
have been changed and three small 
solid circles have been added to the 
peaks of the “W” suggesting ideas 
pertinent to the industry, such as mo- 
lecular structure, wires, plugs, tubes 
and light bulbs 
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SURFACE 
MOUNTING 
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FLUSH MOUNTING 
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Sell your customers the receptacles with 


TIME-SAVIN a'Vige -Gii/p TERMINALS 


Royal receptacles offer other on-the-job 


ROYAL RANGE and DRYER receptacles are engi- 
neered and constructed to transmit FULL, NO-ARC 
power to the appliance. They are the easiest to install, 
the most practical to use 





Heavy duty screw staked to 
clamping pad for quick, pos- 
itive action of the pad either 
up or down 


Shipped with screws backed 
out, ready for instant wiring; 
just insert the conductor and 
tighten the screw! 











EASIER, FASTER, SAFER WIRING! 








| ! 

SURFACE ' FLUSH i DELUXE CHROME 
MOUNTING i MOUNTING i WALL PLATES 
Black or Nery \ Brown or Ivory i Cat. No. 316 grounding 

—_m o~* 606 —_“~ po 610 j Cat. No. 317 non-grounding 
mp- mp- Fi . 
DRYER: Cat. No. 607 > CRUE Gan. San. can! Stantens Scag tenes 
A 250V 30 Amp-250V j in on envelopes 
Unit Pack: 1 Unit Pack: 1 a = 
Ship .Cortors 10 ! Ship.Carton: 10 , er 
l ! 
! ! 
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advantages, too 


Heavy duty, solidly-anchored double- 
wipe spring contacts transmit full power 


to the appliance 


for long, dependable 


plete ready to install 


Write for catalog sheets on 


Range and Dryer Cords 


Sturdy phenolic body engineered 


service 


Self-finding slots with contacts accu- 
rately positioned to take plug blades 


In attractive individual boxes com- 


Receptacles and 


ROYAL ELECTRIC CORPORATION 
PAWTUCKET, RHODE ISLAND 
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Easy WIRING 


with CONCRETE 
POURED to VERY TOP 


You can now pour concrete to very top of 
box and still have plenty of room for 
conduit attachment or wire pulling. 
A 3'/4,” opening in box permits whole hand 
access from top of concrete to bottom of 
floor box. 
The #190 “Tru-Level’’ is a standard 4” 
octagon, sheet steel box for concrete or 
tile, also wooden floors with concrete base. 
A '2”" adjustable ring along with three 
screw legs, 2!/2"” long, make tru-leveling 
certain 
Designed to fit all popular size and style 
receptacles—simply clip off plaster ears and 
drop into place. 

Listed under re-examination services 

of Underwriters Laboratories, Inc 


LATROBE 
PIPE OR CONDUIT CLAMPS 


Malleable iron, with case 
hardened tool steel in 
one end of the clamp, in 
the form of an inverted 
V shape to give a double 
bite. Come in ‘‘Right 
Angie’ and ‘‘Paraliel’’ 
type—ii sizes each for 
%” thru 4” Edge Clamps 
for 2” thru 3” 


LATROBE PRODUCTS 
NON-ADJUSTABLE FLOOR BOXES 
ADJUSTABLE FLOOR BOXES 
GANG BOXES—COVER PLATES 
JUNCTION BOXES—NOZZLES 
PIPE OR CONDUIT HANGARS 
INSULATION SUPPORTS 
CABLE SUPPORTS—FISH WIRE 
STAPLE AND CABLE CLIPS 


Sales Representatives in all princiool Cities 


SOLD ONLY THROUGH 
WHOLESALERS 


Fullman 
MANUFACTURING 
COMPANY 


1209-1215 JEFFERSON ST. 
LATROBE, PENNSYLVANIA 








North of the Border: 


Getting In On a New Market 


Canadian distributor invades a market and discovers a 
$1,000,000 operation. Secret:—investigate and move in. 





TORONTO, Ont., Canada (Mc-Graw- 
Hill WORLD NEWS)—One of this 
country’s largest privately owned 
electrical wholesale distributor firms, 
which is headquartered in Montreal, 
has entered the Toronto market. The 
Montreal distributor, Union Electric 
Supply Co. has acquired certain fa- 
cilities of Regent Electric Supply Co., 
Toronto, and has established a $1,- 
000,000 operation in north Toronto, 
according to Toronto head Lloyd K. 
Hart. 

The move is the latest in a series 

undertaken by the firm. It now has 
warehouses in Montreal, Toronto, 
and Ottawa, and sales outlets from 
Halifax, Nova Scotia to Windsor, 
Ontario. 
¢ Billion Dollar Business—Electrical 
distribution in Canada is now a bil- 
lion dollar a year business, accordimg 
to Walter Jamieson, Union Electric’s 
vice president for sales. “Electrical 
distributors used to handle about 90% 
of all sales,” he said. “But with the 
1930’s there was a strong move on 
the part of contractors to deal di- 
rectly with the manufacturers. Today 
we have less than one-third of the 
total business with the manufacturers 
still selling two-thirds of their produc- 
tion directly to retail outlets.” How- 
ever, Jamieson feels new trends are 
persuading contractors that the full- 
functioning, expert distributor can 
save them time and money. 
e Eyeing Market—Union Electric re- 
portedly had been investigating the 
Toronto market for some time prior 
to learning that Regent Electric Sup- 
ply was for sale, according to a com- 
pany spokesman. The purchase of 
Regent facilities, except the plant 
buildings, was made for an _ undis- 
closed amount. By taking over an 
existing organization with its cus- 
tomers, Union Electric officials are 
hopeful that the invasion of the To- 
ronto market will be swift. 

The company lists over 100,000 
electrical items and keeps about 50% 
of them in stock, according to a com- 
pany official. 

e Growing Concern—Union Electric 
originated as a small family company 
in 1914 when two brothers, Abe and 
Aaron Naimer, formed a company 
called Star Gas. Located in a small 
store on Montreal’s Pine Ave., the 
company sold and repaired gas man- 


tles; and illuminating equipment. The 
company expanded steadily, added 
more Naimer brothers and became 
Union Electric. The firm has expanded 
its sales at a steady 10% annually 
over the last 40 years. 

Today Union Electric has 350 em- 
ployees and 200,000 square feet of 
floor space, according to Jamieson. 
Sales of imported lines account for 
about 10% of the total business, he 
said, but this is steadily decreasing. 

Company officials feel that Toronto 
is a 25% bigger electrical market 
than Montreal and will add a large 
potential to the growing concern. 





NAED News: 


Central Region Meet 
Set For Mackinac Island 


NEW YORK — Plans have been 
completed for the second annual Cen- 
tral Region convention of the Na- 
tional Association of Electrical Dis- 
tributors. The convention this year 
will be held at the Grand Hotel, 
Mackinac Island, Michigan, from 
September 25 through 28. 

Four separate “idea swapping” 
Workshop Sessions will highlight the 
four day meeting. The subjects under 
discussion at these workshop groups, 
and the discussion leaders of these 
sessions, will be: “Procedures and 
Equipment and Inventory Manage- 
ment’”—Edward F. Anixter, Engle- 
wood Electrical Supply Co., Chicago, 
Ill.; “Financial Management and 
Managing For The Future”—Russell 
Peck, American Electric Co., St. 
Joseph, Mo., and Allan T. Korsmeyer, 
The Korsmeyer Electric Supply Co., 
Lincoln, Neb.; “Personnel Manage- 
ment”—L. B. Mangione, Electric 
Supply Corp., Chicago, Ill. and H. J. 
Lutton, Westinghouse Electric Sup- 
ply Co., Chicago, IIl.; “Sales Manage- 
ment”’—W. T. McNaughton, Mc- 
Naughton - McKay Electric Co., 
Detroit, Mich., and J. P. Simons, Jr., 
J. P. Simons & Co., Chicago, IIl. 

The social program includes: a 
Welcoming Cocktail Party sponsored 
by the Central Region members; a 
“Manufacturers’ Night” Cocktail 
Party; and a Golf Tournament. 
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New, cool Sola ballast for two 1500ma lamps gives 


full light output, features upside-down case 


hy 


2 


ie ee 


Design features of upside-down ballast assure 
lowest in-fixture operating temperatures: 


A Fiber insulator now at label surface. B No 
thermal barrier at mounting surface to trap 


Newest member of Sola’s growing 
family of upside-down fluorescent 
ballasts is Catalog No. 670-130. It 
operates two 96-inch 1500ma lamps 
down to 0°F, or two 72-inch 1500ma 
lamps down to —20° F. 

The new ballast delivers full light 
output and is the coolest-operating, 
18-inch, single-case unit of its type 
that we’ve tested. Results of in-fixture 
comparative tests of the Sola ballast 
and two of its competitors are shown 
above. Further tests prove that 
Catalog No. 670-130 easily meets 


normal 
cooling fin. C Maximum space between capac- 
itor and core structure gives full capacitor 
life. D Ballast temperatures substantially lower 
than competitive ballasts (see table at right). 


c 7 


te 


ballast heat, fixture is improved 


latest CBM specifications for two- 
lamp 1500ma ballasts. 

A good share of the new unit’s im- 
proved performance and life-extend- 
ing operating temperatures is a result 
of Sola’s ingenious solution to the 
problem of heat dissipation which is 
diagramed above. 

The next time you need a ballast 
that will help quality fluorescent fix- 
tures deliver all the light that’s engi- 
neered into 1500ma lamps, that will 
give coolest possible in-fixture per- 
formance, that will live up to its own 


Comparative 
Test Results 





. 





Ballast 


Temperatures C 


Case Capacitor, Copper 


Sola 670-130 80 60 87 
Ballast X 81 70 92 


Ballast Y 86 60 97 





rated 
Sola 
and 


vited 


Ballasts tested in industrial fixture sus- 
pended one foot beneath ceiling while 
8-foot 1500mo lamps. 


Ambient room temperature 25° C. 


operating two, 


life, that’s the 
Catalog No 
nixture 


to send for 


tume to 
670-130. Engineers 
manufacturers are in- 
sample 


specily 


ballasts 


Write for Bulletin 27H-FL 


[SOLA 


7 
FRE BH RENE TO a¥ B P 


A DIVISION OF 
BASIC PRODUCTS CORPORATION Cie 


Electric Co., Busse Rd. of Lunt, Elk Greve, Ii! 























@ 3-WIRE 
GROUNDING 


...20 AMP, 125 VOLT 
SINGLE 3-WIRE 
GROUNDING OUTLET 0 


A dependable single 3-wire grounding 
outlet especially designed for use with 
the new NEMA standard 20-Ampere, 
125 Volt grounding caps. 

Features: 

@ Two easily accessible green, hex- 
agonal grounding screws permit 
feed-through of grounding con- 
ductors. 

All contacts, including grounding 
contact, are of double grip type. 
Contoured face design permits 
easy insertion of cap blades. 
Heavy barriers separate contacts 
of opposite polarity and grounding 
contacts. 

@ Designed for side wiring. 

@ Washer-type plaster ears. 

May also be used with 15 Ampere, PERFORMANCE 

125 Volt grounding caps or regular SPECIFIED 


ungrounded parallel blade caps. 




















Write for information, Dept. EW86. 


PASS & SEYMOUR, INC. 
® SYRACUSE 9, NEW YORK 


60 E. 42nd St., New York 17, N.Y. 1440 N. Pulaski Rd. Chicago 51, Ill. In Canada: Renfrew Electric Co., Ltd., Toronto, Ontario 
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Las Vegas Site of NAED 
Western Region Meet 


SAN FRANCISCO — Plans are 
nearing compietion for the 52nd 
Western Region convention of the 
National Association of Electrical Dis- 
tributors. The convention will be held 
at the Stardust Hotel, Las Vegas, 
Nevada, from October 18 through 21. 

Theme of this year’s convention is 
“Partners In Business.” The idea be- 
hind this theme is that “distribution” 
includes the retail, wholesale, and 
service industries. Many distribution 
functions such as selling, advertising, 
market research, etc., are performed 
by manufacturers, as well as by retail, 
wholesale and service industries. 

Assuming that the philosophy 
“Partners In Business” is accepted 
literally, arrangements are being made 
to set aside one day for each group 
to discuss his particular part of this 
necessary and close relationship. 


Canadian Contractors 
Charged with Conspiracy 


TORONTO, Ont. (McGraw-Hill 
WORLD NEWS)—tThe Electrical 
Contractors Association of Ontario 
has been convicted of conspiring to 
operate a combine, according to an 
industry source. 

In passing judgment on the case, 
the Canadian Justice said: “The of- 
fense as charged is not doing the un- 
lawful act, but to agree to do the un- 
lawful act. 

“The evidence is consistent only 
with an agreement with the associa- 
tion and its former president, to sell 
only to members of the association. 

“I am forced to the conclusion 
these circumstances point to an agree- 
ment between the association and its 
members to limit the sale of electrical 
materials to members of the associa- 
tion only, or to obtain commission for 
manufacturers or jobbers.” 


Distributor Wins GE 
Water Cooler Contest 


TAMPA, Fla.—Raybro Electric 
Supplies, Inc., Tampa, Fla. has been 
awarded first prize in the General 
Electric Company’s Spring Water 
Cooler Contest. James A. Mook, Jr., 
manager of advertising and sales pro- 
motion, and William T. Brown, gen- 
eral sales manager, received the win- 
ner’s purse in behalf of the company. 

The contest was nationwide and 
based on the sale of the manufac- 
turer’s line of electric water coolers. 
Raybro finished in first position, with 
393% sales quota realization. 
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Charlie RACO Says... 


There's a real difference 
in RACO boxes... 


RACO’s complete line of precision clamps meets every 
wiring need. The new ‘Q’ Quick-clamp is a real 

time saver. Insert cable...it’s locked in place. 

No screws to tighten. 


RACO's complete line of brackets gives you just the right 
bracket for any job. All RACO brackets are projection 
welded for added strength... rigidity. 


RACO’s K.O.’s and Pri-Outs are easy to remove... 
save valuable time on the job. 


Your RACO Distributor has the complete RACO line of 
switch and outlet boxes, covers, bar hangers and set-up 
boxes. Tell him you want RACO boxes...no other! 


*T.M. 


ALL-STEEL EQUIPMENT INC. aurora, ILLINOIS 





ELECTRICAL 
ENCLOSURES? 


NOW! 


44 sizes in 
Single Door Models 


22 sizes in 
Multi-Door Models 


NEMA 12 
PANEL ENCLOSURES 


Completely oil-tight and dust-tight. 
Mounting panel is removable. Stand- 
ard single door sizes now include many 
8” and 10” deep enclosures to accom- 
modate large circuit breakers and dis- 
connect switches. Besides two-door 
models, we now offer three, four, and 
five door models up to 1514 feet long. 
Also available in NEMA Type 4, 


13 sizes 


_ ranging 
in} ging 


from 
16x12x6% 

to 
42x24x 8% 


NEMA 1 
PANEL ENCLOSURES 


A control housing for locations that do 
not require the oil and dust-tight char- 
acteristics of HOFFMAN NEMA Type 
12 enclosures. Removable mounting 
panel. Doors have lift-off 
hinges and plated 

“flush” latches 


Oil-tight 
time-saving 
LAY-IN WIREWAY 


This new JIC Sectional 
Wireway (Patent Pending) 
offers the “‘lay-in’’ feature which 
simplifies installing wires from control 
point to equipment. Cover has full 
length hinge and is gasketed to seal 
out liquids. Many sizes in stock. 
loa 


Industrial 
CONSOLES 


Handsome oil-tight 
and dust tight units, 
immediately avail- 
able from stock, 
save you design 
expense and deliv- 
ery time 


Stocked and sold by Electrical Distributors 
A ENGINEERING 
CORPORATION 


Dept. EW-142, Anoka, Minnesota 


NAED members who attended the Wholesale Executive Management Course at Ohio 
State University are: Seated left to right: M. M. Yaffee, Glens Falls Electric Supply 
Co., Inc., Glens Falls, N. Y., and next to him, Samuel Swirsky of the same company; 
J. R. Eisler, The Gross Electric Fixture Co., Toledo, Ohio; George Norris, Ralph 
David, Inc., Logansport, Ind.; M. P. Johns, Graybar Electric Co., Inc., St. Louis, 
Mo. Standing left to right are: R. M. Minard, The Van Atta Supply Co., Marion, 
Ohio, (not NAED member); J. H. Cooper, Harry Cooper Supply Co., Springfield, 
Mo.; L. D. Kent, The Sacks Electrical Supply Co., Akron, Ohio; E. M. Myers, 
Noland Co., Inc., Newport News, Va.; T. H. Todd, Graybar Electric Co., Inc.. 
Cincinnati, Ohio; R. L. Coward, Graybar Electric Co., Inc., Louisville, Ky 


Distributors At Management Courses 


MEMBERS of the National Associa- 
tion of Electrical Distributors received 
certificates recently as graduates for 
completing the Wholesale Executive 
Management Course under sponsor- 
ship of the National Association of 


Wholesaiers, Washington, D.C. 

The courses were presented at Ohio 
State University, Columbus, and the 
Wharton School of Finance and Com- 
merce, University of Pennsylvania, 
Philadelphia, Pa. 





Minnesota Mining & Manufacturing 
Charged By the FTC 


NTITRUST charges have been leveled against Minnesota Min- 
A ing & Manufacturing Co. for buying up two competitors in the 

electric insulation field. The Federal Trade Commission has 
charged that the St. Paul, Minn. firm is now in a position to manipu- 
late prices and “concentrate the full impact” of its size and experience 
on one product or one section of the country to dominate sales. Min- 
nesota Mining in 1956 acquired Prehler Electrical Insulation Co. 
of Chicago and Insulation and Wires Inc., Fort Wayne, Ind. Accord- 
ing to the complaint, the firm is the nation’s largest maker of elec- 
trical insulation tapes and one of the largest of coated abrasives, 
roofing granules, graphic products and highway advertising ma- 
terials. Net sales have increased from $108 million in 1948 to 
$446 million in 1959; net assets in the same period increased from 
$89 to $352 million. 

Prehler was reportedly the second largest maker, and IWI 
the third largest, in such insulation products as mica, tape, insulat- 
ing varnish, and plastic tubing. The acquisitions made Minnesota 
Mining the largest manufacturer with 29% of total sales, ac- 
cording to the FTC. Meanwhile, the sales of the next biggest com- 
petitor dropped from 24% to 20%. Before these acquisitions the 
company had acquired three others: Irvington Varnish & Insulator 
Co. in 1953, American Lava Corp. in 1953, and Mica Insulator 
Co. in 1955. 
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CLAYTON MARK 


exclusive 


FINISH 


make the 


rifle bore test 


See why wires fish easier through super 
smooth Clayton Mark “ELECTRICTUBE” 


eSUPERIOR ENAMEL eSMOOTHERI.D. e EXCLUSIVE D.C.WELD 


Like the sleek, smooth barrel of an army rifle on inspection — Clayton Mark thinwall 
electrical conduit meets all tests to stand above competition. Manufactured from supe- 
rior quality steel, ““Electrictube” withstands the abuse of construction yet bends and cuts 
easily. The interior surface is coated with a specially prepared enamel that won’t soften, 
gall, flake or chip. Continuous D.C. Weld is an exclusive feature. Conclusive tests have 
proven that wires pull through Clayton Mark conduit with the least pressure under a 
variety of temperatures and conditions. Yes, take another look . . . and order Clayton 
Mark conduit — the “‘Contractor’s Favorite” for more than a half of a century! 





AND 
1907 DEMPSTER STREET + EVANSTON, ILLINOIS + U.S.A. 
TR rows Sy WATER WELL SUPPLIES RR conourt 2) unions on <a NG 
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For splicing, binding or insu- 
lating, men who know rate 
Chase Friction, Rubber, Plas- 
tic, Neoprene and Butyl Tapes 
tops for on-the-circuit per- 
formance. See for yourself. . 

buy and try several rolls today! 
Chase & Sons Inc., 26 Spruce 
Street, North Quincy, Mass. 
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NEW LITERATURE 





Electric Heat—Booklet providing esti- 
mated costs for electric heat in 105 
major cities and marketing areas, and 
an analysis of installation procedures 
has been announced by Sun-Tron 
Corp., Chicago, Ill. Included is an 
installation cost worksheet for the 


| electrical contractor, an outline ot a 


typical 1,040 square-foot home, 
showing where heaters should be 


| placed for greatest efficiency, and 


specifications. Booklet can be obtain- 
ed from Sun-Tron Corp., 7435 West 
Wilson Ave., Chicago 31, Ill. Specify 
city or area for which the informa- 
tion is desired 


Signal Manual—An 88-page manual 
describing air and electric signal sys- 
tems and listing specifications of 


| horns, bells, buzzers, chimes and 
| sirens has been published by Sperti 


Faraday, Inc., Adrian, Mich. In- 
cluded in the new publication are sec- 


| tions on gravity drop and lamp type 


annunciators and accessory equip- 


| ment. Selection of the proper type of 
| signal for various background noise 


levels and work areas is illustrated 
by charts and diagrams. Copies of 


| the manual can be obtained free by 


requesting catalog 160. 


| Clamps—Technical data and test in- 
| formation on _ all-aluminum heavy 


duty multi-bolt fittings is contained in 


| Data Folder No. 6003 for the elec- 
| trical power and light industry. The 


tolder is available from Jasper Black- 
burn Corp., 1525 Woodson Rd., St. 
Louis 14, Mo. 


Fixtures—New 70-page catalog of 
industrial, commercial and residential 
lighting fixtures is available from Du- 


| ray Fluorescent Mfg. Co., 3318 W. 


Montrose Ave., Chicago 18, Ill. Dept. 
EW. Catalog includes descriptive 


| copy, dimensional and ordering data. 


Recessed Lighting—A 35-page illus- 
| trated, catalog on recessed incan- 


descent lighting is available from 
Lightolier, Inc., Jersey City, N.J. De- 


| tails on recessed incandescent down- 


lighting are included 


Floodlighting — Bulletin GEA-7201, 
ten pages, outlines value of floodlight- 
ing, application data and product in- 
formation on full line of filament, 
mercury vapor and fluorescent units. 
Photos show typical applications in 
recreation area, architectural and 
ornamental lighting, billboard illumi- 
nation, loading platforms and indus- 
trial areas. Booklet is available from 
General Electric Co., Schenectady 5, 
New York 
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LIGHTWEIGHT | 


Reynolds Aluminum Rigid Conduit 
REDUCES HANDLING TIME 


AND LOWERS COSTS 


Lightweight Reynolds Aluminum 
Rigid Conduit weighs far less than 
conventional conduit. Electricians pre- 
fer it because handling and installation 
are easier and faster. Special tools for 
bending and forming are not necessary 
—nor is special equipment required 
for cutting or threading. 

Aluminum conduit resists corrosion, 


EASY TO CUT 


thus it can be used in most industria! 
atmospheres. And, as aluminum conduit 
is non-magnetic, longer conductor runs 
or smaller conductors are often possible. 

For complete information and names 
of Reynolds Aluminum Rigid Conduit 
distributors, call your Reynolds Sales 
Office or write Reynolds Metals Com- 
pany, Box 2346-EC, Richmond 18, Va. 


EASY TO HANDLE 


, ae “se _ 
Watch Reynolds TV Shows: “Bourbon Street Beat” and “Adventures in Paradise”; and, resuming in October, “All Star Golf’—ABC-TV 
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Sell 
Republic 


METAL 
LUMBER 


for add-on 
Profits! 


Add-on profits with 
every regular sale. 
Stock, promote, and 
sell Republic METAL 
LUMBER"... fastest sell- 
ing framing material 
in the trade. 

Ideal for construct- 
ing overhead or wall 
brackets, framework 
for conduit, lighting 
fixtures, meters, con- 
trols, and on-the-job 
framing fabrication. 


Sell it by the bundle, 
in either 10- or 12-foot 
lengths, complete with 
bolt and nut fasteners. 
Every sale at full prof- 
its. Start selling today! 
Send coupon below. 
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Republic METAL LUMBER is electrical-con- 
tractor-preferred for on-the-job framing 
fabrication. This full profit, ready-made 
market is waiting for you! 


| want to know about available distributorships 
for Republic METAL LUMBER: 


Name 
Firm 
Address 


a Zone State 


REPUBLIC STEEL 


BERGER DIVISION 
1158 Belden Ave. + Canton 5, Ohio 








Business Report: 


Road Smooth; 
Detour Ahead 


Here is the latest monthly report on 
business, as prepared by the McGraw- 
Hill Department of Economics. 


Airs: there are very few in the 





forecasting fraternity who now 

expect business to follow a rising 
slope throughout the next 18 months. 
Most of them expect a correction 
will get underway in the coming win- 
ter or spring of 1961. But perhaps 
too much effort is going into at- 
tempts to pinpoint the exact hour 
and day of the start of the next re- 
cession. Of course, it is important 
to know what the future course of 
business may be, but the combina- 
tion of great effort to pinpoint the 
beginning of the next recession and 
much debate about it may be all 
that’s needed to set it off at an ear- 
lier date. 

The chances are excellent, how- 
ever, that the next recession will be 
a good deal milder than the last one. 
The recent reports on improving 
business activity give considerable 
weight to our contention that this 
readjustment is still many months 
away. 

Here is a balance sheet of busi- 
ness news, weighted on the cheerful 
side: 

e The Federal Reserve Board’s 
index of industrial production in- 
creased in May for the first time 
since January. The increase was only 
one point over the April figure of 
109 (1957100). The gain, more- 
over, extended to almost all manu- 
facturing lines, with the single ex- 
ception of steel. Because of the poor 
current performance of steel, indus- 
trial output has not yet surpassed 
the January peak of 110, but that 
rate will probably be topped within 
the next few months. 

e Personal income has increased 
by more than $1.5 billion to a new 
all-time high. Although the May 
annual rate of total consumer in- 
come at $399.4 billion fell short of 
the $400 billion goal, it is certain 
that this figure will be topped. And 
so far this year, personal income has 
averaged about $20 billion higher 
than the corresponding months of 
last year. 

e Employment has risen substan- 
tially while the number of unem- 
ployed in the nation has declined. 
Total employment has increased by 
more than 1 million because of a 
nice gain in jobs in agriculture and 
construction. Unemployment has de- 


clined by 200,000 to a figure less 
than 3.5 million for the first time in 
seven months. And the seasonally 
adjusted unemployment rate (em- 
ployment as a percent of the civilian 
labor force) dropped under 5% for 
only the second time in the last 12 
months. 

e After four consecutive months 
of decline, the factory workweek in- 
creased by nearly one-half hour in 
May. Again, this increase was typi- 
cal of almost all manufacturing in- 
dustries with the exception of steel. 
Increased overtime work in May ac- 
counted for 75% of the over-all in- 
crease in the workweek with step- 
ped up activity in auto plants re- 
sponsible for most of the additional 
overtime. 

e Auto sales during most of June 
were at the highest level for the 
month since 1955. Domestic-built 
new car sales averaged about 20,800 
units compared with 19,900 units 
last year and 24,300 units in 1955. 
However, foreign-built car sales in 
1955 were only a small fraction of 
what they are now. So the auto sales 
picture continues’ bright despite 
weakness in used car prices. 

e The McGraw-Hill Index of 
New Orders for Machinery reached 
a new all-time high of 188 (1950— 
100) in May. This new peak was 
one point higher than the previous 
record high attained in the pre-steel 
strike month of April 1959. The 
index of new orders for machinery 
rose 8% in May, after averaging 
around a level of 170 for the pre- 
vious four months. It now appears 
that machinery manufacturers will 
attain a 9% gain in new business 
in the second quarter of this year 
as compared with the first quarter, 
which they had predicted. 

e Contract awards for heavy (en- 
gineered) construction are very high. 
As reported in Construction Daily, 
contracts awarded in April, May 
and June were among the highest 
in construction history. The total 
dollar volume for the first 26 weeks 
of 1960 is 9% ahead of the com- 
parable figure for 1959. Private con- 
struction awards are a whopping 
21% ahead of last year’s pace, while 
public contracts are down 3% be- 
cause of the lag in new federal 
projects. 

e Exceptions To Rule—The latest 
Department of Commerce-Securities 
and Exchange Commission Quarter- 
ly Survey of New Plant and Equip- 
ment Expenditures indicates that the 
big increase in capital spending this 
year has already taken place. From 
here on out during the remainder 
of 1960 there will be some modest 
increase—as indicated by our own 
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fern lerere ma els 


NEW 
VIGOR :; 
at 
Virden 





Tomorrow’s designs today! That's the goal of Virden’s Design Department. Like the new Sun 'N Sand fixtures 
shown above. Here is a grouping as fresh as tomorrow's sunrise, as clean and crisp as a wave-swept beach. 
This is lighting that captures the trend of modern living... that makes the buying (and selling) of lighting a 
happy experience. It’s the kind of vigorous support Virden distributors are getting continuous and grow- 
ing assistance that is helping them get more sales, more profits from the Virden Lighting line! 


VIRDEN LIGHTING 


a division of John C. Virden Company * 6103 Longfellow Ave., Cleveland 3, Ohio 


SUBSIDIARIES: LIGHTING DYNAMICS, INC., LOS ANGELES, CALIF. AND DALLAS, TEXAS; JOHN C. VIRDEN, LTD., TORONTO, ONTARIO 
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...that give full Distributor 
Sales Support 


PTC Distributors are ONE SOURCE transformer 
suppliers .. . due to the complete line of small and 
large, dry and liquid type units available. 
Distributors find that PTC QUALITY assures 
steady customers ... and creates new ones. 


PTC Distributors will verify these sales assets: 


PTC SERVICE PTC stands behind its transform 
TRANSFORMERS ers with the industry’s only 5-year uncon- 
ditional guarantee ynclusive evidence 


of built in quality and performance 


SERVICE PTC manufactures 4000 models 
ranging from 50 VA to 5000 KVA a de- 
pendable, quiet, long-lasting dry or liquid 
type to meet every need. Distributors do 


not lose sale they profit every time 


SERVICE PTC maintains a unique cooper 
ating Distributor partnership. Consistent 
Distributor sales efforts result in the place- 
ment of ALL construction market sales 


through the Distributor outlet! 


SERVICE PTC policy includes realistic 
efforts to provide Distributors with excep 
LIQUID TYPES tional assistance in stock maintenance 


SERVICE PTC provides the needed sales 
help the personal selling assistance of 
its Representatives and factory - trained 
company Sales Engineers. It offers the 
kind of support that makes transformer 


sales profitabl: 


SERVICE PTC has a re putation for pro 
viding SPECIALTY transformers with 
remarkable speed and flexibility. You can 
COUNT on the availability of this service 
at all times. NO DELAYS in serving your 
customer because the PTC Sales or 
ganization processes orders quickly is 
geared for specialty service 
DRY TYPES 
Write for full information on PTC policy 
—and on territorial openings. 


PRECISION TRANSFORMER CORP. 
2230 W. Lake St Chicago 12. Ii! 
Representative principal cities 


TRANSFORMERS 
QUIET ¢ EFFICIENT 
DEPENDABLE 


| 
| 


survey earlier in the spring. It now 
appears that the expected increase 
from the current investment level 
will be somewhat smaller than antic- 
ipated earlier. Nevertheless, the 
latest Commerce-SEC annual 1960 
estimate is for a 13.2% increase over 
1959, compared with a 16% increase 
indicated in the McGraw-Hill sur- 
vey of plans and a 13.7% gain fore- 
cast by the Commerce-SEC in 
March. Investment is running at 
a relatively high level and will con- 
tinue to increase at a modest pace. 

The expected rise in housing starts 
has not yet materialized. Private 
housing starts did not pick up in 
May according to preliminary esti- 
mates of the Census Bureau’s new 
statistical gauge. The 1,305,000 new 
housing starts total (seasonally ad- 
justed annual rate) was the same as 
April and ran 17% below May 1959, 
one of the peak months in housing 
history. However, if the May pre- 
liminary figure undergoes as much 
upward revision as the April pre- 
liminary figure did, then the actual 
number of new houses started in 
May will turn out to be 5% higher, 
and May will be the best month for 
starts so far this year. 

Do not think that we have closed 
our eyes to the possibility of an un- 
expected downturn in business. As 
always, we remain alert to such a 
possibility. But we are impressed with 
the variety and number of optimistic 
reports on economic statistics that 
have crossed our desk in the last 
few weeks. And so, prospects are 
that business will carry on in very 
prosperous fashion for the remainder 
of this year. 





Power Conference 


Set For Philadelphia 


NEW YORK—The 1960 National 
Power Conference will be held at 
the Bellevue Stratford Hotel, Phila- 
delphia, Sept. 21-23. The Conference 
in sponsored by the Power Divisions 
of the American Institute of Elec- 
trical Engineers and the American 
Society of Mechanical Engineers. Six 
sessions at which 19 papers will be 
presented, and a panel discussion on 
the advancement of power engineer- 
ing, constitute the technical program. 


Distributors Get 
NAED Membership 


NEW YORK—Two new members 
have been elected to the National As- 
sociation of Electrical Distributors: 
Smith & Royals Electric Supply Co., 
2075 Liberty St., Jacksonville, Fla., 
and Cardello Electric Supply Co., 852 
W. North Ave., N.S. Pittsburgh. 
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“‘Speedbus,”’ National Electric’s new 100 amp busway, 
goes in so fast, and is priced so low that in most instal- 
lations it actually is more economical to use than con- 
duit or cable! 

Never before has as compact and convenient a dis- 
tribution system been made available. Never before has 
such wide application of busway been possible. In almost 
any commercial or industrial location where both power 
and lighting are required, this new, completely flexible, 
factory-assembled busway will serve best. 

‘“‘Speedbus’”’ can be plugged in from either side, back- 


NATIONAL ELECTRIC DIVISION 


| HERE'S A NEW, BETTER METHOD 
OF ELECTRICAL DISTRIBUTION 


“'\N-E 100 AMP 
~ SPEEDBUS 


Pepe: Ee 





ee eee See ee ee 
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NATIONAL ELECTRIC 


BUSWAYS i] NS | CONDUIT 
5 DIVISION 


WIRE SURFACE 
& CABLE RACEWAYS 


to-back—16 usable outlets in every ten foot length. 
Bolted connections on case and conductor assure posi- 
tive grounding continuity and electrical contact. Erec- 
tion of “Speedbus’”’ is simple—using only hand tools. 
Lightweight sections incorporating aluminum bus bars 
are easy to lift, and require fewer hangers. 

For complete information on how to improve your 
electrical lighting or power distribution while saving 
money, call N-E Man, or write for literature. National 
Electric Division, H. K. Porter Company, Inc., Porter 
Building, Pittsburgh 19, Pa 


H. K. PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY with steel, rubber and friction products, asbestos textiles, high voltage electrical equipment, electrical wire and cable, wiring 
systems, motors, fans, blowers, specialty alloys, paints, refractories, tools forgings and pipe fittings, roll formings and stampings, wire rope and steand 
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PRECISION 
ENGINEERED 
FITTINGS 


M. STEPHENS 
MEG. INC. 

814 EAST 29TH STREET 

LOS ANGELES 11, CALIF. 


ADams 


1-9147 


THE FOLLOWING IS A LIST OF SALESMEN 
REPRESENTING M. STEPHENS MFG., INC.: 
(* Means rep. carrying stock) 


*Brenner Electrical 
Sales 

305 Velasco 
Houston, Texas 


Mr. W. A. Smith 
Brenner Electrical 
Sales 

P.0. Box 13001 
Dallas 20, Texas 


Mr. W. D. Reese 
Brenner Electrical 
Sales 

2608 Parkview Drive 
Austin 5, Texas 


*A. Lee Clifford & Co. 
1801 W. 18th St 
Indianapolis 7, Ind. 


Forrest E. Durnal 
1121 Edgewater Ave. 
Ft. Wayne, Ind 


Charles W. Pfeiffer 
c/oA. Lee Clifford 
& Co. 

1905 Bardstown Rd. 
Louisville 5, Ky. 


Bill Crichton 
& Associates 
Riverview, Florida 


Mr. C. R. Maddox 
5601 Suwannee Ave. 
Tampa, Florida 


Mr. C. R. Stegin 
2321 Riverside Ave. 
Jacksonville, Fla 


Mr. J. R. Heidenreich 
1628 N_E. 6th Ct. 
Ft. Lauderdale, Fla. 


R. H. Dirkes Co. 
327 S.W. Bivd 
Kansas City 8, Mo. 





*Electrical Sales Co. 
2525 W. Armitage 
Ave 
Chicago 47, Ill. 

*Gregory & Flynn 
4501 Perkins Ave. 
Cleveland, Ohio 
Howard Gregory 
7807 Greenbriar Lane 
Cincinnati 43, Ohio 
Howard Flynn 
11201 Frankstown 
Pittsburgh 35, Pa. 

*Hoffman Brothers 
5201 Martin 
Detroit 10, Mich 

*Keeler, White, Inc. 
523 N.W. Everett St. 
Portiand 9, Ore. 

*Keeler, White, Inc. 
1041 - 6th Ave., So. 
Seattle 4, Wash. 

*D. A. Marsden 
118 W. 29th St. 
Charlotte, N.C 
R. E. Myers & Son 
317 N. 11th St. 

St. Louis 1, Mo. 
M. Morin Rivera 
1300 N. Broad St. 
New Orleans, La. 
Electrical Sales 
Rocky Mountain 
16 Wazee Market 
Denver, Colorado 

*Rouzer Sales Co. 
823 Marshall St.,N.E. 
Minneapolis, Minn. 
Leonard M. Slusser 
318 Dooley Block 
Salt Lake City, Utah 

*Stanley Sales Corp. 
1122 Folsom St. 
San Francisco 3, 
Calif. 
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PEOPLE IN THE NEWS 





Daniel E. McDade has been named 
manager of the new Charleston, W. 
Va., district office of I-T-E Circuit 
Breaker Co., Philadelphia, Pa. He 
will handle sales in southwestern Vir- 
ginia, southern West Virginia, eastern 
Kentucky and southeastern Ohio. 


Robert V. Corning has been named 
manager-marketing of the General 
Electric Company’s Large Lamp De- 
partment at Nela Park. Corning had 
temporarily been serving in the ab- 
sence of Ralph Humbert, whom he 
now succeeds. 


Donald A. Drummond has been ap- 
pointed general sales manager of the 
Hanovia Lamp Division of Engelhard 
Industries, Inc. He formerly was gen- 
eral sales manager, consumer products 
division, Sperti Faraday, Inc. 


W. Rogers Herod has announced 
his retirement as a vice-president of 
the General Electric Co. and presi- 
dent of International General Electric 
Co. James H. Gross, vice-president 
and group executive for GE’s Inter- 
national Group, will assume Herod’s 
former responsibilities until a succes- 
sor is appointed. 


Fred Lindenmann has been ap- 
pointed sales representative for Ad- 
vance Transformer Co., Chicago, 
Ill. He will make his headquarters 
at the company’s offices, 2950 N. 
Western Avenue in Chicago. 


Clarence P. Andrew, has been ap- 
pointed manager of merchandising of 
the electrical department of Noland 
Company, Inc., Newport News, Va. 
Andrew joined the company in 1938, 
with the inauguration of the firm’s 
electrical department, and served as 
general manager until late last year, 
when he was named manager of 
merchandising. 


Eldo H. Stonecipher has been 
named president of Arvin Industries, 
Inc. He is the third president in the 
company’s 4l-year history and suc- 
ceeds Glenn W. Thompson who had 
been president and chairman of the 
board since 1954. Thompson will con- 
tinue as board chairman. Stonecipher 
has been with Arvin for 28 years. 


John M. Englisby has been named 
manager of electric heating for the 
air conditioning division of Ameri- 
can-Standard Corp. He will coordi- 
nate division marketing plans for the 
introduction and merchandising of 
electric heating products. 


Troy A. Brown, Jr., has been ap- 
pointed a vice president of Raybro 
Electric Supplies Inc., Tampa, Fla. 
He is the son of Troy A. Brown, 
founder of Raybro. Brown first be- 
came associated with the company 
during the summer of 1950 and has 
studied the business during successive 
years. He is a graduate of Harvard 
University. 


Under a new alignment of manage- 
ment, effective August 1, Robert D. 
Black, will continue as chairman of 
the board, chairman of the executive 
committee and a director, and will 
be chief executive officer of The 
Black & Decker Mfg. Co. Alonzo G. 
Decker, Jr., executive vice president, 
has been elected by the board to suc- 
ceed Black as president of the com- 
pany. He will continue as a director. 
W. Griffin Morrel, will succeed Deck- 
er as executive vice president. He has 
been a director of the firm since 
1957. 


R. G. Gates has been elected presi- 
dent of the Smith-Gates Corp., Far- 
mington, Conn. Gates had served as 
secretary-treasurer of the company 
which he co-founded in 1947. 


C. A. Liming has been promoted 
to the position of marketing man- 
ager-power capacitors for Federal 
Pacific Electric Co. Liming will be 
responsible for the company’s lines 
of capacitors manufactured by its 
Cornell-Dubilier Division. 


J. Carl Ferguson has been named 
director of electrical conductor mar- 
keting and Cornell C. Maier succeeds 
him as division general sales manager 
in the Electrical Conductor Division 
of Kaiser Aluminum & Chemical 
Sales, Inc. 


Dr. Ralph P. Johnson has been ap- 
pointed vice president, electronics di- 
vision, Thompson Ramo Wooldridge 
Inc. He will be responsible for ac- 
tivities within TRW’s five electronics 
divisions. 


John E. Rhodes has been elected 
controller of Sylvania Electric Prod- 
ucts Inc. Among other appointments 
are: Leslie E. Innis as product man- 
ager, incandescent and _ fluorescent 
lamps; Thomas H. Cashin as market- 
ing manager, large lamp products of 
Sylvania Lighting Products; Chalmer 
J. Carothers as sales manager, indus- 
trial-commercial lamps, also for the 
lighting products division. 

Continued on page 135 
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Why squeeze profits on rewiring 
jobs, when you can more easily sell 
quality jobs at profitable prices. By 
offering customers a breaker that’s 
guaranteed for life, you win con- 
fidence, make your sales job easier. 


Homeowners appreciate knowing 
that the breakers you install carry 
a life guarantee...won’t quibble so 
much about price. Here’s another 
advantage: the guarantee shows 
you’re using the best, helps you build 
prestige in your neighborhood. 


These money-making 
sales aids help you 
sell more “Guaranteed 
For Life’’ breakers: 





Guarantee Certificate 
Load Center Sticker 
Consumer Booklet 
Builder Brochure 


ee 








with Murray “MP” 
GUARANTEED FOR LIFE Breakers 








ALLY 
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You get more profitable 
rewiring business... 
sell more builders, too 


Extra Sales Advantage! 

Builders, too, go for the lifetime 
“MP” breaker guarantee. It helps 
them sell against homes with less 
quality, gives them an extra sales 
edge in today’s competitive market. 


Show builders how “MP” breakers 
can turn more lookers into buyers... 
and you’ve practically made the sale. 


Easy To Install! 
“MP” breakers are fully magnetic. 
They’re unaffected by heat, never 


Gentlemen: 


° Name 










need derating, never trip unneces- 
sarily, carry full rated load...and can 
be installed anywhere. You'll find jobs 
going up easier, faster...and at mini- 
mum expense. And there’s an en- 
closure for every job in Murray’s 
full line of load centers. 


How To Cash In! 
See your Murray distributor today. 
Ask him to show you all the promo- 
tional material he has available to 
help you sell. Or write Murray di- 
rectly for details. Do it today. 





POSSESSES HSE EEEEEEEEEEEEEEEEEEEEEEHEEEEEEHEE EEE HEHEHE EE EE eevee 










Murray Manufacturing Corp., 1250 Atlantic Avenue, Brooklyn 16, N.Y. 


A circuit breaker that's Guaranteed For Life! I'm interested. As soon as pos- 
sible, send me complete information on everything 









Address. 









My wholesaler is. 




























INCANDESCENT FLOODLIGHTS 





MERCURY VAPOR LUMINAIRES 


BY 





THE MOST DEPENDABLE | 





NAME IN LIGHTING 





Now, with the acquisition of the Nepo line of Mercury Vapor lighting 
equipment and the introduction of a newly designed line of Flood Lighting 
Units, Multi offers a complete line for outdoor lighting. These new lines 
will combine the same excellence in engineering, design and precision 
manufacturing that have made Multi the choice for dependability by en- 
gineers, wholesalers, contractors and maintenance electricians for more 


than 35 years. 








NEW 








MULTI FLOODLIGHTS MULTI MERCURY LUMINAIRES 


ALUMINUM 
ENCLOSED 
ANGLE TYPE 
FLOODLIGHTS 


ALZAK FINISH 
WIDE OR 
NARROW BEAM 
FOR 
INCANDESCENT 
750-1500 WATT 
LAMPS OR 
MERCURY VAPOR 
400 WATT LAMP 


HINGED GLASS 
COVER LENS, 
HEAT & IMPACT 
RESISTANT GLASS 


WATERTIGHT 
CABLE 
ENTRANCE 
FITTING 


AIM SIGHT- 

STOP SETTER 
LOCKING ARM 
A QUALITY 

FLOODLIGHT 


GENERAL 
PURPOSE 
ALUMINUM 
FLOODLIGHT 
ALZAK FINISH 
300-500 WATT 
HEAT & IMPACT 
RESISTING 
CONVEX LENS 


PORCELAIN 
ENAMELED 
ELLIPTICAL 
FLOODLIGHT 
OPEN TYPE 
300-500 WATT 
750-1500 WATT 


CATALOG NO. 8075B 


SEND FOR YOUR COPY OF 
CATALOG LITERATURE 


as 


Pe E ELECTRIC MEG. INC. 


F 4231 W. LAKE ST. 


CATALOG NO. 510CC 
A one-piece cast aluminum housing that 
provides for ballast in-head Alzak re- 
flector, prismatic glass refractor for use 
with 250W and 400W lamps. 


CATALOG NO. 500G 
Same general construction as 510CC, but 
for conventional ballast mounting outside 
unit. Ideal for expressway, streets, inter- 
sections, parking lots, playgrounds, etc. 


CATALOG NO. 600 


For use with Mercury Vapor or 
Incandescent Lamps. For side 
or pendant mounting. Cast alu 
minum head, Alzak reflector 
and stainless steel fastenings. 


CATALOG NO. 400P 


Mercury Vapor perimeter 
floodlight. An all-purpose out- 
door unit for building exte- 
riors, industrial and recreation 
areas, parking lots, etc. 


CATALOG NO. A300 


A mushroom luminaire with 
open Alzak reflector sealed 
over glass, cast aluminum 
base. For service station 
plazas, patios, parks, prome 
nodes, campuses and other 
open areas. Utilizes 250W and 
400W Mercury Lamps. 


Write for literature on the complete line 


of Multi-Nepo Lumingires, poles, fittings, 
mountings, etc. 


CHICAGO 24 








Inflation Picture: 





Prices Measure Inflation 
Forecast For The Future 


HE FACT that the federal gov- 

ernment has been tightening the 

screws in order to restrain in- 
flation was revealed in the Business 
Outlook in the March ’60 edition 
of ELECTRICAL WHOLESALING. Now 
EW gives you another look at 
the inflation picture with an analysis 
of its indicators and a look at the 
future course of prices, as presented 
by the McGraw-Hill Department of 
Economics. 

This report does two things: 

e Describes the two gauges used to 
measure inflation or deflation. 

e Measures the future course of 

prices by analyzing the factors lead- 
ing to postwar inflation. 
e Measuring Price Increases—The 
most readily available indicators of 
inflation in the economy are the con- 
sumer and wholesale price indexes 
compiled by the U.S. Bureau of La- 
bor Statistics. These two indexes 
measure changes in retail prices and 
primary market prices. 

The Consumer Price Index (some- 
times called the Cost of Living Index) 
is an index of retail prices. It meas- 
ures changes in the prices of about 
300 representative items included in 
the household budgets of moderate- 
income families living in urban areas. 
Covered by the index are goods— 
food, apparel, autos—as well as serv- 
ices—rent, medical care, commuting 
fares—which account for the bulk of 
consumer spending. 

The Wholesale Price Index is an 
index of price changes in primary 
markets, where producers do their 
buying and selling. The index meas- 
ures changes in prices of more than 
1,900 important commodities ranging 
from raw materials—cotton, hides, 
copper—to finished products—appli- 
ances, autos, machinery. 

Each index is a composite measure 
of the changes in prices of all items 
covered. Thus the rate and direction 
of the over-all change in either of 
the price indexes is due to a weighted 
combination (weighted in terms of 
relative importance) of increases in 
prices of some items and decreases in 
prices of others 

Since 1955, the consumer and 
wholesale price indexes have moved 
upward. Price increases in some key 
areas of consumer and business pur- 
chasing have been substantial enough 
to offset modest price declines of a 
few commodities and relative price 
stability of others. 

e Consumer Prices—Major increases 
in prices paid by consumers in the 
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Pd 


we 


He’s the spearhead of the electrical wholesal- 
ing business. He’s the distributor salesman. 
« His pants shine from sliding in and out be- 
hind the wheel. He never hears a radio program 


all the way through. He often ends his day with mud caked on his shoes. € His 
handshake, his sense of humor, and his technical know-how get a good workout every 
day. Especially the latter. €_ That’s why he gets more help and backing today than 
he ever has before—through the combined strengths of Rome and Alcoa, integrated 
into a single sales force. Our men are ready to apply all their talents and experience to 
help the distributor solve customer problems 


and improve sales. €| Keeping your outside RO IVI E CA = L E 
men in the know keeps us on the go. DIVISIONOF ALCOA 


all 


a —° et rae a 
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with CF: Galvanized Steel Strand 


CFal Galvanized Steel Strand used as 
overhead ground wire safeguards your 
power cables all along the line. It takes 
the punishment from lightning and shunts 
it harmlessly aside. 

This kind of safety is inherent in every 
foot of CFal Galvanized Steel Strand. 
The wire is expertly drawn from selected 
steels. After the wire is hot-dipped in zinc 
for extra weather resistance, it is stranded. 
The quality controls used in each manu- 


facturing operation assure a strong, safe, 
dependable grounding wire. 

For standard applications, CFaI Gai- 
vanized Steel Strand is made to ASTM 
specification A-363 in seven- and three- 
wire constructions. For special applica- 
tions CFal is equipped to manufacture 
strand to your own specifications. 

For complete details and delivery 
schedules, contact your local CFal sales 
office. 


GALVANIZED STEEL STRAND 


THE COLORADO FUEL AND IRON CORPORATION 


zL. 


In the West: THE COLORADO FUEL AND IRON CORPORATION — Albuquerque * Amarillo ¢ Billings * Boise 

Butte * Denver * El Pase * Farmington (N. M.) © Ft. Worth * Houston * Kansas City * Lincoln * Los Angeles 

Oakland * Oklahoma City * Phoenix * Portland * Pueblo * Salt Lake City * San Francisco * San Leandro 
Seattle * Spokane * Wichita 

In the East: WICKWIRE SPENCER STEEL DIVISION — Atlanta * Boston * Buffalo * Chicago * Detroit 


New Orleans * New York © Philadelphia 


CANADIAN REPRESENTATIVES AT: Calgary * Ed ton * V 


CF&l OFFICE IN CANADA: Montreal 
Vv * Winnipeg 








past thirteen years have not come in 
food or durable goods such as TV 
sets or cars. Instead, they have come 
in prices of consumer services—rents 
(up 50%), transportation services (up 
106%), medical attention (up 72%), 
which account for about a third of 
all consumer expenditures. 

The rent index is high today rela- 
tive to 1947 but this is due to rapid 
increases in the years 1947 to 1955. 
Rents rose fast in that period because 
they were merely catching up with 
other price increases in the economy. 
Wartime controls were far more ef- 
fective in holding down rents than in 
controlling prices of food and other 
consumer goods. 

Costs of transportation services (in- 
cludes rail and transit fares and costs 
of auto repairs, insurance and regis- 
tration) have more than doubled since 
1947. The biggest increase (nearly 
150%) has occurred in local transit 
fares—bus, trolley, and subway. 

The rise in auto insurance rates 
over this period is only second to that 
of transit fares. Since 1947 the cost 
of auto insurance has increased by 
120%, as most of us are well aware. 

The cost of medical care services 
has risen 72% since 1947. As anyone 
who has been hospitalized recently 
knows, hospital room rates are ex- 
ceedingly high. Not only are they 
high in dollar terms but they are 
high relatively, since the cost of a 
hospital room, on the average, is up 
150% since 1947. In line with this 
rising trend in hospital rates, hos- 
pitalization insurance rates are just 
about double what they were in 1951, 
the first year for which hospital in- 
surance data were collected by the 
Bureau of Statistics. 

In contrast to the sharp increases 

in prices of services, increases in 
prices of consumer goods have been 
modest in the postwar period. Food 
prices in May 1960 were 25% higher 
than in 1947; and prices of durable 
goods were up by only 18%. In fact, 
prices of consumer durables have 
never been as high as they were dur- 
ing the Korean War period. 
e Wholesale Prices—The over-all 
postwar rise in the wholesale price in- 
dex is due in large part to an increase 
(65%) in prices of producers’ goods. 
In contrast, farm prices are 10% 
lower than they were in 1947. And 
raw materials prices, in general, al- 
though they rose substantially during 
the Korean War, are currently at just 
about the same level as they were in 
1947. 

In contrast to the earlier (1951) 
inflation when almost all primary mar- 
ket prices rose, increases in the whole- 
sale price level since 1955 have been 
primarily the result of very substantial 
increases in the prices of a number of 
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YOU ASKED FOR | 





the May 1960 feature section of Electrical 
==" Construction and Maintenance now in a 
handsome hard-cover book. 


CONSTRUCTING ELECTRICAL SYSTEMS 


by J. F. McPartland and the Editors of Electrical Construction and Maintenance 


Here’s a modern, comprehensive reference 
and ihstruction manual on the methods and 
techniques used in constructing systems for 
power, light, signals and communications. 
Covering the best practice on selecting, 
mounting, connecting and housing all types 
of electrical equipment, this manual pre- 
sents 1959 National Electrical Code data 
relating to installation. And a wealth of 
special illustrations are used throughout 
to clarify fine code points. 


Chapters are broken down on the basis of 
types of equipment to facilitate ready refer- 
ence: lighting equipment — motors and con- 
trollers — conductors — raceways — switches 
— overcurrent protective devices — switch- 
boards and panelboards — transformers — 
capacitors and regulators — power sources — 
high voltage — signals and communications. 


SALESMEN — Make yourself more valu- 
able to your customers by learning these 
modern techniques of equipment application 
and the many code rules associated with 


“CONSTRUCTING ELECTRICAL SYSTEMS” 


CONTENTS 





i : 
' 
am iis ; | 
General Considerations o ! Electrical Construction and Maintenance 
Luminaires and a: 330 West 42nd Street, New York 36, N.Y. 
Lighting Equipment “: 
Motors and Controllers - Please send me ____ copy (copies) of the book, ‘‘Construc- 
Conductors ej & ting Electrical Systems,” at $4.50 each. ‘ 
Raceways a's 
Switches = a () Payment enclosed. (1) Please bill me. [1] Bill Company. ! 
Overcurrent © § BH -Shipto: : 
e 7 oad ' 
Protective Devices 2 ! mI 1 eae aaa mee iia rs, —— 
° a. ' 
Switchboards ae Compeny Name ae: ij ' 
and Panelboards Home (1) 
Transformers + 3 Address — Company (}- a Sed 
F ” 
Capacitors and Regulators xz} Pe a eee TS Zone State 
Power Sources es : Please indicate 
High Voltage d nature of Co. business ___._....._. — (273-076) 
' 


Signals & Communications 
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WIRING A GROUP OF SWITCHES 


Problem: A number of branch circuits or subfeeder circuits ore 
to be tapped from a feeder at one location. using fused 
switches for disconnects and short circuit protection 
Bring feeder conduit into a suitable auxiliary gutter 
ond tap from feeder conduciors in gutter through the 
individual enclosed safety switches 


Solution: 


feeder 


Busbors or 
c tors 


ondu 


a 
4 Gut ter 
“ op co 















LIKE tc pre re i ct | 
aa gr 
witches | 
Enclosures 
used os 
troughs 
bf NEC RULE SECTION 
NO coe S 373-8 
LIKE 7 Switch enclosures shall 
THIS not be vsed as junction 


boxes, troughs or roce- 
woys for conductors feed- 
ing through or tapping 
off to other switches, un- 


less designs suitable for 
NOT the purpose cre em- 
LIKE ployed to provide ode- 
THIS quote spoce 





Enclosures - 
used os 
yenction boxes 





installation work. And how about presenting 
a gift copy of this valuable and unique book 
to some of your key customers? They’ll thank 
you when they get it and every time they use 
it. Here’s a chance to add a solid extra to the 
routine selling job. 




















POWERCRAFT 


PRIMARY 


BUS SUPPORTS | 


STOCKS 
FOR IMMEDIATE 
SHIPMENT 


* Contracto;s, Industrials, and 
Utilities rely on the accuracy 
of these Buy Supports fo meet 
exacting service condifions. 
Available for Indoor and Out- 
door Service — flat or pipe 
mounting. Conform to NEMA 
standards. POWERCRAFT in- 
viles your inquiries on any 
special Bus Support require- 
ment. Other POWERCRAFT 
Products . . . Indoor and Out- 
door Disconnecting Switches, 
Bus Clamps, Power Connec- 
lors, Pipe Frame Fittings for 
1%" 1. P. S. Pipe, and Clamp 
Insulator Supports. 


SEND FOR NEW CATALOG. 


POWERCRAFT 


2215 De Kalb St. 


Phone Prospect 6-4532 


CORPORATION 


ST. LOUIS 4, MO 


Since 1932 


‘You'll be happy ‘ 
selling 


KNOPP 


Voltage Testers 


Patented Prod-Mount 


@ More user-value at Less Cost— 
means more turnover for you at geod 
profit margins 
@ Five Safety Features— 
Knopp Voltage Testers sell themselves 
@r ed, Reliable— 
bu goodwill and repeat sales for you 
Tell if circuit is open or closed; megnitude 
of voltage between 110 and a@-c or d-c 
pure or rectified; 25 or 60 cycles. 
Twe models. Free Sales Aids. 
Write today for full deteiis. 


KNOPP INC. 


Founded in 1928 by Otto A. Knepp under the 
name of Electrical Facilities Inc. 


Dept. A-12 1307 66th St., Oakland 8, Calif. ' 
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THEY STAY ON 


All VICTOR “MAGIC” CLAMPS 
and STRAPS for Thin and 
Heavy Wall Conduits have 
this time-saving snap-on 

feature 


Contractors everywhere are o=r?™ ZA 
& 


switching to VICTOR. Cash in 
on this heavy demand. Add 
these fast selling, profitable 
Clamps and Straps to your 


VICTOR products are 
neatly packed, clearly 
and attractively labelled 
Orders for stock items 
shipped within 24 hours 


Write for the new 
Victor Strap Catalog 
Lists over 600 items 
to fasten Wire, Cable, 
Tubing and Conduit 


Wictor SPECIALTIES, INC. 


775 MAIN ST., NEW ROCHELLE, N.Y 











| The Greatest Single Source for Clamps and Straps 





key producers’ goods. For example, 
prices of steel mill products have 
risen 20% since 1955, and prices of 
construction machinery have in- 
creased by more than 25%. Prices of 
chemicals, on the other hand, have 
risen by only 3%, and textile prices 
have actually declined considerably. 
Price increases that have occurred 
have been sufficient to keep the whole- 
sale price index rising. 

However, the increase in wholesale 
prices, on the average, since 1955 has 
been less than that during 1951 alone. 
e Gauging The Future—Can we con- 
trol inflation in the future? The an- 
swer depends pretty much on how 
well we are able to restrain the forces 
that have been responsible for price 
increases in recent years. Most in- 
creases in prices during the past five 
years have occurred as a result of 
wage increases exceeding productivity 
gains, rising overhead costs, and scar- 
cities of particular goods. 

It’s difficult to determine precisely 
how much of the inflation of recent 
years is the result of cost pressures 
created by wage increases exceeding 
increases in labor productivity. But, 
obviously, when this situation exists, 
cost pressures are built up. 

If such pressures can be kept to a 
minimum in the future, prospects for 
price stability will be considerably im- 
proved. Actually, the outlook for 
keeping cost pressures down is rel- 
atively good. Wage demands in recent 
months have been relatively modest 
compared with those made in the 
mid-1950s. And in the latest steel 
and railroad contracts automatic wage 
increases due to cost-of-living escala- 
tion have been limited or completely 
eliminated. So wages in the period 
ahead are not likely to increase as 
much as in the past. 

Just as important, nonproduction 
expenses won't be rising as rapidly as 
in recent years. One reason for this is 
that salary payments to nonproduc- 
tion workers will not be increasing 
as fast in the future as in the past. 
Firms are no longer rushing to build 
up their white collar staffs, partic- 
ularly scientists and engineers. Ob- 
viously, this shift will help to reduce 
overhead cost ratios. 

In addition we can look for sub- 
stantial increases in manufacturing 
productivity in the wake of high and 
steadily growing research and devel- 
opment expenditures. New processes 
and cost-saving equipment will bring 
greater productive efficiency than ever 
before. For 1959 and so far in 1960, 
manufacturing productivity has in- 
creased at a high rate of about 5% 
per year. If we can keep this up, the 
result will be a substantial easing in 
cost pressures. 

In summary, moderate increases in 
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both wholesaie and consumer prices 


appear likely in the years ahead. But Rem em ber ! 


there are enough forces working © 

against rising prices to indicate that i cover the switch plate, too 7" * 

the chances are small for the pattern 

of postwar price inflation to be re- not just around the smudgy plate! 


peated in the future. 


ves SELL 
Court Decision May £ S S L e 4 
Affect Utility Purchases 4 

NEW YORK—In a decision that varkling 
may have repercussions in utility pur- | | 
chasing, the U.S. Supreme Court has aalit Va nt 
ruled that the Federal Trade Com- 


mission has the right to prohibit re- =) oe | 


gional price-cutting if it restricts com- WALL PLATE 


petition. While not raising the “specter 
of a flat prohibition of price differ- RIGID SH | £ L 
entials,” the court decision illustrates | r eo 
a theory of the Robinson-Patman Act HEAVIER- PRO 
that price cutting by a big supplier WALL and PLATE 
may tend to drive smaller suppliers GAUGE : 
out of business, thus tending to give 

> big ier z iti ; 
og p Pace agent Be pe re < L A S T i Cc Pp L A T E The ONLY Shield 

é a... an) that 

situation that “tends to create a mo- . . hugs the wall for complete, permanent, covers the plate 


nopoly” is illegal. Normally, the dust-free protection. aes eee aoe plate as well as the wall. 
7 vee 7 : and wall always look new. , 

Robinson-Patman Act is thought of Smooth edges and rounded corners protect Sizes to fit all types 

in terms of protecting smaller retail- fingers and sleeve edges of outlets and switches. 


ers from being injured by price-cut- | Ferritic Protit-Maker Since 1938 
ting deals between big manufacturers 
and big retail customers. 

e Ruling—The ruling, which up- 4 = Ss » Se r M Gg * Cc  @ a 
set a lower court decision that had 2517 N. Elston Ave Chicago 47, tl 
cleared a brewer of FTC charges 
that the brewer had violated anti- 


trust laws by cutting beer prices in . 
the St. Louis area alone, did not say Now! M & W Flectric 
that a company could not defend it- | ba 

self against price discrimination 


charges. This can be done if the com- | A 
pany proves competition was not | 24 ™ mpere 


sufficiently injured, or if it can show 
the price cuts were designed either 


= s . 
to meet competition, or to account Service Fntrance Fittings 
for differences in costs, or to keep up 


with changing market conditions. 





























Meet the ever-growing demand for larger service 


Housing Starts entrance requirements — use entrance cable with 
Head Upward M&W ENTRANCE FITTINGS. These include: 

NEW YORK—Housing starts are 
headed upward and 1960 could be a | ‘ . ws 
better year for homebuilding than watertight Connectors and Sill Plates. Available are 
1959, according to Engineering News- | a complete line of fittings for cable sizes 3 No. 3 to 


Entrance Heads, Straps, Watertight Connectors, Non- 


Record, McGraw-Hill publication. 
According to a study chart, $2.73 
billion in contracts were awarded for 
housing in the first 23 weeks of 1960. Send tor New No. 59 illustrated Price Sheet 
This is 40% higher than for the same with complete details. 

period in 1959. A check by the maga- 
zine on 20 large housing projects sup- 
ports its housing figures. 

The Census Bureau’s revised sys- 
tem of counting starts shows that 
1,553,100 new homes were begun 
last year, 13% more than the 1,378,- 
500 officially reported. These figures : its M. &W. ELECTRIC acm CO., ie 
would make 1959 better than 1950, 4 , a eae oe 2 eee ee, 
the most active housing year on 
record with a probable undercount. 


3 No. 4/0 using 1”, 144”, 14%” or 2” hubs. 
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Millions of Steel |‘ MARKETING AIDS 


IIFFY CLIPS 


Serving the Electrical Industry | 





Fall Promotion To Push Sales 


GE launches light bulb sales program for distributors. 


e Packaging—In the packaging 


/ Specify 
MINERALLAC 
HANGERS, CLIPS, 
STRAPS, BUSHINGS 


Expert design, choice 

materials and con- 

trolled manufacture 

have built ‘‘top-service 

and longest life” into 
Minerallac Electrical Spe- 

cialties. That's why the elec- 

trical industry ‘‘prefers Miner- 
allac’”’. .. in steel and Everdur for 
hanging pipe, conduit, BX cable, etc. 


Send for new literature and prices. 


MINERALLAC ELECTRIC COMPANY 
26 North Peoria Street — Chicago 7, Illinois 


MINERALLAC 


Coleman has assembled 

a comprehensive line of 

sound system, intercom, 
and electronic wire and cable. We can 
help you make money in this expand: 
ing market! 





COLEMAN 


Cable and Wire Company 
1908 N. RIVER ROAD 
River Grove, Ill. (A suburb of Chicago) 
Tel: (Chicago) NAtional 5-6215 











Fall million dollar light bulb 

sales push built around what 

it calls “The five-point, point- 
of-purchase selling system,” has been 
announced by General Electric. 

The program covers five key areas 
—product, package, merchandisers, 
display, and advertising—all culmi- 
nating at the point of purchase. The 
fall promotion, according to a GE 
spokesman, gets underway the week 
of September 19. The promotion will 
feature the nearsighted Mister 
Magoo, a cartoon character, as a 
political candidate under the cam- 
paign slogan, “Vote for Magoo— 
and GE Bulbs Too!” 

The details of the program are 
outlined as follows: 

e Product—In the product area, 
the company will promote several 
of its newest household bulbs, with 
emphasis on the 100-w bulb. 


area, the five-point selling system 
will feature the introduction of a 
redesigned four-bulb carton which 
features improved wattage and manu- 
facturer identification, more promin- 
ent price marking, cleaner printing, 
and improved two-bulb sleeves in- 
side the carton. 

e Merchandisers — Twenty-seven 
different sizes and types of merchan- 
disers will be available during the fall 
selling season. 

e Displays—A wide variety of dis- 
plays will include bulb-holding units, 
posters, banners, streamers, display 
cards, badges, and other devices. 

e Advertising—Emphasis of the 
fall sales effort will be around a na- 
tionwide television campaign, featur- 
ing Mister Magoo, with a_ political 
campaign theme which ties-in with 
the presidential election. 


Black & Decker announces electric tool promotion. 


gram, in observance of Black & 

Decker’s 50th anniversary, the 
company has announced an electric 
tool merchandising program for the 
Fall-Christmas season. Product fea- 
tures will include a “golden drill fix- 
kit,” a completely new deluxe jig saw, 
a popular-priced 7! -in utility saw and 
a seasonal combination of the com- 


( alled the “Golden Jubilee” pro- 


pany’s power driver and saw attach- 
ment at a pre-Christmas price. 

An additional stimulant to whole- 
saler salesmen is the “Golden Incen- 
tive’ contest which will award 
valuable merchandise prizes for place- 
ments and for top performance in 
each B & D hardware sales district. 

The “Golden Jubilee” program con- 
tinues until November 15. 


CDE "Sweet Deal’ promotes industrial electronics. 


motion featuring a_ selection 

of 45 popular type dipped 
silver-mica capacitors in a plastic kit 
for the cost of the capacitors alone 
—is being offered by the Cornell- 
Dubilier Electronics Division, Fed- 
eral Pacific Electric Company. 

The promotional program consists 
of: 1) a three-dimensional point-of- 
purchase counter display; 2) a series 
of full page and double-page spread 
advertisements appearing in five trade 


A special CDE “Sweet Deal” pro- 


Chicago, Ill.—Bell Electric Co. is of- 
fering a free dealer display showing 
the company’s Saf-T-Lok Snap Cover 
Plate and Weatherproof Outdoor 
Box. The display invites customers to 
see the construction of the box and 


publications; and a special dealer 
order-form postcard. 

The “Sweet Deal” package com- 
prises 45, 500-v, + 5% tolerance, of 
the company’s miniaturized _ silver- 
mica capacitors, said to be an improve- 
ment over molded mica and ceramic 
types. The units are housed in a clear 
plastic, hinged cover, compartmented 
case which serves immediately as a 
service dispenser and, afterwards as a 
receptacle for small parts, hardware 
or even household notions. 
to operate the snap-open, snap-shut 
features of the cover. The two-color 
display will be sent free with the 
purchase of five weatherproof boxes 
and ten cover plates. Box and cover 
plate come pre-mounted on display. 
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MANUFACTURERS’ EXPANSIONS 





Milwaukee, Wis.—The Allis-Chalmers 
Mfg. Company has announced acqui- 
sition of a half interest in the Con- 
solidated Systems Corp., Monrovia, 
Calif. Consolidated Systems is a 
wholly owned subsidiary of Bell & 
Howell Company’s Consolidated Elec- 
trodynamics Corp. (C.E.C.) 


Carnegie, Pa.— Wheatland Electric 
Products Co. executive offices have 
occupied a newly constructed plant- 
office building at 500 Logan St. in 
this city. The building is part of an 
eight-acre industrial park site. 


Syracuse, N.Y.—The General Elec- 
tric Company will add another 260,- 
000 square feet of office, engineering 
and manufacturing space to its tran- 
sistor and tunnel diode facilities in 
Electronics Park here within the next 
few months. The additional space will 
bring to 450,000 square feet the com- 
pany has in the Syracuse area de- 
voted to the design, manufacture and 
sale of transistors and related elec- 
tronic components. 


Towson, Md.—A new factory service 
branch to serve the electric tool mar- 
ket in the San Diego, Calif. area has 
been opened by The Black & Decker 
Mfg. Co. The branch is located at 
3811 El Cajon B’lvd, and staffed by 
factory-trained personnel. 





Electric Heat Film 
Released For Schools 


PITTSBURGH—A new full-color 
sound movie on the subject of electric 
comfort heating for schools, has been 
released by the Edwin L. Wiegand Co., 
7500 Thomas B’Ivd., Pittsburgh 8, Pa. 
The 20-minute film, “Electric Heating 
Goes To School,” is available on loan. 










McGraw-Edison 
Renames Division 
CHICAGO—A widening diversifi- 
cation of products has led the Mc- 
Graw-Edison Co. to rename one of 
its major divisions, according to a 
company spokesman. As of July 1, 
this year, the Coolerator Division, 
with main offices in Albion, Mich., 
is known as the Albion Div. 
According to M. F. Beisber, presi- 
dent and general manager of the di- 
vision, the Albion products now being 
manufactured include room air con- 
ditioners, space heaters, humidifiers, 




















IS WIRE PULLING... te 
SLOWING UP... Rew?” 
YOUR JOB...? oan 











ALBANY RBR 


WIRE PULLING COMPOUND 


pulls covered wires and non-metallic cables. . . 


FASTER and EASIER! 


@ Excellent for non-metallic cable 
. + + Non-evaporating. 


@ Will not affect coatings. 


@ Needs no mixing .. . 
separate or harden. 


will not 












@ Light, clean to use, easily washed 
off with water. 















Order through your Electrical Supply House 


ADAM COOK’S SONS, inc 


Products 







Division 


LINDEN, N. J. 


Electrical 
5 N. STILES STREET ° 











dehumidifiers, central heating and 
cooling units, electric heating elements, | 
electrostatic air filters, electric base- 
board and wall recess heaters. 
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$M QMQ\nN TerRminar cucs 
AND CRIMPING TOOLS 


SPEED INSTALLATION — REDUCE COSTS! + 









INDENTED CRIMP 






FOR GREATER RESISTANCE 







TO PULL-OUT 





VOID FREE 






CONNECTION 








MONEY SAVER 


SAVE UP TO 15% 
WITH SHERMAN 


Write for FREE Sample 




















SHERMAN 
UNI-CRIMP 
LUG 






SHERMAN HAND CRIMPING TOOLS 





Portable or bench mounted for fast, easy instal 
lation of money-saving Sherman terminal tugs 










H. B. SHERMAN MANUFACTURING CO., BATTLE CREEK, MICHIGAN 










A GOLD MINE cee | Education Goes Electronic: 





‘ " Parlez-vous Francais? 
\ | / / of information You Need! Language Lab Speaks it 


NORWALK, Conn.—A new and 
simplified language laboratory system 
| has been introduced by the Educa- 
| tion Equipment Division of Edwards 
Co., Inc., Norwalk. 
From the master console of the 
new system, up to four separate les- 
| sons can be broadcast. Each can be 
channeled to any desired combina- 
| tion of student booths. Individual 
| students can work independently, 
with advanced or remedial material, 
yet still under the teacher’s control, 
according to a company spokesman. 
Dual-track tape recording and play- 
| back equipment, used throughout the 
| system, eliminates the need for mass 
| duplication and bulk erasing acces- 
| sories. 
Control knobs for each master les- 
| son channel are color-keyed to match 
| the tape units they control. Any les- 
| 





Stake your claim for $4.00 


son channel can be used to program 
taped lesson material, live instruction, 


Electrical Equipment Manual 


or such outside program sources as 


| foreign short wave radio broadcasts 

eS Tee Oe | teed TV. Additionally, 

Here's 4'2 years of the ‘‘Salesmen's Technical Notes'’ presented in a new any student’s recitation can be chan- 
format in this 176-page, 6” by 9” hard cover book. neled to the rest of the group. Two 
Everyday, easy-to-use data on types of student units will be avail- 


able: “recording” and “listen-respond.” 














® Lamps ® Motors ® Motor Controls 
® Lighting Fixtures ® Wire and Cable ® Wiring Devices EO —— 
© Ae Condidonen ® Transformers © Switches PORTABLE POWER 
° ten ® Capacitors ® Relays cuTS YOUR COSTS 
r ° Py . 
sient ® Protective Devices ® Pole Line Equipment ae am 
° Generators ® Switchboards & ® Raceways and 


© Sound Systems Panelboards Busways 


Fully illustrated to cover CONSTRUCTION, OPERATION and INSTALLATION — 
with SPECIAL EMPHASIS ON THE NATIONAL ELECTRICAL CODE 


GIVE a copy to each of your salesmen, to customers! More than just a 
nice gesture, it's a big benefit in a small package, at a low cost. 


GET this book for yourself! It will pay for itself a thousand times over with 
ready answers to all common questions about electrical products .. . making 
you more valuable to your customers, adding real punch to your selling. 






Other Sizes—600 Watt to 
1OCKW—AIl Voltages, Phases. 






USE POWER TOOLS WITH DEPENDABLE 


WIND—— ELECTRIC y 
———F OWER piants 


SELL this book over the counter! Just stack them up on your sales counters 
and watch the action. Order 50 or more at the quantity rate of $3.00 per copy. 








































| WINPOWER MFG. CO. 
Ties EW NEWTON, IOWA 
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COMPANY NAME AND ADDRESS 





es = 
| You save 4 big ways with a 
| Electrical Wholesaling Please send me______copies of the sturdily-bound, WINPOWER electric plant: 
| Dept. 270-059 176-page book ‘Electrical Cquipment Manual” at $4.00 () eutemetieatty idies eat wee load 
1 330 West 42nd St., per copy ($3.00 per copy for orders of 50 or more). lowers noise . . . extends engine 
f life; 
! New York 36, N.Y. Enclosed is full payment of $___ | (2) costs less to buy . . . priced to 
| Pe eat all competition; ; 
| ) speeds up production by supplying 
| PLEASE PRINT I low cost, instant power on the job; 
| NAME | } {4) gives " a — 
| service backe y 35 years o 
| t | manufacturing experience. Portable 
| ADDRESS | cradle units or two wheel dolly 
| types. 
| ] FREE BROCHURE AND COMPLETE INFOR- 
1 scity STATE | MATION SENT BY RETURN Mail. 
! 
! | 
! 
| = 








Continued from page 124 


James F. Whitehead, Jr. has been 
elected president of Day-Brite Light- 
ing, Inc. The company formally joined 
forces with Emerson Electric Mfg. 
Co., of St. Louis, Mo. Whitehead, 
executive vice president since 1956, 
succeeds O. W. Klingsick, who has 
been named chairman of the board. 


The following appointments have 
been made by The Ridge Tool Co., 
Elyria, Ohio: William L. Parcell, for- 
mer vice president and director of 
sales, has been named executive vice 
president of the company. R. D. Fye 
assumes the duties of sales manager, 
and H. L. Palmer becomes advertising 
manager and assistant sales manager. 


Cecil R. Pickens has been named 
insulated products sales manager of 
the Electrical Conductor Division, 
Kaiser Aluminum & Chemical Sales, 
Inc. The newly created position will 
include responsibility for all field sales 
and headquarters support activities re- 
lating to insulated conductor products 
manufactured at the company’s Bris- 
tol, R.I. plant. 


George J. Fauser has been named 
manager, service station lighting sales 
for Revere Electric Mfg. Co., Niles, 
Illinois. 


A. W. Hallett has been appointed 
manager at Allentown, Pa. of the 
Graybar Electric Co., Inc., Philadel- 
phia, Pa. He replaces A. Stang, Jr., 
who has been transferred to the com- 
pany’s Long Island City, N.Y. branch. 
Other Graybar appointments are: 
B. G. Draper as operating manager 
at Corpus Christi, Texas; F. B. Mur- 
ray has been appointed manager at 
San Antonio, Texas; R. K. Weinfurt- 
ner has been named manager, out- 
side construction, Power Apparatus 
and Signaling Sales at Cleveland, 
Ohio; W. C. Medsker has been pro- 
moted to manager, lighting sales, at 
Cleveland; D. A. Hilger has been ap- 
pointed manager, lamp sales at Min- 
neapolis, Minn.; D. M. McLeod has 
been appointed manager, outside con- 
struction sales at Detroit. 


Gordon Patterson has been elected 
president and a director of The Yale 
& Towne Mfg. Co. Patterson previ- 
ously served as president of Square D 
Company, Detroit, Mich. 


Gerald E. “Gerry” Bourassa has 
been appointed manager of the Ap- 
paratus Sales Dept. of Hawkins Elec- 
tric Co., Morton Grove, Ill. He for- 
merly was representative for a lead- 
ing manufacturer. 
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| succeed with 





CLASSIFIED 


ADVERTISING 


SELLING OPPORTUNITIES 


A 


WAIT 


POSITIONS WANTET 


ORTUNITIES 


UNDISPLAYED 





DISPLAYED 

The rate for Employment is $16.00 per inch for 
advertising appearing on other than a contract 
basis. Contract rates quoted on request. Sub 
ject to Agency Commission 

Other advertising is $14.50 per inch. Not subject 
to agency commission 

An advertising inch is measured %” vertically on 
a column—3 columns—30 inches to a page 


. 0. Box 12, New 





RATES 


$1.50 per line minimum 3 tines. To figure ad- 
vanee payment count 5 average words as a line. 


Box numbers—counts as 1 line 
Position Wanted ads are % the above rate 


Discount of 10% if full payment is made in ad 
vance for 4 consecutive insertions 


seas NEW ADS or Inquiries to Classified Adv. of ELECTRICAL WHOLESALING 
ork 36, N. Y. for September issue closing August 15th 











| ADDRESS oe NO. REPLIES TO: Bor No. 


Classified « . Div. of this publication 
Send to a nearest you. 
NEW YORK 36: P. O. BOX 12 
CHICAGO 11: 520 N. Michigan Ave 
SAN FRANCISCO 4: 68 Post St. 





SELLING OPPORTUNITIES AVAILABLE 


Representatives wanted: Outlet and Switchboxes, 


complete line, Inquiries from interested agents 
invited. RW-9470, Electrical Wholesaling. 
Manufacturers Reps wanted for growing short- 

line fittings company Protected Areas. Exclude 
Illinois, New Jersey. Quicktime Electrical Prod- 
ucts Co., 3643 W. 115th Pl. Chgo. 43, Ill 


SELLING OPPORTUN ITIES WANTED 


Thirteen years experience electrical sales and 
management to wholesalers and contractors 
in Eastern Penna., New Jersey, Delaware area. 
Teaming up with long established single line 
rep. Desires 1 or 2 lines sold to distributors 
Youth and experience combined with need to 
your product. Write RA-4727, 
Electrical Wholesaling. 
Experienced electrical menufecturers agency de- 
sires additional lines to sell in Texas. We call 
on Electrical Wholesalers, Contractors, Archi- 
tects and Engineers. RA-4884, Electrical Whole- 
saling. 
Established manufacturers representative or- 
ganization wishes additional lines to be sold 
to electrical wholesalers in Ohio and Indiana. 
RA-4842, Electrical Wholesaling. 
Agent traveling Maryland, DC & parts of Va. 
desires lines. Now carrying wiring devices and 
fittings. RA-4009, Electrical Wholesaling. 


Manufacturers Representative covering Northern 


New Jersey desires additional line in addition 
to well known wiring device line now carried. 
RA~4967, Electrical Wholesaling. 


Mfr's Rep. invites quality lines for large follow- 
ing of electrical wholesalers in Metropolitan 

New York and New Jersey. RA-4934, Electrical 

Wholesaling. 

Agent Desires Additional Line for Metropolitan 
New York-New Jersey. Excellent coverage. 

Have good accounts. RA-4968, Electrical Whole- 

saling. 

Montreal Canada known agents opened short 
_ fill in C.S.A. lines. Write J.W. Lefebvre, Box 
» Mount- Royal. 


"Put Yourself in the Other 
Fellow's Place” 


TO EMPLOYERS 
TO EMPLOYEES 


Sato: written een Masheresent or apply 
ing for same are written with the hope of 
satisfying a current need. An answer, regardless 
of oe it is favorable or not, is usually 
expected 

MR. EMPLOYER. won't you remove the mystery 
about the status of an employee's application by 
acknowledging all applicants and not just the 
promising candidates 

MR. EMPLOYEE you. too, can help by ack- 
nowledging applications and job offers. This 
would encourage more companies to answer posi 
tion wanted ads in this section. We make this 
suggestion in a spirit of helpful cooperation 
between employers and employees 

This section will be the more useful to all as a 
result of this consideration 


Classified Advertising Division 


McGRAW-HILL PUBLISHING (O., INC. 


330 West 42nd St., New York 36, N. Y. 














MANUFACTURER'S REP. 
KITCHEN VENTLATING 
FANS & RANGE HOODS 


Ventrola Manufacturing Co. is seeking competent, 
aggressive representation in selected areas. 

If you are an experienced, established agent who 
contacts Electrical Distributors and/or Building 
Supply Wholesalers and are acquainted with 
Builders, Electrical Contractors and Architects, we 
are interested in having you represent our com- 
petitively priced complete line which is recognized 
as America’s most beautiful line of Ventilating 
Fans and Range Hoods. 

All information confidential 

Please submit complete resume to Mr 
Lipsitz 


Ventrola Manufacturing (o., Owosso, Mich. 


A. A 








REPRESENTATIVE WANTED 


Fast growing fitting and specialty manufac 
turer requires experienced, aggressive repre- 
electrical contractor and 
architect and engi 
Inquiries invited 
Nebraska, 


sentation to the 
wholesaler. Contractor, 
neering contacts required 
from agents covering Iowa 
Kansas, Arkansas, Indiana, Ohio, Western 
Pennsylvania, Virginia and West Virginia 
Please send resume, lines now handled and 
territory covered to: R W 4582 Electrical 
Wholesaling, 520 N. Michigan Ave., Chicago 
1, 








ELECTRICAL SALES 
MICHIGAN 


We have increased our 
business 70% in Michigan 
dropped nationally 50% this year 
the manpower, know-how 


principal line's 

while it has 
We have 
and contacts and 
we see the people—distributors, industrials, 
contractors. We need another top quality 
line 


RA 4843 Electrical Wholesaling 
520 N. Michigan Ave., Chicago 11, Ill. 














Wren 


Answering Advertisements 


Pease do not send original 
letters, certificates or photographs. 
We cannot be responsible for 
their return. Please send photo- 
stat or carbon copies. 
































TAP THE 
PROVEN SOURCE 
OF 
STEADIER PROFITS! 








NEW VINYL 


CUBE TAPS 


The Original and still 
the Industry’s Standard 


Completely unbreakable Elec- 
trix Vinyl Cube Taps look better, 
they sell better. Cost you less. 
And behind those facts is an un- 
equalled quality story of service 
and satisfaction that builds repeat 
sales . . . makes Electrix the most 


outstanding line in its field. 


Why not sell the best . 
cially when profits come bigger 


. espe- 


and easier. Sell Electrix Vinyl 


U) 


APPROVED 


Clectrix 


CORPORATION 


Cube Taps. 





Ashton ° Rhode Island | 
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WITH EACH 66° ROLL OF 


No. 7 SLIPKNOT:.-- ~ 








the NEW 


FLiP-n-CuT 


INSTANT TAPE /, 


DISPENSER 


your favorite 
plastic electrical tape 
how handier than ever! 


Protects the tape * Keeps tape clean 


Dispenses quickly * Cuts without 
effort 


Convenient — hangs on your belt 
Tape easily removed for hard-to-get-at 
splices 

Saves tape — eliminates waste 


Starts instantly — no fumbling for 
the end 


TRY 1/7 TOOAY/ 














SOLD ONLY 
THRU 
m RECOGNIZED 
DISTRIBUTORS £7 


—— 
QTE 


QUALITY SINCE 1896 







EASY OPERATION SAVES TIME, TAPE AND TEMPER! 


Y SLIPKNOT 





PLYMOUTH RUBBER COMPANY, INC. 


CANTON, MASSACHUSETTS 











HERE IS A SALES TIP FOR CONTRACTORS 


that may help both of you make more sales 


Contractors have sales problems too. One of 
their biggest is keeping customers satisfied. 

Mr. Oscar O'Neal of the O’Neal Electric Co., 
Gulfport, Mississippi, tells in the message below 
on FUSETRON Fuses how he helped a cus- 
a production problem. 

In recommending the use of FUSETRON 
Fuses, Mr. O’Neal not only helped his customer 
but he also built for himself a lot of good will— 
and he gave to a Salesman for a Distributor a 
nice fuse order that the Salesman without Mr. 
O’Neal’s help might never have gotten. 


Your customers too, may be 


tomer solve 


interested in 


sales efforts with advertising sales messages 
to fuse prospects and users throughout all in- 
dustry and in addition, supplies bulletins and 
other sales helps to assist you in closing sales. 


For example, copies of the message below 


in two page spread form, are These 


show a 


available. 
copies can be used by you to help you 
prospect how he too can benefit by using FUSE- 
TRON Fuses. 

Or, if you would like a complete sales story 
on FUSETRON fuses—of BUSS LOW-PEAK 
fuses—or BUSS Hi-Cap fuses—or any other 
type of BUSS fuses ... just ask your Sales 


Manager to get the bulletin covering the type 
He either will have it on hand 
or can get it for you. 


Mr. O’Neal’s experience, so why not pass it on 
fuses you want. 

to them. ; 
Increase sales by putting BUSS Promotional 


: All BUSS sales promotion is designed to help 
material to work for you : . 


you sell fuses—so why not put it to work for 


Year in and year out BUSS backs up your vourself? It will pay off. 


BUSSMANN MFG. DIVISION, McGraw-Edison Co., St. Louis 7, Mo. 


“We helped a customer stop frequent 
lye j outages and get safe motor — 
a; by recommending FUSETRON FUSES. 


OSCAR O'NEAL SR., PRESIDENT 
O'NEAL ELECTRIC CO., GULFPORT, MISS. 





“Sometime ago, the Gulfport Ice 
Co., called us in to do their electrical 
maintenance work. They were 
having a great deal of difficulty with 
motor starting currents causing 
ordinary fuses to blow. They were 
using 100, 200 and 400 amp. ordi- 
nary fuses to protect the motors. 

“These outages dis- 
rupted the company’s normal opera- 
tion and created a costly and 
annoying situation. Just to replace 
the 400 amp., 250 volt ordinary 
fuses was costing them about $40 
a month. 


FUSETRON Fuses offers High 
Interrupting Capacity and Life- 
Time Dependability Essential to 
Modern Protection. 


High Interrupting Capacity 
“USETRON fuses have 
ceptionally high interrupting rating 
of 100,000 amps 
- adequate for most conditions and 
for anticipated growth in service 


an e@X- 





fre. » 
frequent rms symmetrical 





demands 


Life-Time Dependability 

Unlike mechanically operated 
devices, FUSETRON fuses have no 
hinges, pivots or contacts to stick or 
get out of order. 20 years from now 
FUSETRON fuses will 
dependable 


“My first recommendation was to 
change to Fusetron dual-element 
fuses in the proper size for safe 


motor protection. They did. or longer, 
provide the same safe, 


“The installation of Fusetron 
protection as on the day installed. 


fuses was the ‘key’ to the problem. 
In the past five years I do not recall For more information on 
one 400 amp. Fusetron fuse having | FUSETRON dual-element fuses, 
blown — and outages on the 100 write for bulletin FIS. 

and 200 amp. circuits have been BUSSMANN MFG. DIVISION 
very infrequent.”’ McGrow-Edison Co., St. Lovis 7, Mo. 
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Play Safe! install FUSETRON dual- element FUSES throughout the e entire Electrical System! 
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